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NPN Survey Shows Regional Differences in Gasoline Margin Trends 
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Though no general reduction in margins to jobbers has 
been invoked, the actual dollar and cents spread for 
Independent marketers has suffered during the last 
year, according to replies received from an NPN sur- 
vey of jobbers. Map above indicates regional and 
national trend in gasoline margin status as compiled 
on the basis of the survey. Figures here reflect over- 
all drop in actual cash spread for marketers and is at- 
tributed to: 1—paying premium price for supplies on 
open market to supplement products received from 
regular suppliers to meet high demand; 2—what jobbers 
term subnormal price structures in some areas, affecting 
especially marketers who are not on marginal contracts. 
For story on NPN’s survey study on gasoline and fuel 
oil jobber margins, see p. 28. 
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Opinion on Socal Exclusive Dealing Case 


20% DEC. 
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Synopsis prepared by Federal Judge Leon R. Yankwich 
on his opinion rendered in conjunction with decision 
against Standard Oil of California in Justice Depart- 


ment’s exclusive dealing suit appears on p. 25. 


Meeting and Solving Marketing Problems 


Major company executive gives jobbers a look at how 
his company has met and solved many of its marketing 
problems. Partial text of paper presented at Tennessee 


Oil Men’s Assn. convention appears on p. 34. 
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HUMBLE 


At Busy Terminals and Airports 
with BRODIE QUANTROL METERS 


Keeping track of large volume deliveries, in refueling commercial airliners 








every hour of the day is a job that calls for the exacting control and precise 
gallonage measurement of Brodie Meters equipped with Brodimatic Quan- 
trols. Combined with constant and dependable accuracy, Brodie Quantrol 
Meters provide fully automatic pre-set quality control. Under this method 
all an operator has to do is to turn the Quantrol setting to the pre-determined 
gallonage to be delivered. When this exact quantity has passed through the 
meter, the flow automatically shuts off. Spillage and losses and resultant fire 
hazards are reduced to a minimum. Get full details on Brodie Meters, today. 
























DIVISION OFFICES: Chrysler Bldg., New York City 
59 Van Buren, Chicago 5 . 302 South Pearl St., 
Dallas 1, Texas . 221-9th Ave., Seattle 9, Wash 
2101 S. San Pedro, Los Angeles 11, Calsfornia 


RALPH N. BRODIE CO., INC. 
953 61ST STREET, OAKLAND 8, CALIF. 





























THE ETHYL CORPORATION SERVES THE 
PROGRESSIVE PETROLEUM INDUSTRY Through Research 
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Knock-limited compression ratio and intake manifold pressure over a range 
of engine speed, as measured on the special single-cylinder research engine 
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Fuel antiknock profiles may be used to indicate the performance of gasolines of equal ASTM 
octane number but different chemical composition under a wide range of engine conditions. 


New special single-cylinder engine provides complete 
profile of fuel characteristics 


eng in design of automotive 
engines, coupled with progress in 
gasoline refining, necessitates knowl- 
edge of fuel knocking characteristics 
which includes much more than Re- 
search and Motor Method octane 
numbers. Those responsible for such 
progress must necessarily understand 
the potentialities of different fuel 
types in respect to compression, vol- 
umetric efficiency, temperature and 
speed of engines in which fuels may 
be used. 

Road antiknock determinations do 
not provide the range of information 
required or a fixed base line to which 
all findings can be related over an 
indefinite period. For example: 

1. Neither standard nor modified 
present cars reflect accurately the fuel 
requirements of future automobiles. 

2. Yearly model changes introduce 

hanges in fuel rating characteristics. 

These problems have been met in the 
thyl Laboratories by the design and 
construction of a special single-cylin- 

1 knock testing engine capable of op- 
eration at variable compression ratio 
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over the speed range of automobiles, 
with natural aspiration or supercharg- 
ing. 

With this engine, data may be 
obtained which permit the construc- 
tion of charts similar to those above, 
showing for a given severity of opera- 
tion the possible knock-limited com- 
binations of compression ratio, mani- 
fold pressure and engine speed for a 
given fuel. 

A tool for the development 

of future fuels 
The special single-cylinder research 
engine in the Ethyl Laboratories is 








-ETHYL CORPORATIO 
RESEARCH LABORATORIES | | 


1600 West Eight Mile Road, Detrait, Michigan 
2600 Cajon Road, San Betnardina, Colifornid 


particularly well adapted to programs 
involving fuel development. Under 
carefully controlled conditions, anti- 
knock determinations can be made 
over a broader range of conditions 
than is ever likely to be encountered 
in service. Extreme flexibility of ad- 
justment of the engine and all asso 
ciated equipment makes it possible 
to duplicate the complete range of 
service conditions and of fuel ratings 
without resort to abnormal adjust- 
ments. This versatile knock testing 
equipment is used in Ethyl’s pro- 
gram of service to the oil industry 
through: 

1. Implementing complete explora- 
tions of the antiknock characteristics 
of experimental fuels. 

2. Providing a fixed base line 
against which comparisons can be 
made in the development of engines 
and gasolines. 
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LOADING WITH WHEATON | 


—means loading with ease! 








































295 
ASSEMBLY 
Several new patented Wheaton fea- 


tures make it possible to load faster, 
safer and at less cost. There is no need 
to shuttle trucks back and forth and 
loading can be done on either side of 
the rack. In addition to incomparable 
ease and satety of operation, every 
Wheaton Loading Assembly assures 
maximum flow through every fitting. 


COUNT ON FAST-LOADING WHEATON 
ASSEMBLIES FOR FLEXIBILITY PLUS! 


WHEATON 295 ASSEMBLY-—features 360° hori- 
zontal rotation of loading valve. When loading valve is 
swung out to full extension length, assembly automati- 
cally takes loading position. 


WHEATON 290 ASSEMBLY-— 360° horizontal and 
240° vertical rotation. Adjustable counter weights re- 
turn assembly to vertical or semi vertical position after 
loading. Ball bearing swing joints. 


WHEATON 176 SWING JOINT-—for special design 
loading assemblies. Reverse curve fluid passage for 
high flow, low restriction. 


GET THE WHOLE WHEATON STORY TODAY 


When you use a Wheaton Assembly 
you save time and money in loading 
operations and cut down on mainte- 
nance costs. These patented, stream- 
lined assemblies last longer and are 
easier to repair. For complete data on 
these money-savers, simply write us on 


Ad) 


WHEATON 
290 
ASSEMBLY 


WHEATON 
176 
SWING JOINT 


your letterhead. It will be sent promptly. 
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COMING MEETINGS 


JUNE 


American Society of Agricultural Engineers, 
annual meeting, Multnomah Hotel, Portland 
Ore., June 20-23 

American Society for Testing Materials, an 
nual meeting, Book-Cadillac Hotel, Detroit 
Mich., June 21-25 

Texas Butane Dealers Assn., meeting, Austin 
Texas, June 27-30 

Michigan Liquefied Petroleum Gas Assn., con 
vention, Romona Park Hotel Harbor 
Springs, Mich June 28 


American Petroleum Institute, Eastern District 
meeting, Greenbrier Hotel White Sulphur 
Springs, W. Va June 30-July 2 

(anadian Gas Assn., annual convention, Jas 
per Park Lodge, Jasper, Alt Canada, June 
30-July 3 


JULY 


National Butane-Propane Assn., quarterly di 
rector’s meeting, Roosevelt Hotel, New Or 
leans, La., July 12-13 

Oil-Heat Institute of America, Ine., board 
meeting, Wentworth by the Sea Hotel) 
Portsmouth, N. H July 12-13 

American Road Builders Assna., convention and 
road show, machinery and material exposi 
tion, Soldiers Field, Chicago, Ill., July 16-24 


AUGUST 


North American Gasoline Tax Conference, Pa 
cific region meeting, Olympic Hotel, Seattle 
Wash August 4-6 

North American Gasoline Tax Conference, 
northwest region meeting Finlen Hotel 
Butte, Mont Aug. 18 

Society of Automotive Engineers, West Coast 
meeting, St Francis Hotel, San Francisco 
Calif Aug. 18-20 

National Congress of Petroleum RKetailers, 
meeting Hotel Ft Stanwix Johnstown 
Pa Aug. 26-28 


SEPTEMBER 


Oil Industry Information Committee, meeting 
Minneapolis, Minn., Sept. 1-2 

Society of Automotive Engineers, meeting 
Hotel Schroeder, Milwaukee, Wis Sept. 7-4 

Pacific Coast Gas Assn., annual convention 
Hotel Casa del Rey Santa Cruz, Calif 
Sept. 14-16 

National Petroleum Assn., meeting Hote! 
Traymore, Atlantic City, N. J Sept. 15-17 


American Petroleum Institute Lubrication 
Committee, meeting Hotel Traymore \t 
lantic City, N. J Sept. 16-18 

Southwest LP-Gas Assn., convention and trade 
show, Hotel Skirvin, Oklahoma City, Okla 
Sept. 19-21 

National Butane-Propane Assn., meeting. Con 
gress Hotel, Chicago, Ill Sept. 20-22 
American Mining Congress, meta! mining con 
vention and exposition San Francisco 
Calif., Sept. 20-23 

Independent Petroleum Assn. of America, an 
nual membership meeting, Plaza Hotel, Sar 


— 


Antonio, Texas, Sept 27-28 
OCTOBER 


American Gas Assn., annual convention and 
GAMA exhibition Atlantic City N J 
Oct 4-0 
American Assn. of Petroleum Geologists, meet 
ng, Pittsburgh, Pa Oct. 4-9 

Oil Industry Information Committee, meeting 
New York City, Oct -6 
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% YOUR PRESENT TANK.’ 






By Installing the 
RAZIER 74NDEM UN/T | 


Increase Your PROFITS-PAYLOAD-RESALE VALUE, and have these advantages 


Three Point Suspension Easier Pulling 


Less Maintenance Load Equalization 


No Greasing 


* 
« 
e Lower Center of Gravity 
* 


Timken Bearing Suspended Designed for Transports 


LOW COST TO CONVERT, QUICK DE- 


LIVERY, ON ANY TYPE TRANSPORT, OS le a 
AND ENGINEERED TO YOUR STATES aN = i = 
Lc a jn = 


MAXIMUM WEIGHT AND LENGTH {a 
LIMITATIONS. vo) a 
aK 

Contact us about our 


FREE Engineering 
GREASE RETAINER 
Consulting Service— TAKE UP NUT 
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| FRAZIER TANDEM SYSTEM 
1 P. O. Box 431 Springfield 3, Missouri A Z ? EF R 
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AHEAD of % NEWS 








CRUDE PREMIUMS-——New procedure in crude oil pur- 
chasing which would tend to mitigate excessive bidding 
for supplies appears to be gaining favor in the South- 
west, according to reports of some refiners and traders. 
Theme of plan follows: If a pipe line company were willing 
to pay a “small premium", say 15c per bbl. for crude, it 
would ask the producer to guarantee to supply it at the 
stated premium for a stated period. Length of time sug- 
gested by one refiner is six months. Currently much 
crude is purchased on day-to-day basis. Payment of bon- 
uses in money or equipment for crude is on the increase, 
it is said. Some Independent refiners are now reported 
paying up to 35c per bbl. over prices generally posted, 
and to crude suppliers they might lose overnight if they 
were outbid by another refiner. 


STORAGE CAMPAIGN The oil industry's efforts to 
“sell” consumers on increasing storage facilities are getting 
results, but the response has some marketers concerned. 
Many report that requests for increased storage facili- 
ties have grown but now jobbers report supply of 500 and 
1,000-gal. tanks has tightened. Tanks up to 275-gal. seem 
in adequate supply, however. Some marketers feel indus- 
try has succeeded in selling consumers on larger tank- 
age and now it remains a problem to fill the newly- 
created demand. 


INVENTORY WORRIES Many Midwest 
concerned as to how far they should go in building up 
inventories, particularly of TBA 
price situation. 


jobbers are 


items, in view of the 
Most of them desire high inventories but 
in the back of their minds is fear of a price break, or 
sudden decline, which would catch them with a large vol- 
ume of high cost goods in their plants. 


LEGISLATIVE HOPPER— Louisiana legislature which 
last week enacted the nation’s highest gasoline tax, still 
is busy on legislation involving the oil business. Legisla- 
ture is expected shortly to take action on a bill (H523) 
which would prohibit the sale, exportation and shipment 
f crude oil to out-of-state buyers until state’s own non- 
rroducing refiners are fully supplied. Bill is now in com- 
nittee. Both houses have approved a resolution setting 
ip committee to study LP-gas industry in the state, with 
‘gard to sales, delivery and all phases of operating art- 

cting producer, dealer and consumer. Committee's 
ake-up and program of activities has not yet been re 
aled. 
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BOOMERANG— Chairman (Senate Small 
mittee) Wherry’s plan to halt processing agreements is 


3usiness Com- 


seen by some oil companies on both sides of such ar- 
rangements as being a boomerang that will injure many 
of those concerned. A large company points out that 
while processing agreements have been helpful in main- 
taining status quo in their marketing operations in 
certain areas, they also have been especially valuable 
to Independent refiners and have kept them operating 


UP AND UP AND UP—Continued great demand for 
LP-gas is taken for granted by virtually everyone in 
that branch of the petroleum industry. Consumer satis- 
faction is running high and the number of installations 
has reached the point where a prospect no longer thinks 


that he would be “experimenting” if he adopted LP-gas 


SOUND EFFECTS. -Interest is quickening in research 


into the things which may be done with sound— one of 
which suggests that as much as 30% or even 40° of the 
oil which now remains in the ground after wells are “ex- 
hausted” by present recovery methods may yet be pro 
duced. (Today’s methods are estimated to leave in the 
ground about as much oil as is recovered.) Oil has been 
put into emulsion with water by sound vibrations — in 
the laboratory. If the same effect can be had in pro 
duced structures, much of the oil which now clings there 
too tenaciously conceivably could be pumped out easily 
Several companies are experimenting in this direction 


but are being hush-hush about progress 


A SHORT IDEA __If President Truman and other agencies 
in the executive department continue to kiss off recom- 
mendations by the House Armed Services (Short) Oil 
Subcommittee to set up a national petroleum commission 
the committee itself may decide to appoint its own com 
mission. Discussion of this idea is going on in committee 
circles and many take form after the presidential election 
in November. 


FOR MOTORS, NOT HEAT The representative of a 
large Swedish company is investigating the possibility 
of increasing LP-gas production at its refineries in Swe- 
den. Whereas the primary consumer use of 
the U. S. 
entirely for motor fuel in Sweden 


LP-gas in 
is for household appliances, it would be used 
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es Recessed front makes vents breakage of hose 
ee this the most compact where attached to reel. 
¥ reel obtainable. All 
* parts easily accessible. 
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Free-running, combina- 
tion ball-bearing and 
swing joint, easily tight- 
ened or repacked in 
place. The bearing takes 
the entire weight and 
thrust of the reel, remov- 
ing all strain from the 
packing gland. 



































Double outlet simplifies 
piping and permits a by- 
pass connection when re- 
quired. 


Hose clamp by its snub- 
— bing action takes strain 
tink : , , j= off hosecouplingand pre- 








New design all-ball-bear- 
ing universal driving 
mechanism. Reel frame 
punched, so that driving 
mechanism can be in- 
stalled in any of 4 po- 
sitions. (See diagram 
below.) 


Hose connection at 
correct angle to pre- 
vent hose kinks. Hose 
can be attached to 
reel or renewed eas- 
ily by first removing 
the elbow. This elbow 
is fastened to the reel 
by four bolts. 






em awe y 
thet ee dhe ce 


Roller chain drive in 
front for easy access. — 
Free-running and eas- J 
ily adjusted for wear. Bie 


5a oot 
Combination braking and locking device, 
with renewable asbestos brake disk. With 
this device, the reel can run free, with a 
slight drag, or can be locked securely. 


Reel can be 
cranked 
from the side 
or the rear. 
Designed so 
that the side 
cranking 
mechanism 
can be in- 
stalled in any 
of 4 positions. 
















Ie bine aA we 9 ; 
Rigid construction * 
with welded spokes ~% 
and supporting angles 
assuring long life. 
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The Hose Reel You Have Been Looking For 


COMPACT, RUGGED, LIGHT IN WEIGHT, easily accessible. It is light in weight. A reel that 
BALL-BEARING CONSTRUCTION THROUGHOUT holds 100 feet of 11/)'’ hose weighs only 93 pounds. 


The Philadelphia Valve Co. reel is the finest reel We can furnish hose reels in any size or 
built. It is compact, rugged, and light in weight. shape. They can be furnished for installation 
All parts are of steel, malleable iron, or bronze; either in bucket box at rear of truck or in under- 
no cast iron is used. It is ball-bearing throughout slung box on side of truck. Give inside dimen- 
with hardened and ground races. (6 ball bear- sions of box when writing for information. 
ings are used.) It will never wear out. Special reels can also be furnished for Airfield 
The reel can be changed from top winding Refueling Pits and Ship Docks. 

to bottom winding by reversing the hose con- Delivery can generally be made in a few days 
nection and rotating the drum. All working after receipt of order. For sizes, prices, and 
parts and hose connections are in front and dimensions, write for Catalogue No. 165. 


PHILADELPHIA VALVE COMPANY 





ARAMINGO AVENUE AND ONTARIO STREET, PHILADELPHIA 34, PA. 
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The mistaken 
impression that 
the Naval Petro- 
leum Reserves 
exist for the sole benefit of the sea 
arm of our defense forces is in proc- 
ess of being corrected at last. 


Mr. Yocom 


First step in this direction will be 
taken with the probable early ap- 
pointment of an Army officer—cCol. 
O. F. Kotick, formerly with Tide 
Water Associated—to the post of 
deputy director in the Office of Na- 
val Petroleum Reserves. The last is 
timed for next January, when, as 
proposed in the recent report of the 
Dewey Short Committee, Congress 
will be asked to legislate a change 
in the name of the reserves to either 
Armed Services Petroleum 
or to National Military 
Reserves. 

Actually, the reserves right now 
and for some time past have been re- 
garded as a stockpile of oil in the 
ground equally available to all the 
services in time of emergency. They 
are, of course, as the Short Commit- 
tee pointed out, administered exclu- 
sively by the Navy, but the responsi- 
bility is that of a custodian, not a 
proprietor. 


Reserves 
Petroleum 


That “the end of our resources of 
liquid petroleum is in sight” is the 
frightening justification used by the 
Navy in seeking—and getting—from 
Congress funds with which to com- 
mence an exploration program in 
Naval Oil Shale Reserve No. 1 in 
Colorado. 

Whether he 


represented the view 


of the entire military, there is no 
way of knowing, but that is what 


Commodore W. G. Greenman, direc- 
tor of Naval Petroleum Reserves, 
told the House Appropriations Com- 
mittee here on March 5, in testimony 
just made public. Since then, the 
House has voted the total funds he 
requested for this particular project, 
and as this is written the Senate was 
in process of doing likewise. With 
the money-—just $144,000—Navy pro- 
poses to drill seven core holes for 
the purpose of determining the po- 
tentialities of the oil shales it owns 
n Colorado. 

Greenman’s conclusion that the end 
f our supply of natural crude is in 
sight was based, his testimony shows, 
m his further statement to the com- 
nittee that “the optimum rate of 
roduction of liquid petroleum in the 
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WASHINGTON—By Herbert Yocom 


Action Looms to Clarify Role 


Of Naval Petroleum Reserves 


United States has now been reached, 
and even passed.” Consequently, he 
said, “this country must look to 
other sources of fuels and lubricants 
to supplement the dwindling re- 
serves.” 


It's highly indicative of the con- 
gressional concern about oil, incident- 
ally, that the Greenman office exper- 
ienced not the slightest difficulty in 
also obtaining from Congress an ex- 
tra $14,600,000 


with which to con- 
tinue its exploration of Petroleum 
Reserve No. 4 in northern Alaska. 


That will make $26,300,000 Navy has 
had for this project, even though 
with three wells already drilled or 


The fight for 
equal taxation 
of co-operatives 
turns to Philadel- 
phia this week when businessmen, in- 
cluding representatives of the oil in 
dustry, ask the Republican national 
convention to include an equal taxa- 
tion plank in its platform. A similar 
plea will be made at the Democratic 
national convention opening July 12. 

Petitions bearing several hundred 
thousand signatures asking that co- 
operatives be subject to the same 
federal taxes as private enterprise, 
will be presented to the GOP Resolu- 
tions Committee. Many of _ these 
petitions were circulated by various 
state oil jobber associations. Others 
were circulated by other organiza- 
tions of Independent businessmen. 

Both political parties in past elec- 
tion years have endorsed the prin- 
ciple of co-operatives For this 
reason, leaders of the fight for equal 
taxation are not too hopeful of at- 
taining their goal at Philadelphia 

“If this year we can neutralize 
their influence at the conventions 
we'll feel we have accomplished a 
lot,” was the comment of one person 
active in the campaign. 





Mr. Castle 


* * * 


Three of the Republican candidates 


thing up 


drilling it has yet to find oil in com- 


mercial quantities. According’ to 
Greenman, it is his present hope that 
by the end of the 1953 Alaskan sea- 
son exploration will have been com- 
pleted to a point where Navy will 
know for sure whether it has any- 
there or not. First two 
wells in No. 4 went down something 
over 6,000 feet, a third is heading for 
the 7,200 foot level, and plans are in 
the works for one to go down some- 
where around 12,000 feet 


Note: Navy thinks that $26,300,- 
000 is a drop in bucket compared to 
what it would be Jersey 
Standard if that company were to be 
embarking only now on the venture 
it began in Venezuela in 1921 Fo! 
the House committee, it recalled that 
between 1921-28 Jersey drilled 42 dry 
holes at a cost of $43,000,000 befor« 
discovering their first oil field, and 
emphasized that the same program, 
repeated today, would cost 
tially twice as much 


costing 


substan- 


MIDWEST—By Leonard Castle 


Co-Op Taxation Drive Shifts 
To GOP National Convention 


for the presidential nomination 
Governor Thomas E. Dewey of New 
York, Senator Robert A. Taft ot 
Ohio, and Harold E. Stassen, former 
Minnesota governor 
statements favorable 
during their pre-convention campaign 
ing. They have hedged, however, on 
what should be done regarding equal 
taxation. 

Proponents of equal taxation, spear- 
headed by the National 
3usinersmen, are scheduled to appear 
before the GOP Resolutions Com- 
mittee late on the afternoon of Jun¢ 
17. The huge pile of petitions will 
be presented at that time. Represen- 
tatives of the co-operatives probably 
will appear before the 
earlier in the day. 


have made 


to co-opt ratives 


Associated 


committee 


* * * 


Both conventions will be asked by 


private businessmen to include this 
three-point plank in their platforms 
1. “Government Consi 
tent with the immediate needs of in 
ternational commitments and national 


economy 


security, we urge a sufficient reduc 
tion in domestic federal expenditures 
to enforce the abolition of non-e: 


sential government activities and 
duplication of state functions; a sub- 
stantial cut in the present 2,000,000 
federal employes; elimination of tax- 
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McDonald is the name to remember in tank fittings. McDonald experience sup- 
plies the practical know-how which is the first requirement of fitting design. 
McDonald engineering assures perfect service and long life. McDonald thorough- 
ness provides a fitting for every need. McDonald standards, backed by a 
92-year record of integrity, are your guarantee of complete satisfaction. For 
the utmost in value and protection, specify McDonald Tank Fittings. 


A. Y. MSDONALD MFG. CO. 


“The Home of the Swing Joint” 
DUBUQUE, IOWA 


There’s a McDonald Branch or Distributor Near You 


MS’ DONALD 
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free competition of government-in- 
business; and immediate relief from 
bureaucratic interference.” 


2. “Tax Equality—Recognizing the 
competitive inequity of permitting 
$15 to 20 billion of business volume 
to continue to escape federal taxation, 
and the social injustice of allowing 
any segment of our economy to dodge 
its responsibility for the costs of the 
protection afforded by our govern- 
ment in peace or in war; and further 
recognizing that the established posi- 
tion of co-operatives will in no way 





What 
now ? 

Since the deci- 
sion was handed 
lown by Judge Leon Yankwich in the 
Antitrust Division's exclusive deal- 
ing suit against Standard of Califor- 
nia, that’s been the question on the 
lips of the entire western segment of 
the industry. 


happens 


Mr. Sweeney 


There is, of course, no real answer 
but, “wait and see,’ which everyone 
knows. But the question is asked 
anyway and some interesting specu- 
lation has come forth. 

Cne top marketing man—not with 
Standard of California—observed, “If 
the government can make this stick 
through the appeal to the Supreme 
Court, it will mean a return of good, 
ole fashioned selling.” 

He said a lot of people in the in- 
dustry would probably conclude that 
the outlawing of exclusive-dealing 
contracts would “give the Independ- 
ents their independence back.” But, 
he added, there is still one other fac- 
tor every dealer will have to con- 
sider carefully before he goes hog 
wild with three different kinds of 
gasoline, a dozen brands of motor 
oil, and several lines of tires and bat- 
teries. The question is, will he make 
more money that way ? 

He recalled that if a dealer puts 
in more pumps, it’s the public that 
has to pay for them in the long run. 

Standard of California’s attorneys 
tried to put that opinion across dur- 
ng the trial, but it was ruled out as 
peculation ). 


* * . 
Regarding that appeal situation, 
s interesting to note that a lot of 
ts were offered in oil industry cir- 
es in the first week after the hand- 
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be jeopardized by taxing their corpo- 
rate profits, we urge the taxation of 
co-operative corporations and other 
business tax exempts in the same 
manner and at the same rates as the 
fully taxed businesses with which 
they compete.” 


3. “Tax Relief—We urge that fed- 
eral taxes on individuals and on 
businesses be further substantially 
reduced by over-all government eco- 
nomies and tax equality, to encour- 
age incentive for more production, in- 
vestment and employment.” 


PACIFIC COAST—By Don Sweeney 


Oil Men Speculate on Next 


Move as Result of Socal Suit 


ing down of the decision that Stand- 
ard of California would not appeal 
- * * 

The General Petroleum Corp., lik: 
most other companies, has a com- 
mittee worrying about waste in its 
refining operation. The committee 
turned a neat trick recently in mak- 
ing employes waste-conscious by the 
sim:ple device of making a count of 
all the pumps in the company’s re- 
fining department. 

The total was 700 and the figure 
was big enough to enable employes 
to see that a large potential in prod- 
uct loss was possible unless pum} 
glands were kept tight. Observed the 
committee: “Now that the war is 
over, things are different Gen- 
eral Petroleum now has a competi- 
tive market.” Backed up with an 
easily-visualized fact, such talk has a 
solid impact and leaves a deeper im- 
pression than vaguely worded re- 
quests for “co-operation.” 


* * * 


Standard of California is currently 
in the middle of an intensive adver- 
tising campaign selling that import- 
ant service station item—service. 
Poster panels, station two-sheets 
taxicab posters and other media are 
carrying ads built entirely of a sin- 
gle sentence such as, “May we check 
your tires?” or “We'll be glad to 
wipe your windshield,” or “May we 
fill your radiator?’’ No products are 
mentioned and only the Chevron Sta- 
tions and Standard Stations, Inc., 
emblems are included. Needless to 
say, the campaign was launched only 
after an intensive effort to sell deal- 
ers and their employes that service 
counts and the invitations must be 
followed through. 

3y contrast, however, Signal Oil 


Interpreting the Oil News 





Co., Standard of California's market- 
ing subsidiary, is in the midst of a 
hot, competitive advertising cam- 
paign on motor oil. Said a recent Sig- 
nal radio commercial, “There's been 
a lot of talk recently about how long 
a motor oil will last. But little has 
been said about how long a motor oil 
will make your motor last 


* * * 


WESTERN NEWS NOTES: Hum- 
ble Oil & Refining Co. has launched 
its first exploration project in Cali- 
fornia in the Newhall district of Los 
Angeles ... J. L. Martin, recently 
named director of the General Petro- 
leum Corp.’s pipe line department 
has been elected a vice president and 
director. He succeeds E. L. Adams, 
retired Verne Simmons has been 
made a national supervisor of the 
Oil Industry Information Committee 
and will be responsible for the terri 
tory west of the Mississippi. He will 
open offices in San Francisco. George 
L. Randall, former advertising agen- 
cy executive, has replaced Lon 
Hughes as head of the OIIC Los An 
Both Simmons and Ran 
da!l are employes of the Fred Eldean 
Organization, In which handles 
public relations for the OIIC In 
its annual report for the year ending 
March 31, 1948, the Douglas Oil Co 
of California stated it now ranks as 
the second largest Independent r 
finer and marketer on the Pacifi 
Coast. The company has an annual 
refining capacity of 5.6 million bbls 
and 492 retail outiets. It sold $13 
million in petroleum products last 
year and ranks second of all compa- 
nies in the West in the refining and 
sale of asphalt and road oils 


geles office. 


Indiana Jobbers Ask Higher 
Margins, Cite Expansion Need 


Special to NPN 

INDIANAPOLIS—With all phases 
of the petroleum industry striving to 
increase output, the jobber must in- 
crease his facilities—and his need to 
expand is just as important as those 
in other branches of the industry, 
board of directors of Indiana Petro- 
leum Assn. said in statement issued 
at meeting here June 9 


Statement pointed out that “jobber 
performs a functional link in service 
from the ground up to consumer.” 

3oard strongly urged upward ad- 
justment of jobber margins where 
they have not already been improved, 
asserting that margins generally are 
inadequate. 

“Present trend of labor today on 
third round upward shows increase of 
11%; replacement of equipment, 
tanks and other steel products up 
20%; building have doubled 
since last jobber margin increase,” 
the statement said 


costs 

















H. E. Brandli—Oil Executive, 
Head of N.Y. Oil Trades Assn. 


To say that Henry Edward Brandli knows the oil and 
utility business backward and forward might be a bit 
trite, but the record book on the recently elected presi- 
dent of the Oil Trades Assn. of New York and the vice 
president, general manager of Cities Service Oil Co. 
(Pennsylvania), leaves the casual biographer with small 
margin for words. 

“Hi” Brandli started working and learning when he was 
in his sixteenth year and from all indications hasn’t 
stopped yet. He began as a storekeeper with South 
Western Missouri Light Co. in his native town of Joplin, 
Mo., in 1900 and during the next four years picked up 
enough electrical knowledge to move on to the Elkhart 
(Ind.) Electric Co. as chief electrician in 1904. As he 
tells it, the manager was looking for a “bright young 
fellow” to help set up the Elkhart power plant, and 
young Brandli was that fellow. 

Formally the record book reads as follows: ‘South 
Western Missouri Light Co., Joplin, Mo., 1900-04; chief 
electrician, Elkhart (Ind.) Power Co., 1904-06; H. M. 
Byllesby Co., Chicago, Ill., 1906-12; general superintend- 
ent., Ottumwa (Iowa) Rwy. and Light Co., and vice presi- 
dent and general manager, Consumers Power Co., Minot, 
N. Dak., 1912. Vice president and general manager of 
the following: Citizens Gas, Elec., and Heating Co., Mt. 
Vernon, Ill., 1912-16; Meridian (Miss.) Light & Rwy. Co., 
1916-20; Empire Gas & Fuel Co., Kansas, Okla., and Tex- 
as 1920-22; Carson Petroleum Co., Chicago, Ill., 1922-25: 
and present position to date.” All the companies above 
were originally Cities Service affiliates or were bought 
up by CS after Mr. Brandli’s service with them, so that 
he is nearly a half-century veteran with the company. 

Digging behind the names and dates, Mr. Brandli re- 
calls that in the small town of Mt. Vernon, IIl., his com- 
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Mr. Brandli 


pany handled so many types of products—it was the 
Citizens Gas, Electric, and Heating Co.—-that he becam¢ 
a near expert from outright necessity. 

He first got into the oil business when Cities Service 
bought the Empire Gas and Fuel Co. and found that it 
needed some of its own experienced executives to handle 
the business as it wished. Thus it was in 1920 when 
Mr. Brandli started in oil, and he has been growing in 
the industry ever since. 

As an industry man, he is a member of the API and 
has belonged to the Oil Trades Assn.—which he now 
heads—-for 10 years. In addition to his Cities Service 
title, he is a director of Petroleum Advisers, Inc., a CS 
affiliate. 

As a small-town booster with a liking for elbow room, 
Mr. Brandli runs strongly to hunting and fishing for his 
relaxation. With a gun he goes after deer in Pennsy]l- 
vania and partridge in the Adirondacks and Canada. His 
fishing activities include an annual trip or so to Pontiac, 
Canada, where he is a member of the small (about two 
dozen members) Pontiac Game and Fishing Club. He 
was forced to pass up his annual spring fishing jaunt to 
Canada this year because of a “nose to the grind stone’ 
after a tough winter on the fuel oil front. Memberships 
include the Downtown Athletic Club, the Westchester 
Country Club, the Pontiac club, and 32nd degree Mason 
and Shriner. 

Both Brandli boys are stepping off into careers in th 
oil business, John D. as an oil broker in New York City 
and Henry E., Jr., with the Lion Oil Co. in El Dorado, 
Ark. And both started off working on their father’s 
theory of learning from the bottom up and so have held 
some dirty refinery jobs in their oil education curriculum 
But if Mr. Brandli is any criteria, that way pays off. 
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Wolverton Group Reports 
On Oil Prices and Profits 


Committee Withholds Judgment Pending Further 
Study of Replies of 20 Companies to Query 


NPN News Bureau 
WASHINGTON—-House Commerce 
(Wolverton) Committee told Con- 
gress June 14 in “progress report” 
on its petroleum investigation that 
further study is necessary before an- 
swer can be obtained to “crucial” 
question of whether “present levels 
of petroleum prices and profits are in 
the public interest.” 


Report, adopted June 12 at com- 
mittee meeting, analyzes committee 
views on replies of major oil com- 


panies to a price-profit questionnaire. 
(Text of replies appears on p. 12.) 

“Your committee is not prepared 
at this point to give its answer to 
the question of whether current pe- 
troleum prices are in the public in- 
terest,”” committee said, going on to 
state: 

“This question can be answered 
only within the framework of a na- 
tional fuel policy which has to be 
formulated against the background of 
the nation’s economic and security re- 
quirements. It is the objective of 
your committee to make further in- 
tensive studies and investigations be- 
fore making specific recommendations 
toward the formulation of such a na- 
tional fuel policy. 

“It is the hope of your committee 
that. the publication of the present 
progress report on petroleum prices 
and profits will stimulate further 
thought on the part of the petroleum 
ndustry and industry in general as 


well as on the part of the govern- 
ent and the general public, and that 
the result of such thought will as- 
st your committee in its task.” 
House Rules Committee now has 
nding before it a resolution (H. 
Res. 595) authorizing Wolverton 


Committee to hold hearings between 


now and first of year to work out 
national fuel policy. Committee aides 
hope for favorable action on resolu- 
tion this week. 

\lthough committee said it was not 
pr pared at this time to make rec- 


nendations, it expressed view that 
ei lies to questionnaires showed “ap- 


— 
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parent contradictory and inconsistent 
positions taken by different com- 
panies and, at times, by different of- 
ficials of the same company.” 

“The crucial issue with which your 
committee has been greatly con- 
cerned,” report set out, “is—-are pres- 
ent petroleum prices and resulting 
high profits in the public interest, 
because, among others, they enable 
the industry to overcome present 
shortages and might tend to stim- 
ulate more prudent use of petroleum 
products, or are they against the 
public interest and should Congress, 
therefore, take some remedial action. 

Noting that companies were using 
profits for financing plant expansions, 
committee said replies indicate 
“unanimity on the part of the indus- 
try that the companies show not 
only sound business judgment in pro- 
ceeding in this manner but by force 
of circumstances are compelled to 
rely primarily on the consumers’ dol- 
lar to finance the needed expansion.” 


Reasons Given by Industry 


Report said reasons given by in- 
dustry in justification of “internal 
rather than external financing” are: 

1. Industry historically has obtained 
about 87.5% of its capital investment 
from its earnings; 

2. Capital requirements for “re- 
placements and expansion are so high 
that large-scale external financing 
would unbalance the companies’ finan- 
cial structure”; 


3. There is a “limit on the amount 
of bonded or long-term debt with 
which prudent managements may 


saddle a corporation, and when that 
limit is reached additional capital 
must come from other sources”; 

$4. “Equity financing is difficult in 
current markets”; 

5. Oil business is of a somewhat 
speculative nature and, by and large, 


banks and investment trusts are not 
particularly interested; 
7. Industry appears to feeland 


this is of 
that 
program 1S 


committee 
mental 
present 


“funda 
“cost of 


being 


says 
importance” 
expansion 


borne by the stockholders and not by 


the consumers. The stockholders, 
the companies state, are financing 
the expansion program with funds 
that by rights they are entitled to 
receive in dividends, and that they 
are risking, for the public weal in 


order to provide the needed addition 
al facilities.”’ 

Report, which contained verbatim 
replies of 20 of 21 companies——only 
Phillips failed to reply—-had follow 
ing to say on other subjects 


Price Identity: In answer to ques- 
tion as to why prices 
different companies were 
tially identical,” committee said re- 
plies received “indicate that the com 
panies consider price identity the nat- 


charged by 
“substan 


ural result of competition.” Report 
quoted Socony-Vacuum as_ saying 
“It is axiomatic that any more o1 
less staple products, such as fuel 
oils, will be sold in a given market 
place at the same time at the sam 
openly published prices. This is the 
direct result of competition.” In ad- 
dition, report declared, several com- 
panies “feel that in times of petro- 


leum shortages, companies cannot af- 
ford to charge lower than 
their competitors, because that would 
entail an increased demand for their 
products that they would be unabk 
to meet.” 


prices 


Reducing Demand Through Price 
Increases: Report stated that two 
industry witnesses said, in effect, that 
price increases’ for 
might induce industrial consumers to 


successive oil 


burn coal instead of fuel oil in order 
to spread supplies among more essen 
tial users. 

Increased Costs: Report = stated 
that Socony-Vacuum held view that 
increased prices are primarily result 
of increased costs, but said Humbl 
Oil & Refining Co. “places much 
greater stress on demand rather than 
cost,” citing following answer by 
Humble 

“In addition to the influence of 
cost on price in the long run, the 


very rapid increase in demand for pe 
troleum in 1947 was the major 
in bidding up the prices of 


factor 
products 


and crude oil on the part of com 
petitive purchasers It must be 
borne in mind that in the short run 
price is determined by the relation 
ship between demand and supply, and 
not by cost. In the long run, if the 
margin between price and cost of 
production becomes unduly large or 
small, economic forces are set in ef 
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fect to adjust supply and demand and 


again restore a balance in which 
price provides a reasonable relation 
to costs.” 

Absorption by Integrated Com- 


panies of Increased Crude Costs: In 


view of “rather substantial current 
earnings” of oil companies, commit- 
tee said it was interested in learn- 


ing if integrated companies “might 
not be in a position to absorb, at 
least to the extent that they are re- 
fining their own crude, the increased 
raw material cost.” Replies, it was 
said, were “substantially unanimous” 
in characterizing such course of ac- 
tion as “unwise and impractical.” It 
was also said: ‘Several of the com- 
panies which have replied to your 


committee’s questionnaire have em- 
phasized that integrated companies 
are entitled to fair profits on each 
and every one of their several phases 
of operation. This thought has been 
elaborated on somewhat by Standard 
Oil Co. (New Jersey) which has ad- 
vanced the argument that such ab- 
sorption would tend to destroy com- 
petition by eliminating non-integrat- 
ed refiners. In other words, it is 
claimed that as a matter of public 
policy rather than a matter of profits, 
integrated companies should pass on 
to the consumer every increase in the 
cost of crude in order to maintain, 
for the benefit of the consumer, ex- 
isting competition among integrated 
and nonintegrated companies.” 


Company Answers Listed to Three 
Questions Submitted by House Group 


WASHINGTON Three of the 
questions asked by the House Com- 
merce (Wolverton) Committee in its 
questionnaire on oil prices and profits 
which was sent to 21 major companies 
were: 

1. “What can you say about the 
margins at which your own wholesal 
and retail outlets are operating in 
comparison with the margins avail- 
able to Independent wholesale and 
retail dealers handling the products 
of your company?” 

2. “Do you market any products 
other than petroleum products (such 
as tires, tubes, etc.) and what are 
the policies of your company in re- 
spect to the marketing of such prod- 
ucts? Do you market them under your 
own trade name or brand name? Are 
regular dealers receiving petroleum 
products from your company free to 
purchase or to reject all or a part of 
such line of accessories?” 

3. “What are your policies with re- 
spect to the control of filling stations ? 
Has the number of stations leased or 
owned by you increased over the last 
two years?” 

Company answers to the questions 
include: 

Atlantic Refining Co. 
1. “Most of the company’s sales 





The replies of four companies 

Standard Oil (New Jersey), 
Richfield Oil Corp., Mid-Contin- 
ent Petroleum and California 
Standard—are not included in 
the text of answers. Because 
questionnaires sent to these four 
companies were different from 
those sent to other companies, 
therefore requiring different 
treatment, the text was not 
available in time to meet NPN’s 
press deadline even though 
leased wire facilities were util- 
ized to get the report. 

The text of replies by the 
four companies will be printed 
in the June 23 issue of NPN. 
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are to dealers at its dealers’ tank 
wagon price and to jobbers at its tank 
car price. None of these transactions 
involve margins and the purchasers 
are free to fix any resale prices they 
desire. Sales to distributors are 
made on the basis of a discount be- 
low the published prevailing local 
dealers’ tank wagon market, but 


these buyers also are free to make 
their own selling prices. The only 
retail sales made by the company 


are through service stations operated 
by it. The operators of such com- 
pany-owned stations are employes of 
the company and are selling the 
company’s own products. No margin 
is involved in such transaction.” 


2. “For years we have purchased 


tires, tubes, batteries, and automo- 
bile accessories produced by other 
manufacturers and resold them to 


such service station operators as de- 
sired to buy them from us for resale 
These products have not been sold 
under our trade name and the serv 
ice station operators are free to pur- 
chase or reject all or any part of 
our line of accessories.” 

3. “Less than 1% of the retail 
gasoline outlets served by us are op- 
erated by us. More than 75° of our 
retail gasoline outlets are essential- 
ly Independent dealers. We have no 
control whatsoever over the real es- 
tate occupied by these dealers, and, 
therefore, no contract relation based 
thereon. We have, however, a com- 
bined bailment and sales agreement 
covering the dispensing equipment 
supplied by us and providing for mini- 
mum usage thereof. The remainine 
20-odd , excluding those few out- 
lets operated by us, have leases pred- 
icated on company ownership or leas- 
ing of the facilities, which in turn 
are leased to a dealer for operation 
The company has no exclusive deal- 
ing contracts with service station 
operators. Regarding the _ second 
part of the question, the answer is, 
‘Yes, to the extent of 2.3%’.” 


Cities Service Co. 


1. “It is not our policy, in gen- 
eral, to have duplicate operations in 
any territory. In territories wher 


we operate ‘direct,’ that is, through 
company owned or leased facilities, 
as a rule we do not have ‘indirect’ 
operations. Our indirect operations, 
that is, operations through Independ- 
ent wholesale distributors selling our 
branded products, are generally as- 
signed to territories where we do not 
operate company facilities. This pol- 
icy of operation makes exact com- 
parisons of margins impractical. Mar- 
gins on gasoline available to our tank 
stations and wholesale operations 
vary according to market prices, 
whereas our Independent wholesal 
branded distributors purchase at a 
margin under the undivided dealer 
tank wagon price. Even in our ‘di- 
rect’ territory we do not follow a pol 
icv of operating filling stations. As 
of Dec. 31, 1947, we operated only 
six in the entire United States. 

2. “Yes, we market products othe: 
than petroleum products. Generally 
such products consist of tires, tubes 
batteries, and other accessories. Such 
products are marketed tinder our own 
brand or trade name in the case oj 
tires, tubes, and batteries. Some of 
the remaining accessories are mar- 
keted under our trade or brand nam: 
while others are marketed under th: 
brand or trade name of the manu- 
facturer. Regular dealers purchasin; 
petroleum products from us are fre 
to purchase or reject our line of ac 
cessories. 

3. “Our companies sell petroleu 
products either directly or indirectl\ 
to some 12,773 filiing stations through 
out the United States. ‘Control,’ a 
we understand it, means stations 0} 
erated directly by the company, o 
which class we have only six through 
out the United States. The increas: 
in the number of stations leased o1 
owned by us during the past tw 
years is 362.” 

Continental Oil Co. 


1. “The company does not main 
tain records from which an accurat 
comparison can be made of the mar 
gins which it obtains on the prod 
ucts which it sel!s from its own whol: 
sale outlets with margins obtain 
by Independent wholesalers sellin; 
products of the company. Howeve1 
if the margins of the company ar 
measured by the difference betwee 
the tank car prices and the tank wag 
on prices, the subject margins ar 
probably the same as those of th 
Independent wholesaler. The con 
pany does not operate retail outlets 

2. “The company does not s¢ 
tires, tubes, batteries, or other aut 
accessories. Dealers purchasing pt 
troleum products from the compan: 
are free to purchase such accessori: 
as they may choose from anyone.” 

3. “We exercise no control ov: 
the operation of service stations dis 
tributing products of our company 
On Feb. 29, 1948, Continental O 
Co. had 64 fewer leased or own¢ 
service stations than on Dec. 31 
1945.” 

Gulf Oil Corp. 

1. “While we, of course, Know th 
prices which Independent wholesal 
and retail dealers pay us for the prod 
ucts they purchase from us, we hav: 
no specific knowledge of the price 
at which they resell these products 
their margins of course, being th 
difference between their costs and re 
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sell prices. Accordingly, we are not 
in a position to know, specifically, 
what their margins have been. How- 
ever, we believe, in general these mar- 
gins are essentiaily the same as for 
our own similar marketing operations. 
So far as the products we ourselves 
manufacture, we charge our over-all 
marketing operations with essentially 
the same prices at which we sell to 


others performing the same func- 
tions, these prices being based on 


the regular market prices at the time, 
as nearly as we can determine them. 
When it comes to the products which 
we purchase from others, the prices 
in individual cases may, of course, be 
slightly above or below. In recent 
months, on account of the shortage 
situation, the outside purchases have 
tended to cost us more than the 
prices at which we have been reselling 
the same products. To this extent, 
therefore, our own marketing opera- 
tions are operating on lower margins 
than those available to the wholesale 
and retail dealers to whom we sell 
and to whom we have not, as a mat- 
ter of policy, feit it wise or neces- 
sarv to charge as high prices as 
would have been justified by our pur- 
chase costs. We may add that our 
company operates only a small num- 
ber of retail outlets, or service sta- 
tions, and also that the great ma- 
jority of our wholesale bulk plants 
are operated by Independent distrib- 
utors or lessees who have their own 
tank trucks and other delivery facili- 
ties.” 

2. “A Gulf Oil Corp. subsidiary, 
Gulf Tire & Supply Co., markets 
Gulf tires, tubes, and batteries under 
the Gulf label. It also markets vari- 
ous automotive accessories items, a 
few under Gulf brand and others 
under the manufacturer’s brand. Gulf 
Tire & Supply Co. sells all of these 
products at wholesale to dealers and 
distributors who may wish to pur- 
chase them; such purchase being en- 
tirely at the option of the reseller, 
whether he be a dealer or a distribu- 
tor. The regular dealers purchasing 
petroleum products from Gulf com- 
panies are entirely free to purchase 
or reject all or a part of such line of 
accessories.” 


3. “The number of filling stations 
leased or owned by the Gulf Cos. has 
decreased over the last 2 years. Our 
policy with respect to the ownership 
or control of filling stations is that 
we desire to own and control a sub- 
stantial number of retail outlets so 
that we may have some control over 
the continuity and performance of our 
listribution. We do not wish to be 
lependent entirely upon our ability 
o make annual contracts with In- 
lependent dealers in all the localities 
n which we market. We have millions 
f dollars invested in transportation, 

arketing, and refining facilities, and 

would be unwise to have no con- 
rol over any of the outlets through 

hich our products are distributed. 
loreover, we desire to establish and 

aintain certain standards of ser- 
vce and housekeeping, type of archi- 
ctural design, color combination 
and the like which can be identified 
with the Gulf brand names and trade- 
narks. Finally we have found that 
We can operate many stations of our 
own at a profit, and while our policy 
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is to distribute primarily through In- 
dependent dealers, we find it desir- 
able to engage in the actual operation 
of a limited number of retail stations 
ourselves, and to hold leases on a 
limited number of other desirable lo- 
cations, for the various reasons out- 
lined above.” 
Humble Oil & Refining Co. 

1. “The company operates about 
236 stations on a commission and 
salary basis. At these stations the 
margin between tank wagon and 
retail prices is 4.5c a gal. Independent 
dealers handling Humble’s gasoline 
are currently operating on margins 
of 4.5c or more. In other words, deal- 
ers are enjoying a margin equal to or 


greater than that charged at com- 
pany stations.” 
2. “We market tires, tubes, bat- 


teries, and accessories as a conven- 
ience to the purchasers of our petro- 
leum products. These items are sold 
under the trade name of the supplier 
and not under Humble’s name. Deal- 
ers receiving products from the Hum- 
ble Co. are free to purchase or re- 
ject all or part of such lines of ac- 
cessories.” 

4. “We control the stations which 
we own and operate, but do not con- 
trol stations of dealers who buy and 
sell Humble products. The number of 
stations owned and leased by Humble 
increased from 373 in January 1946 to 
459 in January 1948. At the same 
time, the number of dealers handling 
its products increased from 735 to 1,- 
260.” 

Ohio Oil Co. 


1. “Very little, because our com- 
pany does not engage in the business 
of selling petroleum products through 
its own retail outlets. We sell to: 
(1) Independent jobbers in whole- 
sale lots under prevailing tank wag- 
on prices, (Id. Note: This is accord- 
ing to text.), and (2). Independent re- 
tail dealers at prevailing tank wag- 
on prices. Hence, we are not in a 
position to comment on comparative 
margins that do not exist in con- 
nection with our own business.”’ 

2. “(1). Yes; to meet the demands 
of our retail dealers. (2). The over- 
whelming majority of such items is 
sold under the manufacturer’s brand 
name. (3). Dealers receiving petro- 
leum products from us are free to 
purchase or reject all or part of our 
line of accessories.” 

3. “(A) It is our policy not to 
control filling stations. We lease or 
sublease filling stations to Independ- 
ent dealers. (B) Yes; from 575 on 
Dec. 31, 1945, to 690 on Dec. 31, 1947.” 


Pure Oil Co. 

1. “We believe that such 
are on a comparable basis.” 

2. “This company does handle a 
complete line of tires, batteries, and 
accessories; some are sold under the 
company’s own brand name, while 
others are sold under the brand name 
of the manufacturer. Any dealer is 
free to purchase or reject all or part 
of such line of merchandise. He may 
purchase and sell that offered by this 
company or anyone else.” , 

3. “As of Dec. 31, 1947, products 
of this company were being sold 
through 12,720 retail outlets. Of this 
total, 10,266 were owned and operated 
by others; 2,454 service stations (in- 


margins 
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cluding only 21 that were company- 
operated) were owned or leased to 
the company. Aside from the 21 com- 
pany-operated stations, those retail- 
ing our products were uncontrolled 
and Independent merchants in every 
respect. The number of company-op- 
erated stations was not increased 
within the last 2 years.” 

Shell Oil Co. 

1. “The cost of operating our own 
wholesale distribution is lower than 
the margins on which our jobers and 
distributors operate. We operate a 
relatively small number of retail out- 
lets and at these our costs are normal- 
ly below the margin on which the in- 
dividual service-station owner oper- 
ates.” 

2. “In our east of Rockies operat- 
ing territory we do not warehouse 
or distribute tires or accessory lines. 
We follow a policy of recommending 
to our dealers certain national brands 
of tires and accessory lines. On the 
West Coast we do warehouse and 
market tires and accessory lines but 
they are not marketed under our own 
trade or brand name. In both areas 
our dealers have complete freedom to 
purchase any line of merchandise 
they choose whether or not it is 
recommended or marketed by us.” 

3. “Except for the few stations op- 
erated by us, we exercise no control 
over the operation of filling stations 
handling our products. The filling sta- 
tion operators are Independent busi- 
nessmen. They exercise complete 
freedom of action in setting their 
prices, the brand of products they 
sell and their operating procedures, 
etc. As many sales organizations do, 
we recommend merchandising ideas 
and offer educational assistance and 
advice, which the dealer is free to 
accept or reject. We do not, however, 
dictate the manner in which the deal- 
er conducts his business. During the 
last 2 years the number of stations 
leased or owned by us increased by 
2%.” 

Skelly Oil Co. 

1. “The margins in our trade terri- 
tory vary so widely that this ques- 
tion is difficult to answer. However, 
we believe that our margins are sub- 
stantially the same as those of In- 
dependent wholesale and retail deal- 
ers handling our products.” 

2. “Skelly Oil Co. does market 
automobile tires, tubes, batteries, and 
other automobile accessories. They are 
not marketed under its own trade 
name or brand with the exception of 
batteries. It is the company policy, 
of course, to sell a jobber or dealer 
as much of its merchandise as pos- 
sible. But such jobbers and dealers are 
free to purchase or reject all or a 
part of its line of accessories.” 

3. “We believe the figures speak 
for themselves. For the 2 years ended 
Dec. 31, 1947, our leased stations de- 
creased by 10; our owned stations 
increased by 12; net gain in total, 2 
stations.” 

Sinclair Refining Co. 

1. ‘“‘We do not know the operating 
‘osts of Independent wholesale and re- 
tail resellers handling our products, 
but so far as we can tell the Inde- 
pendent wholesale reseller is not op- 
erating at a disadvantage in com- 
parison with the wholesale outlets 
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(bulk stations) operated by us in his 
vicinity. At this time we operate only 
eight retail service stations in the 
33 states in which we distribute pe- 
troleum products by tank wagon; con- 
sequently we have no valid basis for 
comparison at the retail level.” 

2. ‘We purchase casing, tubes, and 
batteries and resell them under the 
trade name of our supplier. Any and 
all dealers receiving petroleum prod- 
ucts from us are entirely free to pur- 
chase or to reject all or any part of 
this line of accessories. Many such 
dealers do purchase like merchandise 
from others and some do not buy 
and resell accessories at all.” 
3. “With the exception of eight fill- 
ing stations which are now operated 
by salaried personnel, all filling sta- 
tions owned in fee or held under 
long-term lease are in possession of 
dealers for operation. A form of lease 
is used which has a fixed term and 
which contains no restriction on the 
lessee as to the source from which 
he obtains petroleum products. The 
number of filling stations owned in 
fee and held under long-term lease 
has not increased over the last 2 
years.” 


Socony-Vacuum Oil Co. 


1. “It is important to bear in mind 
that a margin is the difference be- 
tween a buy and selling price. We 
know the price at which the reseller 
buys from us, but we do not know 
the exact price at which he resells. 
Resellers determine their own resale 
prices and thereby establish one of 
the two factors which make a mar- 
gin. Therefore, we are not in a po- 
sition to make actual comparisons 

by no means all products mov: 
at posted prices. What resellers ac- 
tually realize in the way of a true 
margin, We just do not know. In th 
retailing of gasoline and automotive 
products, our own direct operations 
do not even have an appreciable in- 
‘luence upon retail prices because 
we have practically pone out of that 
end of the business. In an answer to 
another question, we have shown that 
we operate only a handful of stations 
scattered throughout the country. 
Much of our wholesaling of gasoline 
and fuel oil is conducted by resellers 
In areas in which we do not have any 
direct operation and there again, just 
as in the case of the retail gasoline 
outlet, we have no influence on the 
resale price which enters into the ac- 
tual margin making. In those cases 
where we do have dual distribution 
(direct company cperation alongside 
of operations by our resellers at the 
same levels) and consequently have 
sorme competitive effect upon. resale 
prices of our resellers but by no 
means a controlling effect, we still 
do not know what the true margins 
of the resellers are for the reasons 
indicated above. The most that we 
can say in response to this question 
is that it is our impression that gen- 
erally our resellers have an opportuni- 
ty in the shape of realizable mar- 
gins, sufficient to enable them to on- 
erate profitably. If this impression 
were not well founded, we think that 
there would be a higher rate of fail- 
ures—~bearing in mind that casualties 
are inevitable in any system of free 
enterprise. Furthermore, it is our 
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belief that to the extent that mar- 
gins may be insufficient in isolated 
cases or areas for prudent efficient 
resellers, the inadequacy of the mar- 
gins is certainly cue not to any pric- 
ing policy of our own, but rather to 
competitive conditions which limit the 
margin opportunity.” 

2. “We market (a) automotive 
specialties (sometimes called chem- 
ical specialties) such as car polish, 
radiator cleaner, water conditioner, 
hydraulic brake fluid, antifreeze, and 
(b) the so-called TBA line consisting 
of tires, tubes, batteries, and acces- 
sories, such as fan belts, radiator 
hose, spark plugs, oil filters, battery 
cables, fuses, and windshleid wipers. 
The specialties are for the most part 
wholly or partially derived from pe- 
troleum and manufactured by us and 
all are sold under our Mobil brand. 
The TBA items are made by others. 
Tires, tubes. tire accessories, bat- 
teries, fan belts, and radiator hose 
carry the Mobil brand. The remain- 
ing TBA items are sold under the 
manufacturers’ brands. In_ selling 
these products, we perform all the 
usual wholesaler functions, such as 
warehousing, selling, delivering, etc. 
Our marketing policies are the nor- 
mal ones associated with wholesale 
distribution. They are competitive 
in all respects and free service-sta- 
tion dealers and other resellers are 
free to purchase or reject all or a 
part of these products; and most of 
our dealers do sell products purchased 
fromm others which are competitive 
with those sold by us and involved 
in this question.” 

3. “Our policy has long been to 
market our automotive products 
through Independent dealers and 
therefore, the company, its subsid 
iaries and affiliates do not cdéntro! 
the operation of filling stations. Th» 
minor exception to this policy is the 
less than 100 filling stations which 
are operated by salaried employes as 
models and for experimental purposes 
in reference to facilities, design, lay- 
out, products, and selling methods. 
We believe that these experiments 
aid in developing a high standard of 
operation and ali our dealers who 
wish may avail themselves of the op- 
portunity to study at these laboratory 
stations. 

“We do own or lease a number of 
filling stations, approximately 22% 
of the total number of cutlets retail- 
ing our products. However, with 
the exception of the few model or ex- 
perimental stations mentioned above, 
all of these are leased on a straight 
real-estate basis to individual deal- 
ers for Independent operation. Our 
typical lease to a dealer is noncan- 
celable; the lease period is for one 
or more years and contains no unus- 
ual or restrictive features. Its terms 
are@essentially the same as_ those 
found in any lease of a business prop- 
erty. The lease does not tie the deal- 
er to our products and the dealer may 
breach either the lease or a products 
sales contract without affecting the 
other. The same products sales con- 
tract is used for all dealers and it, 
too, is free from any control features. 
Stated minimum quantities in the 
contract fall far short of the deal- 
er’s estimated requirements. Thus, 
the dealer is entirely free to purchase 
products from others. The fact is 


in the majority of cases the dealer 
does sell many yoods procured fron 
others which are competitive with 
those we try to sell him. 

“These product sales contracts ar 
typically for fixed periods of a year 
or more and are noncancelable by us 
They contain no coercive provisions 
All dealers are entirely free to deter 
mine their own hours of business 
They have sole control of the hiring 
and discharging of their assistants 
whether or not they wear uniform 
and the nature of same; the records 
they keep, the goods and services the) 
market and in all other respects. It 
is significant to note that the typica 
dealer is also engaged in other lines 
of activity which do not involve 
the products we sell, such as car 
repairs, car washing, parking, the 
sale of refreshments, garden tools 
household accessories, etc., ete. Thi 
number of stations which we ow! 
or lease has decreased by 34 over 
the 2-year period ending Dec. 31 
1947. Over the 10-year period end 
ing Dec. 31, 1947, the number of this 
same class of station has decreased 
by 312. It should also be of inter 
est to the committee that during the 
2-vear period ending Dec. 31, 1947 
the number of outlets selling our prod 
ucts other than those in which we 
have a real-estate interest has in 
creased by 3,665.” 


Indiana Standard 


1. “Our company does not fix o1 
know the margins at which its sec- 
ondary distributors offer their prod- 
ucts to the public. This is true ot! 
wholesalers and retailers selling our 
branded products as well as Independ- 
ent wholesalers selling nonbranded 
products bought on specitications fron 
this company. The ultimate pric 
policy is determined entirely by th: 
individual or concern handling th 
distribution of the products.” 

2. “Our company markets a line o! 
tires, tubes, batteries and such a 
cessories as are related to car and 
truck maintenance. Most of thes: 
products are marketed under th 
brand name ‘Atlas.’ These product 
are offered for sale to service statio! 
dealers and other dealers without 
discrimination as to the gasoline sup- 
plier relationship or the brand ot 
gasoline, if any, sold by the dealer 
Dealers selling our gasoline and othe 
petroleum products are under no ob 
ligation to handle any or all of thes« 
products. Our dealer agreements 
(gasoline) and dealer relationship 
policies make no reference to thes« 
products which would imply such an 
obligation. Any dealer may puhchas‘ 
or reject any or all of these items.’ 

3. “Our company withdrew fron 
retail service station operation i 
1936 when it completed the leasing ot! 
all company-owned service statior 
properties to dealers who are Ind 
pendent businessmen. During the past 
two years a limited number of sta 
tions were re-established under com 
pany operation as ‘training stations’ 
whose purpose is the training of ou! 
sales and dealer personnel. These 
training stations (80. in number 
represent less than one-half of 1% 
of the total number of dealer out 
lets selling the company’s products 

“Our company does not control no! 
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does it in any manner attempt to con- 
trol dealers who resell its products. 
These dealers are Independent busi- 
nessmen who operate their stations 
as they see fit. They decide who and 
how many men to employ, what prod- 
ucts they desire to handle, and what 
hours they will keep their stations 
open. They establish their own re- 
tail selling prices and, in short, have 
full responsibility covering all phases 
of their operations. The company of- 
fers it dealers helpful suggestions re- 
lating to modern merchandising 
methods, sales promoticn ideas, and 
training assistance, based on the ex- 
perience of other successful dealers, 
but the dealer is free to accept or re- 
ject such suggestions as he desires. 
The above policy is followed by the 
company with all of its dealers, wheth- 
er they own their own stations or lease 
them from the company or from 
others. During the past two years the 
number of stations owned or leased 
by our company has increased 23.9%. 
However, this increase represents 
largely the reopening of stations tem- 
porarily closed during the war. Com- 
pared with 1941, the last prewar 
year, the number of leased and owned 
stations as of Dec. 31, 1947, repre- 
sents an increase of only 2.8%.” 


Ohio Standard 


1. “An analysis of the operations 
of our wholesale and retail outlets 
shows each type to be operating at a 
profit within marketing margins 
available to our Independent whole- 
sale and retail dealers 


i under our 
posted price schedule.” 


2. “Our company markets a line 
of nonpetroleum products, including 
tires, batteries and accessories. These 
products are not marketed under our 
trade name or brand name. All of 
our dealers are free to purchase or to 
reject all or a part of such line of 
nonpetroleum products and are free 
to purchase similar products or other 
products from other sources.” 


3. “Our company exercises no con- 
trol over the filling stations of its 
dealers, including those which it 
leases to Independent dealers. The 
number of stations owned by or leased 
to our company was increased in the 
last two years in about the same 
proportion as the total number of our 
retail outlets. In 1915, 23.307 of our 
outlets were owned by or leased to 
our company and in 1947, 24.1% 
were owned by or leased to our com- 
pany. 


Sun Oil Co. 


1. “Sun Oil Co. is an integrated oil 
company engaged in the production, 
refining, transportation, and market- 
ing of petroleum and its products. 
Due to the very nature of a barrel of 
crude petroleum, composed as it is 
of a series of hydrocarbons, it is im- 
possible to develop an accurate cost 
of any given petroleum product. Fur- 
ther, any attempt to develop depart- 
nental profits or losses would require 
the establishment of prices and rates 
for goods and services transferred or 
rendered by one department to an- 
ther, in addition to allocating corpo- 
ate, administrative, and general ex- 
enses to the various units. This 
stablishment of prices and rates as 
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well as the allocation of overhead ex- 
penses can be done only on a very 
arbitrary basis. Accordingly, Sun Oil 
Co.’s financial books and records do 
not reflect profits or losses either for 
the individual products manufactured 
or for each of the so-called functional 
departments. Our primary objective 
is to conduct the business affairs of 
the company in such a manner that 
the aggregate of the amounts receivea 
from customers for goods sold and 
services rendered will exceed the sum 
total of all expenses incurred in the 
operating departments and in the 
general and administrative sections 
of the business. 


Further, in order to fully realize 
the benefits of integration, emphasis 
is directed to the control of expenses 
in each unit of operation rather than 
assigning margins or differentials for 
such operations. Generally speaking, 
unless Sun Oil Co. costs for a given 
operation are at least as low as the 
margin or differential available to 
an Independent distributor for the 
handling of this type of operation, 
little justification exists for continu- 
ing such distribution on a company- 
operated basis. In the case of the re- 
tail distribution of Sun Oil Co. prod- 
ucts, the retail dealer purchases pe- 
troleum products at the companies 
posted prices and resells these prod- 
ucts to the consuming trade at prices 
established by him which generally 
are in line with existing competitive 
conditions.” 


2. “Sun Oil Co. markets tires, bat- 
teries, and automotive accessories 
which are sold in some cases under 
the company’s brand name and in 
other cases under the trade name of 
the supplier. Dealers receiving pe- 
troleum products from this company 
are free to purchase or reject all or 
any part of such lines of products 
These products are sold on _ their 
merits as a service to the dealer 
from the standpoint of providing ad- 
ditional income to him, as well as to 
place him in a position to supply the 
needs of his customers on a one-stop 
basis.” 

3. “Our marketing policy is based 
on reserving for each dealer a suf- 
ficient potential in the form of terri- 
tory to assure him of a substantial 
profit in return for the application of 
good business practices and mer- 
chandising capabilities that he ex- 
pends in operating the station. Such 
allocation of territory requires a rea- 
sonable permanency of location, since 
the closing of a station in one of 
our more important areas would nor- 
mally block regular Sunoco  buvy- 
ers from obtaining Sunoco products 
in the area in which the closed sta- 
tion is located. Under such a mar- 
keting policy, the planned procedure 
is to obtain by lease or purchase the 
properly located station for that area 
and lease such location to an Inde- 
pendent dealer, who, for the period of 
his lease, is free to operate in pre- 
cisely the same fashion as are other 
dealers who are not leasing their fa- 
cilities from the company. In addi- 
tion, under our policy we _ supply, 
where they are properly located, such 
other Independent existing dealers as 
are in a position to enter into a deal- 
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er agreement to sell our petroleum 
products. In such cases we extend to 
these dealers the same allocation of 
territory as we extend to the dealers 
who may lease their stations from 
the company. 

“In answer to the second part of 
the question, Sun Oil Co. has in- 
creased the number of stations which 
it leases or owns from 1,560 to 1,775 
during the two-year period ended 
Dec. 31, 1947. Of these 1,775 sta- 
tions, a total of 1,728 was leased to 
Independent dealers at the end of 
1947, and the remaining 47 were op- 
erated by the company as training 
stations for the instruction of per- 
sonnel.” 


The Texas Co. 


1. “The Texas Co. does not sell its 
products at retail except at five sal- 
aried retail outlets which are operat- 
ed for training purposes. The op- 
erators of retail outlets set their own 
prices and accordingly their own mar- 
gins. Our reports show that on Jan 
1, 1947, the average margin of our 
dealers at 50 representative cities 
was approximately $0.0494. The com- 
pany’s products are sold at wholesale 
though 2,483 bulk distribution outlets, 
261 of which are operated by the 
company on a salaried basis and the 
remainder of which are operated by 
distributors, jobbers, and consignees 
who. purchase our proucts at whole- 
sale under various contractual ar- 
rangements.” 


2. “The Texas Co. does not market 
any products other than petroleum 
products under its own brand names 
or otherwise except at five retail 


outlets operated with salaried em- 
ployes primarily for training pur- 


poses. At these five stations, tires, 
batteries, and other automotive ac- 
cessories are marketed under the 
brand names of the manufacturers 
The Texas Co. believes that a service 
station dealer to be successful must 
market other products in addition to 
petroleum products; for instance, 
tires, batteries, and accessories. This 
is essential in order to meet the needs 
of the motorists and to be competi- 
tive with other dealers, and we have 
encouraged our dealers to do this 
There is no agreement of any kind 
which prohibits such dealers from 
handling the products marketed by 
any manufacturers in the tire, bat- 
tery, and accessory business. We are 
primarily interested in seeing that 
our dealers are equipped to give sat- 
isfactory service to the motoring pub- 
lic, and at a profit to themselves, and 
thereby promote the sale of our own 
products.” 


3. “The company’s records show 
that in 1947, 43,731 retail outlets were 
dispensing Texaco gasoline. Of this 
number only 6,010 were owned or 
leased by the company. This latter 
figure represents an increase over the 
5,735 company-owned and leased sta- 
tions in 1946 but a decrease of 185 
in the number (6,195) of such sta- 
tions owned or leased by the com- 
pany in 1941. The remainder of the 
stations (37,721) at which our prod- 
ucts were sold in 1947 were operated 


(Continued on p. 43) 
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Socal Decision, if Upheld, Permits 
Split-Pump Systems for Independents 


NPN Obtains Reaction of Oil Company Officials, 
Independents, U. S. Attorneys to Court Ruling 


By GLENN DIETRICH 
~ NPN Staff Writer 

Answers to some of the questions 
raised by Federal Judge Yankwich’s 
decision in the California Standard 
exclusive dealing antitrust case (see 
NPN June 9, p. 11) began to take 
form this week as NATIONAL PETRO- 
LEUM NEWS obtained reaction to the 
ruling of major oil company officials 
and counsel, Independent marketing 
executives, and government attorneys. 

Most noteworthy effects of the de- 
cision, if it is affirmed by the U. S. 
Supreme Court, would be: 

1. To permit operation of split- 
pump systems for gasoline sales at 
Independent service stations without 
limitation in any part of the country. 

2. To permit Independent retailers 
to handle as many brands of gaso- 
line, other petroleum products and 
TBA as they choose. 

The decision does not 
company-owned stations. 


apply to 


In any discussion of the possible 
effects of the decision, it must be 
kept in mind that, under the terms 
of Judge Yankwich’s order, no one, 
not even California Standard, will be 
compelled to halt any exclusive deal- 
ing practices until the Supreme Court 
has had an opportunity to pass on 
the matter. 

Judge Yankwish stayed the per- 
manent injunction ‘until the expira- 
tion of six months after the judgment 
shall have become final” because “it 
was understood by all” at the trial 
that the case would be carried to the 
Supreme Court, no matter which side 
won. 

John M. Hall, Socal counsel, told 
NATIONAL PETROLEUM NEWS when the 
ruling was made public: “We have 
not yet fully analyzed this long and 
complex decision. Until we have, 
We cannot say whether or not an 
appeal will be made.” 


Decision Became Law Immediately 


However, the decision became law 
immediately within the district over 
which Judge Yankwich has jurisdic- 
tion, which is the Southern District 
of California, and will remain so 
there until and unless Judge Yank- 
wich is reversed. As law in that 
federal court district, it applies to all 
oil companies operating in that area. 
If and when it is affirmed by the 
Supreme Court, it will apply equally 
to all companies in all states. Just 
when the Supreme Court will act if 
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Socal files the anticipated appeal is 
a matter for conjecture. 


The six-month stay issued with 
the injunction has the effect of giv- 
ing other companies indulging in the 
same sort of practices time to “clean 
house” before possible national ap- 
plication of the decision. 

The real test will come a few 
months after the Supreme Court 
clamps the lid on tight, if it does, 
when sales representatives seek to 
place competitive products in serv- 
ice stations across the country. 


If the salesmen come up against 
the same sort of “wall” which the 
government said Socal threw up 
around its retail outlets to keep out 
competition, complaints to the Jus- 
tice Department are expected to fol- 
low, and the companies involved then 
undoubtedly will be headed for 
trouble. 


William C. Dixon, chief of the Jus- 
tice Department’s Antitrust Division 
West Coast office, quoted the lan- 
guage of the Yankwich decision to 
support his assertion that high court 
affirmation would force a reorgani- 
zation of the entire domestic oil mar- 
keting structure. 


“The decision speaks for itself and 
the oil companies and their counsel 
know whether or not it is applicable,” 
Mr. Dixon said. He pointed out that 
by enjoining Socal “from entering 
into or enforcing any contract, agree- 
ment or understanding, express or 
implied, with any Independent serv- 
ice station or garage operator, or 
from inducing or compelling, or at- 
tempting to induce or compel, by any 
means whatever,” any such operator 
to enter into any type of exclusive 
dealing contract or understanding, 
Judge Yankwich left no loophole. 

Mr. Dixon said effect of the de- 
cision was to permit retailers to han- 
dle as many brands of gasoline, other 





Synopsis of Opinion 


Synopsis of 15,000-word opin- 
ion rendered June 7 by Judge 
Leon R. Yankwich, and pre- 
pared by the judge, in handing 
down his decision against 
Standard Oil of California, is 
published in this issue of NPN, 
starting on p. 25. 





DJ's Plans Sought 


WASHINGTON 
coming to decision as_ to 
whether to pursue exclusive 
dealing probe of its own, Sen- 
ate Small Business Committee 
has written Attorney General 


Before 


Clark, asking him what his 
plans are in view of recent 
court finding in California 


Standard case on West Coast. 
Specifically, committee asked 
Mr. Clark what his plans are 
for “proceeding against these 
other violators.” 




















petroleum products and TBA as they 
chose. That opens the way for op- 
eration of split-pump systems for 
gasoline sales. 


“The decision makes illegal any 
condition not to handle other com- 


petitive products, whether they be 
gasoline, motor oils, greases, tires, 
tubes, batteries or accessories, or 


from putting any kind of pressure, 
direct or indirect, on a dealer to take 
that kind of contract,’’ Mr. Dixon 
said, adding: 


“The decision will apply as soon 


as it is affirmed by the Supreme 
Court—if the Supreme Court does 
affirm it—to every other oil com- 


pany resorting to or using the same 
type of contracts or arrangements 
with dealers as was shown in the 
California Standard case.” 


Termed Victory for Independents 


W. Alan Thody, special assistant 
to Attorney General Tom Clark, who 
prepared case work for the govern- 
ment’s suit and conducted several of 
the courtroom sessions, described the 
decision as a “signal victory for the 
Independent businessmen.” 

Standard is 
applies to 
Chevron outlets 
Standard and Atlas 
exclusively, but not to 


So far as California 
concerned, the decision 
more than _ 6,000 
which handle 
products 


Standard Stations, Inc., which has 
1,063 stations which that wholly- 
owned subsidiary operates through 


its employes. Judge Yankwich said 
the government conceded that the 
company has a right to determine 
what products should be handled in 
company-owned stations. 

The Yankwich decision will affect 
few, if any, of the major oil com- 
panies in the East, in the opinion of 
counsel for such companies reached 
by NPN staff members. Attorney 
for one of the majors said that so 
far as he knew there were no ex- 
clusive dealing contracts in use in the 
eastern part of the United States. 


Louis M. Faber, secretary of the 
Retail Gasoline Dealers Assn., Mil- 
waukee, asserted that in many in- 
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stances exclusive dealing practices 
exist in the area covered by his as- 
sociation, even though they might not 
be written specifically into contracts. 
Mr. Faber said: “If the spirit of the 
Socal decision is carried out, it will 
make it possible for the dealer to buy 
what his customer wants rather than 
what his supplier says he must buy.” 

Mr. Faber’s views were echoed by 
Rankin Peck, chairman of the Na- 
tional Congress of Petroleum Retail- 
ers and executive director of the Re- 
tail Gasoline Dealers Assn. of Michi- 
gan. 


Views of Independents 


G. A. Primm, executive secretary of 
the Illinois Petroleum Marketers 
Assn. commented: “The decision is 
a just strike at monopoly and should 
be very favorable to the Independent 
branch of the industry. It should set 
the pace for a change of marketing 
ideas of the major companies in their 
relations with the Independents.” 


W. S. Zehrung, president of Penn- 
zoil Co., Oil City, Pa., an Independent 
refinery, whose West Coast repre- 
sentative testified at the Los Angeles 
trial, said he believes no change will 
be evident in Socal marketing policy 
until the decision becomes final. 


Official of another company in the 
Pennsylania Grade Crude Oil Assn. 
expressed the view that the decision 
would have nationwide effect and that 
tie-in sales would be reduced or elim- 
inated. Jobbers and refiners, he said, 
will benefit, particularly in the East 
Where the gasoline supply-demand 
situation has fostered tie-in sales, 
whether or not they were in accord- 
ance with major company policy. 


Joseph D. Hadley, executive secre- 
tary of the Michigan Petroleum Assn., 
told NPN: 


“Jobbers and dealers during peri- 
ods of short supply have in some 
cases been treated with contempt 
and their existence has been through 
tolerance. Practices have been 
prevalent enough so that the jobbers’ 
and dealers’ status as individual en- 
tities has been seriously challenged. 
The Independent marketers most cer- 
tainly are entitled to a fair standard 
of treatment under all marketing con- 
ditions and it is refreshing to learn 
that some of our laws are designed, 
interpreted and enforced to that end.” 


At Pure Oil Co. in Chicago, spokes- 
man said that any comment would 
be withheld until company lawyers 
ind officials have had an opportunity 
o study the full text of the decision. 
Pure pointed out, however, that it 
has not in the past and does not now 
ave exclusive dealing contracts such 
Ss were involved in the Socal suit. 
Indiana Standard issued this state- 
ent: “Standard Oil Co. (Indiana) 
es not have contracts which re- 
lire its dealers to sell only prod- 
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ucts made or sponsored by the com- 
pany. The decision therefore will not 
affect our company.” 

A similar statement was issued by 
Standard Oil Co. (Ohio). It said: 
“Our company does not write re- 
quirements contracts with its deal- 
ers. While we have not had an op- 
portunity to read the opinion in the 
California Standard case, we do not 
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think that we are involved in any 
way.” 

The government is expected to cite 
the California Standard case as prece- 
dent when a similar case against 
Richfield Oil Corp. is brought to trial 
in Los Angeles. Only way in which 
the Richfield case differs is that most 
of the alleged restrictions were said 
to be oral rather than written 


Voluntary Supply Proposal Faces 


Stiff Test; Many Voice Complaints 


NPN News Bureau 
WASHINGTON The proposed 
voluntary (Taft Act) supply plan for 
the oil industry headed for its first 
and possibly biggest test this week 
at a public hearing on June 18—un- 
der fire both from Capitol Hill and 
from dealer and other industry groups 


That the going would at least be 
rough seemed to have been assured 
with the filing of notices of intended 
appearances by Rankin P. Peck, presi- 
dent of National Congress of Petro- 
leum Retailers, which is one of the 
principal objectors to the program, 
and by South Carolina Oil Jobbers 
Assn., (see other story about South 
Carolina Jobbers meeting on p. 22). 


Also, Interior Secretary Krug was 
being pressured by Chairman Wherry 
(R., Nebr.) of the Senate Small Busi- 
ness Committee to amend the plan 
to eliminate what he charged was an 
attempt to “by-pass” Independent 
elements of the industry. And watch 
ing from the sideline as if waiting to 
pounce, although without having done 
so up to NPN press time, was the 
House Snall Business (Ploeser) Com- 
mittee, to which both Mr. Peck and 
the Michigan Petroleum Assn. had 
directed heated protests. 

Interior Department did not look 
for the hearing to be all one-sided, 
however, noting that several mem- 
bers of committee which drafted and 
approved plan with only two dissents 
(those of Mr. Peck and Louis M. 
Faber, of Milwaukee Retail Gasoline 
Dealers Assn.) also would be on hand 
and would be counted to give sup- 
porting testimony (see June 9 NPN, 
p. 13). 

Comp aints against the program all 
were directed at its asserted failure 
to make any provision for equitable 
distribution of supplies to jobbers, 
dealers and Independent refiners (on 
crude oil). The charge plan is aimed 
at preventing distress at the consumer 
level only. 

Sen. Wherry, in a letter to Secre- 
tary Krug, demanded that the com- 
mittee draft be amended to make 
plain that maldistribution is to be 
attacked “at all levels of distribution.” 
Also, he declared that it “does 


nothing to either return the petrole- 
um price level to somewhere near 
normal or to put any brakes on sky- 
rocketing thereof,’ so fails to meet 
the anti-inflation objectives of Public 
Law 395. 


Michigan Petroleum Assn.’'s_ pro- 
test to the Ploeser Committee was 
signed by Joseph D. Hadley, executive 
secretary, who said that the plan “‘is 
totally lacking of any provision to 
correct maladjustment” of supply to 
jobber and dealer levels 

Mr. Hadley asked Mr. Ploeser and 
his committee to study the problem 
immediately and “take whatever ac- 
tion is necessary to bring about a 
sound and workable plan.”’ 

“The history of last winter's pe- 
troleum supply problem revealed that 
a big portion of the failure to sup- 
ply domestic accounts rests in the 
fact that jobbers and dealers were 
without sufficient product to dis- 
tribute,"’ Hadley wrote. 

“The present proposed plan to be 
successful, must, of necessity, offer 
a fair program of supply to those 
same jobbers and dealers. The pro- 
posal grants immunity from prosecu- 
tion under our anti-trust laws and 
unless the jobbers and dealers are 
given this necessary protection, they 
could very well be victimized to the 
extent of possible elimination through 
by-passing arrangements, etc., all un- 
der the cloak of official immunity. 

“Certainly such immunity was never 
intended by Congress. The plan would 
be completely acceptable to us if the 
words ‘at all industry and consumers 
levels’ were used in the place of ‘con- 
sumer level’ wherever such term ap- 
pears in the proposal,” Mr Hadley 
commented. 

Mr. Peck, in his complaint, said 
that the National Congress and affili- 
ated local retail associations want 
(1) the agreement changed to say 
that the goal is equitable distribution 
at all levels and (2) some assurance 
that alocations made by suppliers 
to dealers will be scrutinized. The 
protest to Ploeser’s committee, Peck 
added, was not made until he had 
exhausted efforts to get the Taft Act 
advisory committee to change the pro- 
posal. 
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In between sessions at the Tennessee Oil Men's Assn. convention in Nashville, 

Tenn. June 6-7-8, are, left to right: Ernest Amacher, Consumers Oil Co., Winchester, 

Tenn., H. A. Smith, Elk Oil Co., Fayetteville, Tenn., Harry M. Daugherty, and Harry 
M. Daughtery,. Jr.. both of General Oil Co., Chattanooga, Tenn. 


Tennessee Oil Men Urge Adjustment 


In Jobber Allocations and Margins 


Assert Suppliers Use Additional Products for 
New Accounts, Hold Old Ones to 100°/, of 1946 


By NPN Staff Writer 


NASHVILLE, Tenn.—-Supplying oil 
companies are using the additional 
products now available to them to 
open new commercial, jobber and 
retail accounts while only allotting 
to their present jobbers amounts 
equal to 100% of their 1946 pur- 
chases, was the charge made at the 
Tennessee Oil Men’s Assn. convention 
in Nashville, June 6-7-8. A _ resolu- 
tion was adopted condemning the 
treatment of present jobbers as un- 
fair and urging that their allotments 
be increased percentagewise in step 
with increased production. 

Margin policies were also brought 
under fire in a second resolution which 
said, in part: “The Independent pe- 
troleum marketers are not only en- 
titled to a mere margin increase to 
offset rising operating costs, but are 
also entitled to earnings which are 
sufficient to accumulate funds for 
the expansion of their facilities to 
meet increasing public demand for 
petroleum products. Jobbers, like 
majors, must provide these facilities 
out of profits.” 

Incorporated in the resolution was 
a reference to Standard of Kentucky's 
.2°> increase in profit in 1947, in 
the face of a 36° increase in busi- 
ness, which was compared with an 
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average increase in profit for inte- 
grated companies of 58%. The reso- 
lution stated that Kentucky Stand- 
ard’s operations are centered in the 
best market area of the country, and 
that the company has had the benefit 
of highly efficient management, and 
that since it is a marketing com- 
pany only, the results clearly prove 
that marketing earnings are too low 

The question of margin justice for 
jobbers was linked to the public re- 
lations program by an assertion that 
While jobbers believe in harmonious 
relations within the industry they 
will not “suffer in silence any kind 
of discriminatory practices merely in 
the name of an abstract theory of 
goodwill. No industrial harmony can 
be achieved under conditions of un- 
fair treatment and disadvantageous 
position.” 

Summer discounts on fuel oil and 
kerosine were condemned in a third 
resolution describing them as ineffec- 
tive and undesirable under present 
supply conditions. Specific reference 
was made to the 0.7c summer dis- 
count policy of Esso Standard and 
Shell whose only effect it was claimed 
was to divert supplies to other areas 
where no summer discounts were in 
effect. 

Allocation of sufficient steel for 
petroleum marketing equipment un- 


der the voluntary agreement plan now 
sanctioned by law was asked in a 
fourth resolution, while a fifth 
charged market leaders in Tennessee 
with discrimination against Independ- 
ents by means of a price structure, 
which, combined with a monopoly of 
low cost transportation into the state, 
was claimed to be forcing Independ- 
ents out of business. The resolution 
cited the following example of the 
manner in which the price structure 
operated against Independent mar- 
keters: 

“For instance, at Chattanooga, the 
market leader now posts a_ tank 
wagon fuel oil price of $0.121 per 
gallon and a dock price of $0.096 
per gallon, whereas the best possible 
price obtainable by an Independent 
from the same origin is $0.110 per 
gallon plus $0.0304 freight rate, mak- 
ing a total Independent cost of $0.144 
against the reference seller’s retail 
price of $0.121. Therefore the In- 
dependent’s cost, with no profit, is 
$0.023 higher than the reference sell- 
er’s retail tank wagon price. This 
is due to a pipe line rate of $0.29 
per barrel against a freight rate of 
$0.33 per CWT, a saving of 2c per 
gallon.”’ 

Members who spoke prior to the 
adoption of the resolution said that 
the facilities of the Plantation pip: 
line, ostensibly a common carrier, 
were not available to Independents 
because of regulations which limited 
tenders to a minimum of 25,000 bbls 
It was pointed out that to handle 
a single shipment of over 1,000,000 
gals. via the pipe line would requir« 
terminal storage capacity in excess 
of that available to any Independ- 
ents. 


Ball Agrees with Levine 


Upon the advice of the associa- 
tion’s legal counsel, Alfred T. Levine 
it was decided not to seek relief by 
appealing to the state legislaturs 
to Congress and to the Department 
of Justice, and the resolution was 
adopted without calling for such ac- 
tion. Mr. Levine's policy of modera- 
tion found support in similar advics 
proffered by Max W. Ball, director of 
the Oil & Gas Division of the U. § 
Department of the Interior in his 
analysis of current attitudes on gov 
ernment regulation of the oil indus- 
try. 

Mr. Ball went on to repeat warn- 
ings he has made before that pressure 
for government regulation can _ be 
brought about by the industry itself 
if it creates a situation where over- 
optimistic statements regarding sup- 
ply are given to the public, followed 
by inability to meet the demand. He 
reminded members of the many dras- 
tic bills introduced in Congress last 
winter during the fuel oil shortage 
some of which would have reduced 
the entire petroleum industry to the 
status of a national public utility. Hé 
said there are individuals in Wash- 
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ington who have asserted that the 
average American is politically im- 
meture and economically illiterate to 
the point where he has need of others 
to do his thinking for him. 


It is a hard question to determine 
where to use our limited production 
of casing steel in order to get the 
biggest returns in crude oil, said Mr. 
Ball, but his opinion was that our 
best bet would be to send a small 
amount—10% or less of the total 
for drilling abroad, even though the 
same steel was vitally needed in this 
country. He did not have in mind 
the Middle East alone, he said, ex- 
plaining that 71% of last year’s steel 
pipe exports went to countries in the 
Western Hemisphere. 


Our short supply is not caused by 
exports of products, Mr. Ball said, 
as we are today sending less abroad, 
while at the same time importing a 
larger volume of crude than at any 
period in our immediate past. Nor 
will the European Recovery Plan 
have a great effect on our shortage, 
he said, comparing the 150,000 b/d 
average exports to ERP countries last 
year, with 95,000 b/d average ex- 
pected for this year. ERP countries 
take only 1.5% of our total supply, 
he added. 


Crude producing states are not 
holding back crude production, Mr. 
Ball said. With a few minor excep- 
tions in the Rocky Mountain area 
all are up to maximum efficient rate, 
he said. He explained that if all 
conservation measures were aban- 
doned, the resulting high rate of 
crude production would last but a 
few months, when there would be a 
rapid decrease in well pressures with 
a corresponding drop in production. 


Alfred J. Hudson, of the Fred El- 
dean Organization, told members it 
is up to them, as well as to all other 
business men, to sell our free enter- 
prise system. One way to do it, he 
said, is to take an active part in 
the job of selling the merits of the 
petroleum industry to the public. He 
explained why a system of regional, 
state and community committees is 





Partial Text of Paper 


O. F. Minor, assistant to the 
vice president of marketing, 
Shell Oil Co., Inc., New York, 
addressed the convention on pe- 
troleum distribution. 3ecause 
of the timely interest in this 
topic and because it gives job- 
bers a look at what one major 
oil company is doing to solve 
some of its marketing and dis- 
tribution problems, the partial 
text of Mr. Minor’s paper is 
printed in this issue of NPN. 
Starting on p. 34. 
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Relaxing just before the dinner given by Lion Oil Co. to the visitors to the Ten- 

nessee Oil Men's Assn. convention in Nashville, June 6-8, are (left to right); Mrs. 

E. L. A. Rau; Mrs. L. D. Kelly; K. L. MacKenzie, Metal Hose and Tubing Co., Nash 

ville; and L. D. Kelly. Quaker State Oil Refining Corp., Nashville (E. L. A. Rau. 
not pictured, is the Quaker State representative in Columbia. Tenn.) 


neither too complex nor too elaborate the election next fall is less impor 
for the job in hand, because of the tant, he said, than the efforts made 
necessity, often pointed out by job- by local communities to govern them- 
bers themselves, for enlisting “grass selves. susiness men in particular 
roots” support. he said, are showing signs of a re 


viving interest in civic affairs in- 
stead of shrugging off their duty by 
communicating criticisms on _ public 
affairs to newspaper editors 


The new advertising program of 
the Oil Industry Information Commit- 
tee will inform the public of the func 
tions of each division of the indus- 
try and will ask for conservation in 
the use of petroleum products, said 
W. R. Huber, merchandising man- 
ager, Gulf Oil Corp., Pittsburgh. An- 
other series of ads in magazine sup- : 
plements of Sunday newspapers will All Officers Re-Elected 
tell about the many new uses of pe- 
troleum products, he said. Jobbers 
were urged to tie in their own local Men's Anu. were re-clected for 
activities with the objectives of the another year at the annual 
advertising program. They should convention at Nashville, Tenn.. 
let their local public know how they June 6-8. In addition. E. J 
were serving their own customers, Connable. Motor Pep, Inc 
he said, and suggested talks to local Memphis, was added to the 
clubs, civic groups, and the use of 
local advertising for the purpose. 





All the following officers and 
directors of Tennessee Oil 


board of directors. 


Officers are: J. F. Cummins, 
Cumberland Oil Co., Nashville, 
president; G. B. Dickey, Amer 
ican Oil Co., Nashville, execu 
tive vice president; H M 


John D. Sheehy, division manager, 
Pan American Petroleum Corp., Mem- 
phis, said there was little actual di- 
ference in marketing in southern 
areas, except that economic growth Daugherty, General Oil Co 
in the South was of @ more eager Chattanooga, vice preside nt iE 
date. He recalled his experiences ol! Melictties! Southern Ol Serv- 
20 years ago when the per capita ice, Nashville; Alfred T. Levins 
gasoline consumption in New Or- 
leans was only 1/10th that of equi- 
valent northern cities. soth roads Directors are: Mr. Connable; 
and people were poor then, he said, E. C. Browder, Harriman Oil 
and the intervening years have been Co., Harriman; C. L. DeBord, 


Nashville, general counsel 


a period of transition during which DeBord Oil Co., Johnson City 
the South has moved up into a po- Frank P. Kendall, Kendall Oil 
sition of economic importance, and Co., Chattanooga; J. L. Moss, 


Jr., Moss Oil Co., Lewisburg 


is still growing. 
° — i R. P. Potts, Potts Oil Co., Mor- 


W. C. Teague, editor, Memphis ristown; R. R. Mixon, Mixon 
Commercial Appeal asked members Noliner Oil Co.. Carthage 
to take stock of their own knowl- James W. Perkins, Red Ace Pe- 
edge about governmental affairs both troleum Co.. Nashville. 


local and national. The question of 
which candidate for president wins 
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Alabama oil men meet with officials of other state associations to consider forming 

an Alabama jobber association. Left to right are: Dan M. Rencher, Lee County Oil 

Co., Opelika, Ala.; J. F. Cummins, president Cumberland Oil Co., Nashville, Tenn.. 

and president of Tennessee Oil Men’s Assn.; Kenneth C. King, secretary-treasurer 

of National Oil Jobbers Council; Ike Long, head of Ike Long Tire & Oil Co., Cordele, 

Ga., and president of Georgia Oil Jobbers Assn.; Herman Burchfield. president. Elk 
Oil Co., Tuscaloosa, Ala. 


Oil Men Discuss Plans for Alabama 
Jobber Association; Benefits Cited 


By FRANK C. STURTEVANT 
NPN Staff Writer 

BIRMINGHAM, Ala. — Tentative 
plans for an Alabama association of 
oil jobbers were discussed at an in- 
formal meeting held here June 11 at 
the Bankhead Hotel. John F. Cum- 
mins, Cumberland Oil Co. Nashville, 
Tenn., president, Tennessee Oil Men’s 
Assn. told the meeting that jobbers 
in Alabama need have no fear that 
supply cuts would be inflicted on 
them because of disapproval by major 
oil companies of their participation 
in a state jobbers’ association. 

“On the contrary,” said Mr. Cum- 
mins, ‘the major oil companies are 
convinced that if the public relations 
program of the Oil Industry Informa- 
tion Committee is to succeed it must 
have support of strong jobbers asso- 
ciations everywhere. Such associa- 
tions offer the kind of ‘grass roots’ 
support they are looking for. In all 
areas they are asking jobbers to sell 
the petroleum industry to their local 
communities, on the principle that 
‘those who know us well think well 
of us.’ 

“If any field representatives of 
major oil companies have appeared 
to oppose the formation of an Alaba- 
ma jobbers’ association,” said Mr. 
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Cummins, ‘it is because they are not 
in touch with the policies of their 
home offices.’”’ Organized Independent 
oil jobbers are the greatest bulwark 
they have against nationalization of 
the industry. 

Progress made in Tennessee in im- 
proving relations with supplying oil 
companies, in getting more equitable 
jobber allotments and in improving 
business practices of jobbers was de- 
scribed by Mr. Cummins. “Our Ten- 
nessee association,” he said, “has won 
the support and approval of major 
oil companies, and of local and state 
government officials.” 

Ike Long, head of the Ike Long 
Tire & Oil Co., Cordele, Ga., and 
president of Georgia Oil Jobbers’ 
Assn., described for the Alabama men 
the kind of bulletins issued by the 
Georgia association, methods of hand- 
ling office detail, and other business 
and financial arrangements. He de- 
scribed the convention program they 
have found most satisfactory. 

The National Oil Jobbers Council 
was represented by Kenneth C. King, 
secretary-treasurer. Mr. King said 
that jobber associations are more in- 
fluential today than at any time in 
the past, and pointed to important 
jobber representation now considered 


essential on the API Marketing Com- 
mittee, the Oil Industry Information 
Committee, and the National Petrole- 
um Council. 

Activities of a typical jobber asso- 
ciation were described by Mr. King, 
who is also secretary of the Wiscon- 
sin Petroleum Assn. He recounted 
the educational work done by the 
Wisconsin association in reducing the 
indiscriminate loaning of skid tanks 
and other equipment, the help ex- 
tended to jobbers in correcting in- 
equitable allotment practices of sup- 
plying companies, and the continuing 
campaign for better jobber margins. 

Jobber members have realized dol- 
lars and cents gains in many ways 
beyond the relatively small cost in 
dues paid out to support the associa- 
tion, said Mr. King. The cost of tax 
bonds, which is an item of expensi 
to jobbers in most states, is paid by 
the state of Wisconsin as a result of 
legislation sponsored by the jobber 
association. 3urdensome penalties 
have been eased, such as a 15% fine 
for delay in filing a gasoline tax 
return for which a flat $25 fine was 
substituted through concerted associa- 
tion action. 

Tax figures showing the compar- 
ative gallonage of all distributors in 
the state, both Independent and 
major, are collected and compiled by 
the association, Mr. King said. All 
tax and inspection laws, existing and 
proposed, are watched to see that no 
undue burdens are laid on the in- 
dustry, either in the form of new 
statutes or as administrative prac- 
tices. 


Committee on Margins 


He said the National Oil Jobbers 
Council has appointed a committe: 
on margins which will meet soon t 
consider changing jobber margins 
from a cents per gallon basis to a 
percentage of the tank wagon pric« 
He explained that 20 out of a total 
of 23 state associations now support 
the National Oil Jobbers Council. 

After a general discussion it was 
decided to call another meeting to be 
held at 10 am. on July 8 at th 
Whitley Hotel in Montgomery, Ala 
for the purpose of adopting by-laws 
electing officers and directors, and 
selecting a name for an Alabama job- 
bers’ association. It was decided t 
send out a report of the preliminar) 
meeting to all jobbers in the stat 
and to issue an invitation to then 
to attend the organization meeting t: 
be held in July. 

Among the Alabama men present 
were: E. W. Scott, Livingston Oil Co 
Livingston, Ala., Dan M. Rencher 
Lee County Oil Co., Opelika, Ala 
Bruce Trammel, Trammel Oil Co 
Opelika, Ala., Herman Burchfield, Elk 
Oil Co., Tuscaloosa, Ala., T. R. Miller 
Miller Oil Co. Demopolis, Ala., Ton 
Strom, Selma, Ala., W. H. Thomas 
Opelika, Ala. 


NATIONAL PETROLEUM NEWS 































TO A MOTORIST, THIS SIGN STANDS FOR A DESCENT TO THE LEFT 
1g 
iS. 
1 - 
ys 
in 
a- 
AX 
" 
ol 
er 
CS 
ne 
ix 
as 
a- 
“il 
na 
by 
Al) 
na 
ni 
n- 
WW 
LC - 
TO EVERYONE, THIS SIGN STANDS FOR TWO GUARANTEES! 
-_ 
- 
ins 
te ¢ This emblem on any product stands for two guaran- 
ot tees of excellence. One visible, one invisible. 
| The visible guarantee is evidenced by the plant and 
“0 properties that make Gulf one of the country’s largest 
he producers and refiners of crude oil. 
The invisible guarantee is the determination of Gulf 
ail to make the best petroleum products that skill, science, 
»b- loyal employees and alert management can _ jointly 
u achieve. 
ary 
te 
en 
c o 
' Gulf Oil Corporation 
nt Pee 
.° Gulf Refining Company 
“9 General Offices, Pittsburgh, Pa. 
a 
elk 
a ’ DIVISION SALES OFFICES REFINERIES 
O 
as 2 Boston © New York ¢ Philadelphia e¢ Pittsburgh New York e¢ Philadelphia ¢ Pittsburgh © Toledo 
} Mianta ¢ New Orleans ¢ Houston e¢ Louisville © Toledo Cincinnati . Port Arthur . Fort Worth ° Sweetwater 


une 16, 1948 21 


News of the Oil Industry 





Marketing Divorcement, Connally Act 
Repeal Asked by S. Carolina Jobbers 


Major Suppliers Tell Association Deliveries 
In ‘48 Will Run as High or Higher Than in ‘47 


DANIEL L. HARBOUR 
NPN Staff Writer 


MYRTLE BEACH, S. C. More 
than 1040 South Caro- 
lina Oil Jobbers Assn., at its annual 
summer meetinz here June 9 and 10, 
heard representatives of most major 
suppliers assure them that 1948 deliv 
eries probably would run as high or 
higher than 1947 deliveries. 

At the same time, South Carolina 
State Fuei Co-Crdinator Ed Talbert 
warned that oil burners were being 
installed in new homes in the state 
at a more rapid rate than in other 
parts of the country. 

[he jobbers adopted a _ resolution 
setting out that many new burners 
and stoves have been installed in their 
state since the first of the year and 
“the users of same are without visi 
supply.” The resolu- 
tion urged Governor Thurmond “to 
investigate and bring about measures 
which will prevent hardship and dis 
many of our citizens dur 
ing the coming heating season.” 

Other resolutions adopted sought 
help of the Department of Justice 
and Congress to divorce marketing 
branches of the industry from th 
production, refining and transporta 
tion divisions and called on Congress 
to repeal the Connally Hot Oil Act 
and withdraw federal support of the 
Interstate Oi] Compact Commission 

All resolutions, 


members of 


ble source of 


tress for 


including a mo 
tion commending the work of the 
Senate Small (Wherry 
committee, were without a 


Business 
passed 
dissenting vote. 

Major suppliers commenting on the 
supply picture at the meeting in- 
cluded: 

Gulf Refining ). &. 
trict manager, said: “We expect to 
have a little more than we had dur 
ing the past 12 months.” He said 
the product would be “equitably dis- 
tributed” and the company was mak- 
ing no new commitments. 


Usher, dis 


Shell R. D. Kizer, district man- 
ager, Baltimore, Md., said he doesn't 
know exactly what to expect in th: 
future but said there probably would 
be “6 to 8 to 10% more product 
than we had.” He warned against 
taking on new business and urged 
that old customers be cared for first 
Mr. Wizer noted that his company’s 
refineries are beinz run “more than 
they should” in attempts to 
heavy demands. 

Arkansas Fue) Oil P. J. Golden 
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meet 


district manager, said he believed 
his company would have “as much 
or more’ product than they had in 
the past. 


The Texas Co. Secretary W. L. 
Heinz of the jobber group read a let- 
ter from T. E. Horton, Atlanta dis- 
trict manager, in which Mr. Horton 
said deliveries for the balance of the 
year could not be counted on to exceed 


comparable deliveries during 1947. 


Pure Oil Marshall Field, assist- 
ant district manager, said it is diffi- 
cult to predict what his company will 
have available for deliveries in South 
Carolina because Pure still is feel- 
ing the effects of last year’s strike 
and the company is currently paying 
back some of the product that it bor- 
rowed at that time. 


Sinclair L. L. Trego, assistant 
district manager, said Sinclair will 


have about 10° more products this 
vear than it had last year, but already 
has distributed this increase. Hi 
commented that fuel oil 
probably will not be 
as last year. 


deliveries 
quite as great 


Republic Oil W. R. P. Paracca 
said he was hopeful that Republic 
could get additional crude oil sup- 
plies moved from West Texas to its 
Gulf Coast refinery. However, he 
stated that he “can’t see too much 
hope” on the supply outlock. 


In the resolution asking the aid 
of the South Carolina governor in 


ironing out distribution problems, the 
jobbers stated that policies of major 
suppliers “indicate” that allocations 
for this year and 1949 will be based 
“on the same quantities supplied in 
1946.” 


Resolutions went on to 
that production of entire industry 
will run around 18% greater than 
in 1946 and the jobbers, who in the 
past have served about 90% of heat- 
ing oil business in South Carolina. 
should share in this increased pro- 
duction. 


contend 


Contend Margins Lower 


Contending that their tank wagon 
margins are now less than they were 
before the war, the jobbers in th 
resolution calling for marketing di- 


vorcement, claimed that “the power 


to control supply and prices by the 
major units of the industry” has re- 
sulted in “changing the whole sys- 


tem of distribution through subsidi 
zation of the marketing branches oi 


the industry by the production, refin- 
ing and transportation branches.” 


This ‘“‘monopolistic power,” the res- 
olution asserted, “has had the effect 
of starving the resources of the job- 
bers for expansion, and cven survival, 
if continued in violation of the prin- 
ciples of our svstem of free enter 
prise.” 

Mr. Talbert, the state fuel co-or- 
dinator, brought welcome news to the 
jobbers when he announced that Esso 
Standard had agreed to sell them 
15,907 bbls. of Navy specification 
fuel oil which will be used to repay 
the Navy for loans of oi! during crit- 
ical periods of last winter’s heating 
Season. 


The oil will be laid down in Navy 
storage at Charleston, §. C., by July 1, 
Mr. Talbert said. He noted that South 
Carolina is the first of 13 states which 
borrowed Navy cil last winter to com 
plete arrangements to repay it. He 
explained that federal laws prohib- 
ited the jobbers who got the oil from 
settling accounts with the Navy by 
a cash pavment. 


Principal speakers at the meeting 
were: E. J. Gallmeyer, vice presi- 
cent and sales director of the Wayn 
Pump Co., and J. Parks Gwaltney 
Durham, N. C., president of National 
Oil Jobbers Council. 


In an address on “What Have We 
To Sell.” Mr. Gallmeyer told the 
jobbers that the key to salesmanship 
is “making ourselves acceptable 
and making sure that “the man on th 
nd of the pump” is an able and alert 
salesman. 


3usiness comes where it is invit- 
ed and returns where it is well treat- 
ed,” he declared. 


Mr. Gallmeyer said the jobber 
should adopt “broader horizons” in 
their sales outlooks and increase th 
number of items which they hav: 
available for the customers who com: 
to their service stations on an aver- 
age of twice a week. 


Mr. Gwaltney traced the history 
of the National Oil Jobbers Council 
explaining that the council had aided 
in efforts to keep inland waterway 
open last winter and to get all avail- 
able government-owned tankship ton- 
nage into operation. 


He said Independent 
want co-operation from 


marketers 
government 
agencies but warned against govern 
ment controls. He remarked that 
some in the industry are “reluctant 
to differentiate “control 
and co-operation.” 


between 


The meeting was held at the Ocean 
Forest Hotel near Myrtle Beach 
Principal speaker at a concluding ban- 
quet was State Rep. Charles Plow- 
den, who discussed state finances. 
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Editorially Speaking 








Jobber Council Can Help Give Majors Reaction 
Of Independents on Marketing Policy Changes 


ACH OF the major oil companies could well consider 

discussing any important proposed change in market- 
ing policy with the National Oil Jobbers Council before 
making a final decision. 

All through the years the assaults upon the large oil 
companies have come from Independents within the oil 
industry. It seems reasonable, therefore, to assume that if 
workable preventative machinery can be set up inside the 
industry to eliminate the causes of these attacks, the 
majors are more likely to have legal and legislative peace. 

The National Oil Jobbers Council is well-equipped to 
speak for Independents on marketing problems. Almost 
all of the state jobber associations participate actively in 
it. Nineteen member states sent representatives to the 
last meeting at Chicago, and two others sent observers. 

Member associations speak for all types of jobbers: 
large and small; major branded and private branded; 
gasoline and fuel oil; those who operate only at the whole- 
sale level, and those who have strings of service stations 
in addition to bulk distribution; jobbers who buy on mar- 
ginal contracts and jobbers who buy in the open market. 

Everyone who has had contact with the National Oil 
Jobbers Council recognizes it as a constructive organiza- 
tion which acts with deliberation, which supports its 
arguments with evidence, which submits a positive alter- 
native as the twin brother to any criticism. Because of 
this approach, the council has established itself in Wash- 
ington, and with a good many major executives, as a 
fully responsible and respected spokesman of the In- 
dependent. Its voice often has been effectively raised on 
behalf of the entire industry, as when the council strongly 
opposed Congressman Heselton’s bill to put all oil under 
an 11-man commission similar to the Interstate Com- 
merce Commission. 

The council’s service to the industry in opposing Hesel- 
ton’s plan was outstanding. It came at a time when Con- 
gress was running wild toward some sort of government 
oil control. After the Wolverton committee, of which 
Heselton is a member, learned that the spokesmen for 
this large body of Independent oil jobbers were throwing 
their weight against government control, there was a 
sharp decline in congressional interest in hamstringing 
the industry. 

The leadership of the council is aggressively pro-In- 
lependent without being anti-supplier. It has approached 
ndustry problems knowing that things which are bad for 
najor companies are not necessarily good for Indepen- 
lents. Therefore, the guiding principle has been to help 
he Independent rather than merely to attack the major. 

As major companies face the growing problem of keep- 
ng out of legal and legislative hot water, the jobbers 
ouncil offers an opportunity for these majors to avoid 
otential trouble before it hits. The council now is big 
enough and diverse enough to speak for virtually all job- 
ers. It can be depended upon to do so frankly and con- 
tructively. 

The important thing is for the majors to get this In- 

‘pendent viewpoint before the fact, rather than after it. 

For example, the 0.7c per gallon summer discount on 


jane 16, 1948 





fuel oil inaugurated by Esso Standard and followed by 
Shell has caused considerable ill-feeling within the in- 
dustry, particularly on the East Coast. In a resolution 
passed at the May 12-13 meeting of the jobbers council, 
Independent opposition to this policy and the reasons for 
that opposition are expressed. It is reasonable to sup 
pose that this discount policy might not have been put 
into effect if these companies had previously studied In- 
dependent criticism of it and if they had known how and 
why it would become a new drag on better industry re- 
lations. 

The jobbers council for a year and a half now has in- 
vited top executives of various major companies to attend 
a portion of each of its quarterly sessions. This has 
given major executives a chance to hear first-hand about 
jobber operations and problems, and it has enabled job- 
bers to hear the topside views of the majors. These dis- 
cussions have been helpful in improving mutual under- 
standing, even though they have been mostly very gen- 
eral. 

If the same idea of consultation between supplier and 
jobber leadership were extended to include important 
specific programs before their inauguration, there prob- 
ably would be fewer oil men commuting to Washington 

The National Oil Jobbers Council has come to such 
stature that it is qualified to represent the Independent 
marketer in any machinery to prevent trouble within the 
oil industry 


Jobber Action Urging Marketing Steel 
Needs Not Be Cut a Farsighted Move 


HE Tennessee Oil Men’s Assn. last week passed a 

resolution asking that oil marketing be allowed the 
steel it needs in any steel allocation program that might 
be adopted at Washington. The association did this know- 
ing that if bureaucrats take over steel allocation there is 
the possibility that they will not understand the metal re- 
quirements of distribution. 

So far oil marketing’s steel needs have gotten a fair 
shake, thanks to Russell Brown, chairman of the Nation- 
al Petroleum Council’s committee on steel, and Harry J 
Kennedy, chairman of the marketing subcommittee. These 
men have been quick to bowl over any suggestion that 
the estimates on steel for marketing in their reports can 
be reduced. 

The danger is that steel allocation, if it is actually 
formalized, will not be operated by the Russell Browns 
and the Harry Kennedys, but by men who know little 
about petroleum product distribution. The Tennessee as- 
sociation acted against the chance that the strong voice ol 
the Independent marketer may be needed to get the steel 
to keep products moving efficiently all the way out to the 
consumer. 

That this was a farsighted action is understood by all 
who had marketing equipment troubles during the last 
war period. 
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Strike-Bound Great Lakes Tankers to Sail 
As Court Orders Seamen to Work; NMU to Comply 


By NPN Staff Writers 

National Maritime Union port rep- 
resentatives on the Great Lakes, the 
only section where vessels actually 
are strike-bound, were issued federal 
restraining orders June 14 requiring 
union crews to return to work dur- 
ing the life of a 10-day order until 
June 24, according to Joe Babin, 
NMU port representative in Cleve- 
land. Union, Mr. Babin said, will 
comply with the order and tankers 
will start moving as soon as possible. 

Under terms of the order, NMU 
and four operating companies on 
Great Lakes are required to renew 
negotiations, but hiring hall practices 
are to be maintained, Mr. Babin 
stated. It was disagreement over 
continuance of hiring halls that re- 
sulted in union walkout on May 14. 

Should negotiations fail during the 
10-day ‘grace’ period, Mr. Babin 
pointed out, then Great Lakes section 
of NMU will be included under the 
80-day federal injunction period is- 
sued by federal court in New York 
this week. The New York ruling 
applies to nationwide union disputes 
and grants NMU use of hiring halls 
under terms of the Taft-Hartley Act, 
which provides that disputed labor- 
management practices carried on in 
the past under old contracts remain 
“status quo” for duration of federal 
antistrike injunctions. 

Fact finding board of President 
Truman noted that tanker operators 
on the East and Gulf Coast have 
reached a settlement with the Na- 
tional Maritime Union (CIO) contin- 
uing the union hiring hall and so has 
the Standard Oil Co. of Indiana for 
its tankers on the Great Lakes. It 
said that “the legality of the employ- 
ment provision became the _ para- 
mount issue” in the negotiations. 
30ard also found, however, that the 
contracts “contain a clause to the ef- 
fect that if any provision is found to 
be illegal or invalid, the remaining 
provisions shall remain in force.” 

This indicated that the unions are 
willing to abide by their newly 
reached agreements with the tanker 
operators if the union hall portions 
are declared illegal. Prior to this 
there had been some doubts as to the 
union position on the matter. 

“The union contends not so much 
that the current provisions are valid 
under the Taft-Hartley Act as that 
they should not be deemed invalid 
until so declared by competent ju- 
dicial authority,” the board reported. 

Elsewhere on the labor front, these 
developments were recorded during 
the week past: 

End of a long drawn out legal 
battle between the two small service 
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station operators and a Teamsters 
Union local was in sight this week 
when it was disclosed that the union 
had filed a petition for review by 
U. S. Supreme Court of a boycott 
decision. 

Two Independent service station op- 
erators, Leo J. Dinoffria and John C. 
Clementi, who last year sued AFL 
Teamsters Union Local 179 and its 
secretary, Virgil Floyd, for damages 
as result of boycott, were named by 
the union in this last appeal action 
as respondents’ in union’s plea of 
“loss of right of free speech.” 

The union lost an appeal last Jan- 
uary in Illinois Supreme Court when 
an Appellate Court decision in favor 
of the two service station operators 
was upheld. 

The lower court in ruling that 
coercion by boycott was illegal set 
damages for Dinoffria at $20 to $25 
a day and Clementi at $40 per week 
for the time their stations were af- 
fected by the bovcott. The Appellate 
Court then remanded the case to the 


Will County Circuit court to estab- 
lish total amount of damages to each 
plaintiff. 

Samuel Saxon, plaintiffs’ attorney, 
said total damages have not been set 
because of union appeals, but a rul- 
ing in favor of his clients by U. S. 
Supreme Court would automatically 
throw the case back to the Circuit 
Court here. Mr. Saxon said decision 
on the writ may be expected latter 
part of this year or early in 1949. 

NLRB last week ruled that OWIU 
cannot obtain a representation elec- 
tion on behalf of a local when the 
local has not complied with the Taft- 
Hartley Act by having its officers dis- 
avow Communist ties and file finan- 
cial information with the government. 

Though the decision was issued in 
an OWIU case, it applies to all labor 
unions. It is the first such interpre- 
tation the board has made under the 
Taft-Hartley law. 

By a unanimous vote, NLRB re- 
fused to conduct an election to deter- 
mine right of OWIU to represent 52 
workers at Lane-Wells Co., Los An- 
geles, because the international was 
acting on behalf of its Local 128 
Local had not filed the required non- 
Communist affidavits and financial 
reports. 


Runs to Stills, Crude Output Set New Records; 
Gasoline Preduction Drops, Kerosine Increases 


By NPN Staff Writers 

Two new all-time records—crude 
runs to stills and crude oil production 

were reached during the week 
ended June 5, according to API. 

Crude runs to stills rose 21,000 b/d 
from the previous week’s record high 
of 5,715,000 b/d, setting the new mark 
of 5,736,000 b/d. Crude output in- 
creased 24,150 b/d, to set an all-time 
high of 5,475,000 b/d. 

Gasoline production fell off 40,000 
bbls. from all-time high of 17,827,000 
bbls. set week ended May 29, while 
kerosine production was up 110,000 
bbls. and gas oil and distillate fuel 
production was up 195,000 bbls. as 
compared with previous week. Resi- 
dual products showed decline of 154,- 
000 bbls. Refinery operations in- 
creased fractionally to 98.39%, only 
1.1% below all-time high. 

Gasoline stocks continued contra- 
seasonal increase first noted last 
week. Nation’s stocks rose from 107,- 
185,000 to 107,278,000 bbls. in week. 
Stocks at this time a year ago were 
only 94,268,000 bbls. 

Position of gasoline stocks in Mid- 
west follows: 


District 2 Gasoline Stocks 
(000 omitted) 

June 5, May 29, June 7, 
1948 1948 1947 
Appalachian No. 2 1,081 971 1,062 
Ind.-Ill.-Ky 21,646 21,482 17,867 
Okla.-Kan.-Mo ‘ 9,054 9,102 S845 
Totals 31,781 


31,555 27,774 


Other developments during the 
week past pertaining to the over-all 
supply picture include: 

Texas oil wells produced 73,234,929 
bbls. of crude, or 6,208,807 below full 
allowables during April, according to 
the Railroad Commission. Underpro- 
duction averaged 7.82%, ranging 
from 2.86% in East Texas to 18.39% 
in Wichita Falls District. New allow- 
ables were to be set this week. 

Meanwhile, Railroad Commission re- 
ported oil and gas drilling permits ar 
being issued at a rate of nearly 14,- 
000 a year, about one-third more than 
last year. 

Sunray Oil Corp’s 20,000 b/d fluid 
catalytic cracking unit at its Duncan, 
Okla., refinery, purchased last August 
from WAA, went on stream last 
week. Plant has been completely re- 
modeled. 

Skelly Oil Co. plans to enlarge and 
modernize its El Dorado, Kans., re- 
finery, including provisions for 35,- 
000 b/d crude charging and _ cor- 
responding catalytic cracking capa- 
city. This will provide in excess of 
15,000 b/d of refined products from 
the Skelly plant. 

Hutex Oil & Refining Co.’s_ 1,000 
b/d plant at Hardin, Tex., was shut 
down last week as a result of fire 
which destroyed all storage tanks and 
products. Refinery is expected to be 
on stream as soon as storage can be 
rebuilt. 
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Research on wheels 


To Help You Produce Better Fuels... 
Today...and Tomorrow 


Along the coastal highways of New Jersey and the sun-parched deserts and 
steep mountain grades of California, Du Pont test fleets roll on, mile after 
mile, in an ever-continuing quest for better fuel and lubricant perform- 
ance. Here, and in the laboratories where engines are dismantled and 
inspected at the end of the run, is the final chapter in each phase of 
Du Pont’s continuing program of fundamental research. 


This is a Du Pont contribution toward even better fuels and lubricants for 
the future. It is positive research for the benefit of the entire industry . . . 
above and beyond the field laboratories, technical, safety and medical 
services available to users of Du Pont Tetraethyl Lead Compounds and 
other fuel and lubricant additives. 
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Part of the truck 
fleet used for proof- 
testing experi- 
mental products. 
These trucks are 
heavily loaded to 
simulate actual 
conditions. 


Inside a test car. Cars and trucks are equipped 
for all types of road test work on fuels. 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 

















Du Pont Road Testing Laboratories 






















In the East and West, Provide — . 
Engine Performance Tests on Fuels 


The road testing areas around Wilmington, Delaware, and 
El Monte, California, are the proving grounds for Du Pont 
Tetraethyl Lead Compounds where actual performance tests 
of fuels containing TEL are being run continuously. In addi- 
tion, tests are regularly made of other fuel and lubricant 
additives. Here, also, is tested each new development of the 
Petroleum Chemicals laboratories, where Du Pont’s chemical 
research experience is applied to the vital problems of fuel 
and lubricant performance and fuel utilization. 


Final engine inspection prior to y 
placing truck on test. t 


Inspecting a dismantled engine after C 
completion of a road endurance test. 
Both El Monte and Wilmington labor- 
atories are-equipped to do this work. I 








A road octane test fleet 
enroute to test course. 
Knocking characteristics 
of fuels will be evaluated 
under road conditions. 


AVIATION MIX 


Gasoline Oxidation Inhibitors 


Lubricating Oil Additives 
Metal Working Lubricants ata 
Oil Soluble Colors 


Fuel Oil Additives 


, 4 Corrosion Inhibitors 
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BETTER THINGS FOR BETTER LIVING. ..THROUGH CHEMISTRY | 


TETRAETHYL LEAD COMPOUNDS } Petroleum Chemicals Division « Wilmington 98, Delaware 


DISTRICT OFFICES: WILMINGTON, TULSA, HOUSTON, CHICAGO, LOS ANGELES 
E.1. DU PONT DE NEMOURS & COMPANY (INC.) LABORATORIES: WILMINGTON, TULSA, HOUSTON, CHICAGO, EL MONTE. 





















In California 


Special to NPN 

LOS ANGELES -— NPN presents 
herewith a synopsis of the 15,000- 
word opinion rendered June 7 (see 
NPN June 9, p. 12) by Federal 
Judge Leon R. Yankwich, which ac- 
companied his decision against Stand- 
ard Oil Co. of California in the ex- 
clusive dealing antitrust suit brought 
by the Justice Department. Judge 
Yankwich prepared this synopsis for 
Platt’s Oilgram News and NATIONAL 
PETROLEUM NEWS. The synopsis fol- 
lows: 

Decision was rendered in suit which 
was begun Jan. 2, 1947. While much 
testimony was developed and hun- 
dreds of exhibits were introduced, the 
question finally narrowed itself down 
to the proposition of whether ex- 
clusive supply contracts which bound 
Independent station operators to use 
only petroleum products produced by 
Standard and automotive accessories 
handled or sponsored by Standard, 
were illegal. 

The government’s contention was 
that they were, and by the suit, which 
Judge Yankwich has now decided in 
their favor, they sought to enjoin 
Standard in the seven western states 

- California, Oregon, Washington, 
Arizona, Nevada, Idaho and Utah— 
from entering into or enforcing any 
contract, agreement or understand- 
ing, express or implied, with an In- 
dependent service station operator or 
garage operator, or from inducing 
or compelling, or attempting to in- 
duce or compel any such person from 
entering into any contract, agree- 
ment or understanding which has any 
of the following requirements: 

(a) That the Independent service 
station operator or garage operator 
shall secure all his requirements of 
petroleum products from defendant 
Standard, or shall not handle the pe- 
troleum products of any other com- 
pany. 

(b) That the Independent service 
station operator or garage operator 
shall secure all his requirements of 
any one or more types of automotive 
accessories from or through defend- 
ant Standard and Standard Stations, 
Inc., or will not handle accessories 

mpetitive with those distributed or 

msored by defendants, Standard 
and Standard Stations, Inc. 
(c) That the sale of any petroleum 
duct or automotive accessory to 
y Independent service station op- 
itor, or garage operator shall be 
conditional on the sale of other pe- 
ileum products or automotive ac- 
sories. 
\s a case of 


this character must 


June 16, 1948 


Synopsis of Judge Yankwich’s Opinion 


Standard Antitrust Case 


be determined on the basis of the 
facts existing at the time of the trial, 
it is not necessary to give a detailed 
analysis of the pleadings in the case, 
or the proceedings before the court. 


Much Proof Uncontradicted 


Much of the proof was uncontra- 
dicted. It was shown conclusively 
that these contracts had the effect 
of limiting the 5,197 outlets to Stand- 
ard products, whether manufactured, 
handled, or sponsored by them. Deal- 
ers in other commodities testified that 
the moment a station changed to 
Standard, whatever patronage they 
had before ceased almost completely. 
Standard defended the practice upon 
the ground that it has been long in 
existence—in fact, over a period of 
15 years. It was known to the gov- 
ernment and no attempt was made 
until 1947 to question it. In addition, 
Standard produced many statistical 
charts showing that in the area they 
have strenuous competition, not only 
on the part of small oil companies 
and producers of automotive accesso- 
ries, but also on the part of the seven 
majors—Associated, Shell, General 
Petroleum, The Texas Co., Union Oil 
Co. and Richfield, who themselves, 
have similar contracts with stations 
they control. 


While Standard has 1,063 stations 
which it operates through its em- 
ployes, the suit did not concern those 
stations, because the government con- 
ceded that they have a right to deter- 
mine what products they should han- 
dle in the stations which they own 


Because the decision affects not 
only Standard but other companies 
who engage in similar practices the 
lengthy opinion treats the problems 
involved very elaborately. 


Antitrust Law Strengthened 


General conclusion which he 
reaches is that the latest decisions 
of the Supreme Court, some of them 
rendered in the month of May, have 
strengthened the antitrust law to 
such an extent that no other conclu- 
sion can be reached than that the ex- 
clusive supply agreement of Stand- 
ard violates both the Sherman and 
Clayton antitrust acts. 

The government’s suit sought judg- 
ment to the effect that the contracts 
are illegal per se—that is, illegal in 
themselves. On this point, the de- 
cision is against them, for the opinion 
holds that such contracts are not 
illegal in themselves, but become so 


only if their effect is to restrain 
commerce. The opinion says: “I take 
this language to mean that even 


when we are confronted with a con- 
tract which shuts out competition, we 
must, under the Clayton Act, deter- 
mine its effect on the line of com- 
merce under the Sherman Act. The 
reasonableness or unreasonableness 
of the restraint is, since the first 
Standard Oil decision in 1911, an 
element to be considered. 30th are 
questions of fact, the solution of 
which rests upon the conditions ob- 
taining in each particular case. The 
Socony Vacuum case (1940, 310 U.S 
150) and other cases which followed 
it, express the view that the economic 
wisdom or unwisdom or the economic 
benefit or detriment of a restriction 
on commerce is not material, espe- 
cially when we are dealing with a 
practice, such as price-fixing, which 
is illegal per se. But, at the same 
time, economic effect becomes ma- 
terial if we are dealing with a 
restraint other than price-fixing, a 
restraint which is monopolistic be- 
cause, when this is the situation, it 
must appear that there is substantial 
lessening of competition or monopoly 
under the Clayton Act, before we 
can place a judicial interdict on it.” 


The opinion says further: “The 
teaching of these cases is this: when 
we are dealing with price-fixing, we 
are dealing with a contract which 
is invalid per se and violative of the 
act. However, when we consider any 
other restrictions, their legality must 
be determined by the nature of the 
contract in relation to the line of 
commerce which it may affect A 
contract by a manufacturer of a prod- 
uct which binds an agent who is 
used as an outlet to the exclusive 
use of his product is not necessarily 
a violation of either the Sherman Act 
or the Clayton Act, but it may be 
so under the Sherman Act, if it re- 
sults in an unreasonable restraint of 
trade, and under the Clayton Act, 
if it results in a monopoly in a line 
of commerce or competition 
substantially.” 


lessens 


Discusses, Contracts in Detail 


The opinion discusses in detail con- 
tention that the exclusive supply con- 
tracts are not illegal there 
is competition in the area, and that, 
if a dealer agreed to take a specific 
amount of products each year, the 


because 


practice, although perfectly legal, 
would have the same effect of shut- 
ting out others Answering this, 
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Antitrust Suit Opinion 





Judge Yankwich says, “It is argued 


that to apply this criterion would 
result in anomalous situations: if the 
operators of stations, instead of 
agreeing to buy their ‘requirements’ 
of petroleum products, agreed to buy 
a definite quantity over a period of 
time, sufficient to satisfy their needs, 
this arrangement would, just as ef- 
fectively shut out competition. And 
yet, it is insisted, that, although such 
arrangement would achieve the same 
result, it would not fall within any 
of the prohibitions of the antitrust 


statutes. But there is a distinction 
between the two situations. When 
a dealer agrees to take a specific 


amount of a product, there is a like- 
lihood that he may, in case of failure 
of the supplier to comply with the 
agreement, or unexpected shortages 
or increased demands, or a desire to 
anticipate such shortages or demands, 
by overstocking, seek competitive 
products. There is thus a possibility 
of access by competitors to the par- 
ticular outlets. 


“Under the ‘requirements’ con- 
tracts, the chance is completely cut 
off. Briefly stated, without a ‘require- 
ments’ contract, competitors may, at 
some time, induce dealers to handle 
their products. With.a contract they 
never can. There is opportunity to 
deal with the competitors, and, hence, 
possibility, nay probability of free- 
dom of action, when there is no re- 
strictive contract. There is complete 
and final absence of freedom of deal- 


ing during the life of a contract, 
when it calls for exclusion. The 
shut-out is just as effective as an 


agreement to boycott products origi- 
nating in interstate commerce. Both 
‘restrain or control the supply en- 
tering and moving in interstate com- 
merce.’ ”’ 


Comparative Figures Inconclusive 


He concludes that the comparative 
figures are inconclusive because, while 
they show competition in the western 
area, they also show complete re- 
straint as to the particular outlets 
controlled by Standard. The opinion 
says: “But, while the comparative 
figures bear on the question, they 
are not determinate. Substantiality 
of restraint or tendency to create 
monopoly is established by (a) the 
market foreclosed—here represented 
by the controlled units, and (b) the 
volume of controlled business, total- 
ing here in value $68,000,000. 
3usiness done by the competitors 
with their own outlets or with those 
under contract is much greater than 
the business of Standard, both in 
volume and in money value. Never- 
theless, the business of Standard is 
considerable. In effect, it amounts 
to a substantial lessening of compe- 
tition and a monopoly of a sizable 
segment of a line of commerce in a 
definite area—-the seven western 
states, that has the tendency to 
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in ac- 
unreasonable _re- 


achieve such result becomes, 
tual effect, an 
straint.” 

He sums up contention: “Grant 
that, on a comparative basis and in 
relation to the entire trade in these 
products in the area, the restraint 
is not integral. Admit also that con- 
trol of distribution results in lessen- 
ing of costs and that its abandonment 
might increase costs. Despite all this, 
there confronts us the inescapable 
fact that such ‘balanced distribution’ 

as counsel for the defendants char- 
acterize it—calls for concentration of 
representation, which, in turn, re- 
sults in an unreasonable restriction 
of trade, and a substantial lessening 
of competition as far as the 5,197 
outlets, their Independent operators 
and those who seek to supply them, 
are concerned. As the restriction 
corners a market of the value of $68,- 
000,000, it is illegal, even considered 
on a comparative basis. Concede 
further, that the arrangement was 
entered into in good faith, with honest 
belief that control of distribution and 
consequent concentration of represen- 
tation were economically beneficial 
to the industry and to the public, that 
they have continued for over 15 years 
openly, notoriously and unmolested 
by the government, and have been 
practiced by other major oil compan- 
ies competing with Standard, that the 
number’ of Standard outlets so con- 
trolled may have decreased and the 
quantity of products supplied to them 
may have declined, on a comparative 
basis. Nevertheless, as I read the 
latest cases of the Supreme Court, 
I am compelled to find that practices 
here involved to be violative of both 
statutes, for they affect injuriously 
a sizeable part of interstate com- 
merce, or, to use the phrase—‘an ap- 
preciable segment’ of interstate com- 
merce.” 


Specific Findings Listed 


The decision makes the following 
specific findings, which indicate its 
range and scope so far as station 
control practices in the western states 
is concerned: 


“1 The exclusive supply agreements 
relate to interstate commerce. 

“2. They affect, and the transac- 
tions under them are in the course 
of, interstate commerce. 

“3. The relation established by the 
agreements between the operators 
and Standard is not that of employer 
and employe but that of Independent 
contractors. 

“4. Agreements confine the oper- 
ators of stations to which they apply 
to dealing in Standard products and 
automotive accessories handled or 
sponsored by them. 

“5. They lock out dealers from 
sources of competitive products origi- 
nating in interstate commerce. 

“6. They deny to dealers 
to such competitive products. 


access 


“7. They deny to manufacturers 
or suppliers of such products access 
to the outlets controlled by the inde- 
pendent contractors who operate the 
stations. 

“8. They affect a substantial num- 
ber of outlets and a_ substantia! 
amount of products whether con- 
sidered comparatively or not. 

“9. They constitute an unreasonabl 
restraint of trade and commerc: 
among the states under the Shermar 
antitrust act. 

“10. They result in a substantia 
lessening of competition and tend t 
create a monopoly in a line of com 
merce in contravention of the Clayton 
act. 

“11. They are illegal in their effect 
and should be enjoined.” 

The following participated: 

For plaintiff—William C. Dixon 
special assistant to Attorney Gen- 
eral Clark, head of West Coast Di- 
vision of Antitrust Section; W. Alan 
Thody, special assistant to attorney 
general, who prepared case of gov- 
ernment, and Ted Dricoll and Law- 
rence W. Somerville, special attorneys 

For defendants—John M. Hall of 
Lawler, Felix & Hall, and Everett A 
Mathews of Pillsbury, Madison & Su- 
tro. 


Service Station Sales Show 
11% Gain in ‘47 Over “46 
NPN News Burea 
WASHINGTON~—-Sales of 541 re- 
porting service stations were 11% 
higher in 1947 than in 1946 and 
cost value of their inventories at end 
of the year was 28% above that o1 


Dec. 31, 1946, Census Bureau said 
last week. 
Their sales-inventory ratio was 


17.8, as compared with 10.6 for al! 
kinds of retail business. (Ratio ob 
tained by dividing annual dollar sales 
by year-end inventory at cost, and 


shows number of times stock was 
turned over.) 
The reporting service _ station 


sales totaled $47,889,000. 


Bulk Shipment Milestone 
In Shale Oil Research 
NPN News Bure 
WASHINGTON—First bulk shi} 
ment of crude shale oil has bee! 
made from Bureau of Mines’ n 
demonstration plant near Rifle, Col 


to laboratories of the Universal Oi! 


Products Co., Riverside, Ill., whe 
preliminary tests are being made by) 
this private company, according 
Bureau Director James Boyd. 

Tank car, which left Rifle on May 
18, contained 6,369 gals. 
lots have been sent previously to ! 
search laboratories. 

The shale oil will be fractionat 
by Universal, after which Union ‘ 


Only smail 


Co. will conduct cracking and oth:! 


refining studies in its Califor 


laboratories, Mr. Boyd said. 
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The sky’s the limit 


on the uses and “ 


re-uses of this pail / | 


Finest for use... finest for re-use! 


Here’s a rugged steel container that will deliver the 
goods safely! It’s brimful of uses—for solids, semi- 
solids, liquids, or dry bulk. Comes in both light and 
heavy-gauge, large or small sizes to meet your needs. 

Consumers of your products rate these containers 
sky-high because of their long and diversified re-use 
value. Don’t forget this extra sales point. Contact our 
nearest sales office for specific details. 


June 16, 1948 
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100 East 42nd Street, New York 17, N. Y 
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No General Margin Cut But Jobber Spread 





Less in Many Cases, NPN Survey Discloses 


Dollar and Cents Margin Lower Than Last Year, 
Due Largely to Outside Purchases, Jobbers Say 


This article on margins of gasoline and fuel oil jobbers is the first 
in a series of stories based on results of a survey by NATIONAL PETROLE- 


UM NEWS this spring. 


Answers were received from Independent jobbers 


in all 48 states and the District of Columbia. 
Figures used in this article were compiled from 700 replies re- 


ceived. 


Answers to questionnaires still are being received and will be 


included in tabulations to appear in future articles on other subjects. 


By ANDREW R. PATLA 
NPN Staff Writer 


Despite the fact that some regular 
suppliers have increased the spread 
in marginal contracts with their job- 
bers and generally there has been 
no reduction in margins to jobbers, 
a nationwide survey of Independent 
gasoline and heating oil jobbers by 
NATIONAL PETROLEUM NEWS shows 
that on an over-all dollar and cents 
basis many Independent marketers 
are receiving less *margin now than 
a year ago. 

The paradox and the answer to it 
is found in answers submitted to 
NPN’s questionnaire. 

First, regarding gasoline jobbers, 
14% of those replying to the ques- 
tionnaire reported receiving increased 
margin during the past year; 18% 
reported a drop in margin from a 
year ago, and the remainder said 
there was no change. 

Second, 16% of heating oil job- 
bers said their margin is greater 
now than a year ago; 23% said it is 
less, with the others reporting no 
change. 

The decreases in margin can be 
attributed to: (a) jobbers paying 
premium prices for supplies from 
other than regular sources; or (b) 
what jobbers describe as a subnormal 
price structure, particularly in the 
Southeast where many jobbers are 
not on marginal contracts. Of the 
two, however, most jobbers replying 
to the questionnaire indicated that 
paying premium prices to augment 
regular supplies is the primary cause 
for decreased margins. 

Study of survey results indicates 
that very few jobbers contacted have 
gotten increased margins from their 
regular suppliers despite the level- 


* “Margin, as used in this story refers to 
both the fixed per gallon discount under 
which many jobbers operate and also the 
spread realized between the purchasing price 
of petroleum products and wholesale selling 
price by those not on a marginal contract 
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ing off of gallonage and increased 
operating costs. The opinion ex- 
pressed most frequently by marketers 
points out that present margins do 
not allow the jobber sufficient spread 
to cover increased operating costs, 
and that regular margins are actually 
reduced when a marketer purchases 
outside supplies at premium prices 
and then resells to consumers with no 
increase in sale price. 

A breakdown of survey findings on 
fuel oil and gasoline margins ap- 
pears on p. 30. However, in pre- 
senting these figures NPN does not 
intend them to represent actual mar- 
gins for the areas shown but merely 
to indicate a trend resulting from 
current economics brought about by 
tight supply, high demand and a 
status quo policy of many suppliers 
on the matter of margins. 

Survey results from Wisconsin 
show that almost one-half of job- 
bers who replied said their fuel oil 
margins have been decreased since 
a year ago and none reported an 
increase during the same period. Gas- 
oline jobber replies show that one- 
third have had margins decreased 
during the past year as compared 
to one-fourth who received margin 
increases. 


Jobber Describes His Case 


The story of a Wisconsin jobber, 
operating in the face of short sup- 
plies, is typical of many others 
throughout the nation. The jobber 
describes his case as follows: 

“We feel that we are obliged to 
supply old customers with fuel oil 
at going market prices. Our differ- 
ential between dealer price and cost 
of gasoline from regular supplier is 
2c, but we have been paying a 2c 
premium on both gasoline and fuel 
oil from outside sources.” 

Another Wisconsin marketer re- 
ports buying additional gasoline at 
0.5c per gallon more than what he 


sells it for and says that these extr: 
purchases on the outside practicall) 
wipe out regular margins. Still an 
other jobber in Wisconsin says: 


“Since last September we hav: 
purchased gasoline from most any 
source and at almost any price. Ws 
have paid mostly straight dealer pric« 
but ... . for one 8,000-gal. trans 
port load from outside sources we 
paid 2.6c per gallon above dealer 
price.” 

Ohio jobbers, covered by survey 
expressed similar troubles with tight 
supplies and products purchases above 
posted market price. One jobber 
comments, “I am paying 3 to 4.5 
over the market price for gasoline.’ 
A second jobber remarks, “I am sell 
ing fuel oil with practically no mar 
gin. The cost of fuel oil in Group 3 
plus exorbitant freight rates, leaves 
a man in bad condition.” Another 
said that he was unable to realize a 
margin by selling fuel oil in accord 
ance with the price structure of ma 
jor companies. One-fifth of report 
ing fuel oil jobbers in Ohio said they 
have higher margins than a yea! 
ago, and one-tenth of the jobbers said 
their gasoline margins had been cut 
during the past year. 

A New York jobber, telling of his 
fuel oil supply and fuel oil margir 
experience this past winter, says his 
margin not only has remained un 
changed, he has absorbed extra trans 
portation charges in order to get fuel 
oil. He tells of sending his own 753 
gal. truck on 40-mile round-trips t 
the supplier and paying same pric: 
for supplies that he paid when his 
supplier transported products to his 
bulk plant. “Yard price” he has 
been paying, jobber says, is 4c t 
5c higher than “transport prict 
which he feels he is entitled to 
view of fact he is doing his ow! 





A Wisconsin jobber, also in 
the coal business, reports hav- 
ing to make outside fuel oil 
purchases to accommodate old 
coal accounts who converted to 
fuel oil without consulting him 
first. He says he feels duty- 
bound to supply these accounts 
even though he sells them fuel 
oil at the “going price’’ while 
having to pay a premium for 
additional supplies which equals 
his regular margin. 
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TRACTOR 


(Basic Rating: 45,000 Ibs 
Gross Combination Weight) 






@ Performance hits a new high in Mack's new Model 
EQT, a tractor that’s engineered specifically for fast, 
over-the-road hauling — Thermodyne-powered iike the 
famous larger “L"’ model tractors to out-perform the 


field on every count. 


THERMODYNE POWER! It’s yours in abundance with a big 
new 431 cu. in. engine, one of the renowned Mack 
Thermodyne series, widely acclaimed as the most ad- 
vanced truck engines on the road today. Thermodyne 
power gives you extra reserve for higher sustained 
speeds, faster acceleration and effortless hill-climbing 
ability. Thermodyne design means all-around savings 
in lower fuel and maintenance costs. 


MONO-SHIFT TRANSMISSION! Mack's sensational Mono- 
Shift* transmission — ten speeds with a single gear- 
shift lever — means quicker and easier shifting with 
less momentum loss — assures higher average speeds; 
less driver fatigue; greater fuel economy 


DRIVER COMFORT! Mack de-luxe cab assures unequalled 
driver comfort, convenience and safety. Easily adjust- 
able seats. Deep and comfortable foam rubber cush- 
ions. Three-point rubber mounting for easy riding. 


RUGGED STAMINA! All the way through a Model EQT is 
designed and built to match the high-performance 
capabilities of its Thermodyne engine. Rugged Dual 
Reduction axle; husky frame; powerful air brakes — 
all combine to give ample margins of strength and 
durability for utmost stamina and trouble-free mileage. 


Get the full story on what this great new Mack can do 
for you — in lower costs, more efficient hauling and 
greater earnings. See your Mack branch or dealer. 


*Optiona! Extra 
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Mack Trucks, Inc., Empire State Building, New 
York 1, New York. Factories at Allentown, Pa.; 
Plainfield, N. J.; New Brunswick, N. J.; Long 
Island City, N.Y. Factory branches and dealers 
in all principal cities for service and parts. 
In Canada, Mack Trucks of Canada, Ltd. 






Jobber Margins 





hauling. He complains that his sup- 
plier refuses to boost his current 
2.5c margin to compensate for trans- 
portation expense. The jobber says 
that he has no alternative because 
his supplier will not make less-than- 
transport deliveries to his plant and 
full loads are never available. 


Pays Premium Prices 

An Iowa jobber points out he has 
been buying from outside sources 
at premium prices to get additional 
supplies. 

“How can the oil industry claim,” 
he asks, “that it is doing a good 
job with supplies when my supplier 
allocates gasoline according to 1946 
sales after urging me to seek new 
accounts until clear up to the begin- 
ning of allocation in July, 1947? This 
1946 allocation basis is all the more 
unfair because circumstances forced 
me to curtail normal purchases from 
my supplier at that time. 

“When the supplier could not give 
me enough fuel oil then, I was ad- 
vised to buy from other sources as 
needed. I did just that, but the new 
fuel oil supplier stipulated that gaso- 
line purchases would have to be made 
there also if I wanted fuel oil, so 
I did have to reduce my usual pur- 
chases from my regular gasoline sup- 
plier. Now my regular supplier will 
not make any consideration for the 
fact that he encouraged increased 
gasoline sales all the while nor will 
he agree to the fact that he was re- 
sponsible for my having to buy gaso- 
line from a supplementary fuel oil 
supplier.” 

Other criticism of major companies 
for high profits while allowing job- 
bers minimum margins came from 
all sections of the country. A Nebras- 
kan believes that majors are destined 
for government control on the evi- 
dence offered by their own balance 
sheets. Replies from Nebraska show 
that 40% of jobbers there have a 
smaller spread on gasoline than a 


Margins on Gasoline 


year ago, and one-third of jobbers 
replying said that fuel oil margins 
had decreased. 


Bitter About Allocations 


A Louisiana jobber is bitter about 
allocations of both gasoline and fuel 
oil and inadequate margins which, 
he says, have not been changed in 
10 years. Another jobber in the same 
state protests that margins have re- 
mained the same since 1939. A neigh- 
boring Mississippi jobber also _ be- 
lieves his margins need adjusting 
after 10 years. 

One-third of the jobbers reporting 
from Minnesota say their margins 
on both gasoline and fuel oil have 
decreased in the last year. Additional 
purchases by one jobber from out- 
side sources are 0.5c per gallon high- 
er for both gasoline and fuel oil than 
his resale price. 

A jobber in Pennsylvania—where 
one-sixth of the jobbers report de- 


Fuel Oil Margins 


Average Average 
margin margin 
now year ago 
New England States 2.43c 2.48c¢ 
Other Northeast States 2.4 2.19 
Southeast States 2.1% 2.51 
Midwest States (East of 
Miss. R.) 
Midwest States 
of Miss. R.) boca 
Southern Central States 
Rocky Mountain States 
Western States 


Os 


to 


(West 


tNnwnthy 


Gasoline 


Average Average 
margin margin 
now year ago 


New England States 
Other Northeast States 2.04 
Southeast States . y 
Midwest States (East of 
Miss. R.) 
Midwest States 
of Miss. R.) , 
Southern Central States 
Rocky Mountain States 
Western States 


(West 


Status of Jobber Margins 


Total 
Replies 
Regions Rec'd. 
New England (Connecticut 
Massachusetts New 
thode Island, Vermont) 
Other Northeastern (Delaware, D. C., 
Maryland, New Jersey New York 
Pennsylvania Virginia West Vir- 
geinia) 
Southeastern (Florida 
and South Carolina) 
Midwestern East of 
(Illinois, Indiana, Kentucky 
gan, Ohio, Tennessee 
Midwestern West of Mississippi 
(Iowa, Kansas, Minnesota 
Nebraska Oklahoma 
South Dakota) 
South Central (Alabama Arkansas 
Louisiana, Mississippi, New Mexico 
Texas) 
Rocky Mountain (Colorado, 
Montana Utah Wyoming) . 
Far Western (Arizona, California, Ne 
vada, Oregon, Washington) 


Maine 
Hampshire 


Georgia, North 


Mississippi 
Michi- 


Wisconsin) 


Missouri 
North and 


Idaho 


Total U. §S 


30 


In- De- 
creased creased Same as 
In Last In Last Year 


Year Year Ago Regions 
New England 


Massachusetts 


‘Connecticut 
New 


creases in fuel oil margins during 
the past year and one-seventh report 
decreases in gasoline margins sinc: 
a year ago—says, “My gasoline mar 
gin of 1.5c has caused me to dis 
continue efforts to create new outlets 
and almost non-existent fuel oil mar 
gins offer no inducement to conside1 
increased fuel oil marketing.” 

Jobbers in Kansas believe that mar 
gin increases, which have been real 
ized by some jobbers, still are not 
sufficient to compensate for fact that 
a great part of their business is rural 
calling for small deliveries to spac: 
heater accounts over poor roads il 
all kinds of weather. Another Kan 
san states that recent margin in 
creases still do not warrant expan 
sion expenditures nor do they allow 
him to build up reserves to per 
petuate operations. 

“Most of my stations’, he adds 
“are at least 10 years old, and a re- 
turn to full competitive conditions 
within the industry will call for com- 
plete face-liftings.” 

This jobber joins others in various 
states in condemning price-cutting 
Independents and co-ops as being 
partly responsible for low jobber mar- 
gins. He says, “Should the co-ops 
and majors buy a few more Inde- 
pendent refiners in this area, theré 
will be a serious question as to how 
we will obtain products.” 


Summary of Other Comments 


Additional comments on margil 
problems were volunteered by job 
bers in several other states: 

Florida—‘‘We need more margil 
on gasoline to offset higher expenses 

Indiana—“I am maintaining suffi 
cient margin only by selling considet 
ably above the market price.” An 
other jobber points out, “To follow 
the major company price-structur: 
would allow me only a 1.4c margin 
on fuel oil, but I’m selling high 
enough above the major price t 
insure myself a margin of 2.5c.” Stil 


Margins on Fuel Oil 


Status of Jobber Margins 
In- De- 
Total creased creased Same as 
Replies In Last In Last Year 
Rec'd. Year Year Ago 
Maine 
Hampshire 


Rhode Island, Vermont) 


Other Northeastern 


Pennsylvania 
ginia) 


Southeastern (Florida 
and South Carolina) 
Midwestern—East of 


(Illinois 
gan, Ohio 


Indiana 


(lowa, Kansas 
Nebraska 
South Dakota) 
South Central 

Louisiana 
Mexico) 

Rocky Mountain 
Montana, Utah 


Far Western (Arizona, 


vada Oregon 


Total U. § 


Georgia 


(Alabama 
Mississippi 


(Colorado 
Wyoming) 
California, Ne- 
Washington). 


(Delaware, ID. C 
Maryland, New Jersey 
Virginia, West Vir 


New York 


Nort! 


Mississippi R 
Kentucky 
Tennessee 
Midwestern West of 
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Mississippi R 
Minnesota 
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on SIMPLIFIES YOUR SELLING. Here’s a real advantage to your dealer and to you. Using 
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ob- ACRYLOID 710 is a Viscosity Index improver. Moderate amounts give your oil dual viscosity 
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er- 
we TESTS ARE YOUR ASSURANCE. Continuous testing insures ACRYLOIDS’ purity and 
ur efficiency. Laboratory analyses, oxidation tests, single cylinder engine and 36-hour tests, 
pin - P id > . = a 
igh and fleet operational records all prove that ACRYLOIDS 150 and 710 do what we say they 
to . fa hl ° ° e » 
a will. They are free from all harmful materials and cannot injure the performance 
til ; J | 
characteristics of your oil. 
SEND FOR LITERATURE AND FREE SAMPLES. U pon request, Rohm & 
— nee ag Haas will be glad to send you their new brochures, dealing with the uses and 
ode j ae advantages of ACRYLOIDs 150 and 710—also free samples of products for testing. 
go 


And, if you have special treating problems, it may be that our laboratory 
service can be used to advantage. No matter what your problem or purpose 
oe wan we welcome your inquiry. 


AcryLoip is a Trade-Mark Reg. U.S. Pat. Off. 


ROHM & HAAS COMPANY 4, 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


‘ 
Manufacturers of Chemicals including Plastics * Synthetic Insecticides * Fungicides * Enzymes » Detergents 


Germicides « Chemicals for the Leather, Textile, Ceramic, Rubhe Paper, Petroleum and other Industries 
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36 CUBIC FEET REAR * 25 CUBIC FEET ON EACH SIDE PROVIDES A TOTA 
OF 86 CUBIC FEET OF CABINET SPACE FOR PACKAGE GOODS 
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BUILT 
“TRUCK TANK 


Cash In On Off The Shelf’ Sales 


All-purpose is all-important in local farm delivery service. As American 
farms become more and more mechanized, the need increases for truck 
tanks with the capacity for carrying greases, lubricating oils, other petro- 
leum products in addition to gas and oil. 


The Butler-Built Model 510, in 850 and 1000 gallon sizes, is designed to fill 
this need. Extra large can and cabinet space allows complete delivery service 
of the products necessary for modern farm operation. 


Faster, more reliable and economical deliveries to 
service stations, construction sites, industries, etc., 
are assured with the Model 510. Its long-life con- 
struction features and latest safety devices simplify 
the job of local delivery. 

The Butler-Built Model 510 is rolling off production 
lines now. Demand is great, however, and we suggest 


you place your orders as soon as possible. Full infor- 
mation will be sent at your request. Mail coupon today. 


TLER MANUFACTURING COMPANY 


FACTORIES: KANSAS CITY, MISSOURI 
RICHMOND, CALIFORNIA + =GALESBURG, ILLINOIS + MINNEAPOLIS, MINNESOTA 


For Prompt Handling Address Inquiries te 


| The Mark of 7454 E. 13th St., Kansas City 3, Mo. 954 Sixth Ave. S. E., Minneapolis, Minn. 
Send complete information on Butler Model 510 Truck Tank viz: 
850 Gallon with 250, 200, 150, 150 and 100 Gallon Compartments 


| aiiiena 
a 
= _ 
| BUTLE R > [] 1000 Gallon with 300, 250, 200, 150 and 100 Gallon Compartments 


FIRM NAME . 
Dt? ° 
Quality ADDRESS 
hy: 
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another remarks, “We are not able 
at the present time to secure enough 
gasoline and fuel oil except by buy- 
ing from some companies that charge 
2c per gallon above the going price. 
We follow the major company price 
on gasoline, but not on fuel oil. We 
set a decent margin on fuel oil and 
do not intend to keep anybody's 
house warm at a losing figuure to 
us.” 

Iowa—‘“Jobbers are in bad condi- 
tion because of increased operating 
costs and small margins. Higher 
oil industry prices do not benefit any 
of us—only the major companies.” 
Another jobber says, “My prices are 
higher than some competitors in or- 
der to maintain a decent margin.” 


Missouri “My source of supply 
was cut off during the war when the 
supplying refinery sold out to a co- 
op. No refinery here has taken on 
any new business since that time. I 
have only been living off crumbs 
supplied by more fortunate jobbers 
and paying plenty for what I get. 
I haven’t had any fuel oil since De- 
cember and can’t have a spread if 
I don’t have the supplies.” 

Nebraska — “Oil suppliers are not 
allowing sufficient margins to job- 
bers, who are helping them to make 
tremendous profits and are not re- 
ceiving proper compensation for their 
efforts.” 

Pennsylvania—‘Price increases this 
past year have not helped us.” 

Michigan——“Fuel oil today costs 
us 13.5c laid in and 14.2c tank wagon 

this condition is bad.” 

Massachusetts—“I have the same 
margin as last year, but operating 
costs have been steadily rising.” 





Jobbers Given a Look at How Major 
Copes with Its Marketing Problems 


Shell Executive Tells Tennessee Oil Men How 
His Company Gained by Making Various Changes 


By O. F. MINOR* 
Assistant to 
Vice President 
Shell Oil Co. 

If we labor under the old opinion 
that increased volume of business is 
the only way to cut our costs, we 
may meet ourselves coming out of 
the pawn shop. 

If we continue to treat our busi- 
ness as though we are going to have 
shortages forever, then we will find 
ourselves behind the parade in the 
coming buyers’ market. 

I believe that I can best do my 
job here today by giving you 
the results of some of the experi- 
ments we are conducting in the hope 
that in some way these things will 
be of value to you in your businesses. 


Discusses Warehousing 


Let’s start right from the begin- 
ning—let’s take warehousing. In our 
business that means bulk depots. The 
average bulk depot today looks much 
the same as it did 20 years ago 
it has a yard, a pump house, a load- 
ing rack, a garage and a store house 
with its floor at truck height. What 
might it look like in the future? 
Well, the pump house will no longer 
be there as we will make use of out- 
door equipment such as_ motors, 





pendent 


with new plants. 





company 


New Bulk Plant Inspection Form 


As an aid to bulk plant and terminal operators, both Inde- 
owners as well as oil 
NATIONAL PETROLEUM NEWS will publish in next week’s issue the 
text of a new revised Bulk Plant Inspection Form. 


operations managers, 


Most marketers today are making a careful survey of bulk 
plants, new and old. High volume throughput will go even higher 
as total volume of products rises to meet demand. 
designed for handling smaller volume can be expanded or replaced 
Future construction hinges on the amount of 
steel which can be secured for marketing equipment. 


Not all plants 


As a result, it is important to make a complete review of all 
equipment at existing plants during the early summer, so that re- 
pairs can be made and needed replacements ordered and installed 
before the arrival of winter transportation difficulties. 


The NPN Bulk Plant Inspection Form will be a compact but 
thorough check list of the facilities and mechanical equipment 
found in the average bulk plant or terminal. 














valves, pumps, etc., which will func- 
tion in all weather. This effects sev- 
eral economies: 

1. You save the cost of the 
pump house and its annual 
maintenance; 

2. It is not necessary to gather 
all lines at a central point; and 

3. It prevents the collection of 
vapors around the valves, there- 
by improving its safety factor. 
The loading rack of the future may 

disappear if current tests on loading 
through ports in the side of truck 
tanks at shoulder height are success- 
ful. 

Warehouses may be built at ground 
level and through the use of forked 
trucks, palletizers and other hydrau- 
lic lifting devices, trucks will be load- 
ed and unloaded rapidly. In our ex- 
perience with these palletizers, ws 
find that we need less warehous¢ 
floor space since these devices stack 
our drums and case goods higher and 
safer than manual stacking permits 
consequently reducing the unit cost 
of warehousing from 33% to 50%. 

The storage garage for the truck 
will probably disappear. We hav 
found that the only real problem of 
outside storage is the starting facto) 
in cold weather. We are using ele 
trical warm-up devices and eliminat 
ing the expense of storage garages 
Farther north we have snow bar- 
riers or simple canopies over th 
parking area to keep snow off, but 
we will not build any more heated 


storage garages (see NPN Marcl 
24, p. 22). 

That, in essence, is the “new look 
in bulk depots. There are man) 


smaller innovations, but time will not 
permit me to enumerate them. O! 
course, all of these things are don: 
with a view toward safety, conser\ 
ing human energy, conserving capita 
and reducing turn-around time of ou: 
trucks. 

What will the trucks of the futur 
look like? Well, they'll be a bit mor 
streamlined and have a lot mor 
gadgets, and because their weight 
are limited by local regulations 
they'll not carry much more loa 
But, the big improvements will com 
in speeding up the loading and un 
loading of these trucks. There ar: 
however, great transportation eco! 
omies to be effected in the proper o1 
ganization of truck routing in cor 
junction with customers’ buying hal 
its. 

(At this point Mr. Minor relate 
how Shell relinquished unprofitab! 

* Partial text of paper presented by M 


Minor at Tennessee Oil Men’s Assn. conve 
tion in Nashville, June 6-8 
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| DU PONT DULUX 


REG, U. ©, PAT. OFF 


can take it! 









That’s why it’s a leader 
with maintenance men 


in the petroleum industry 





DULUX sheds oil, gasoline, and most other 
petroleum liquids without staining. 


‘ 
—— it a 


; SPLASH! Pie ay SIZZLE! 


DULUX resists abrasive action of grit and dirt. A quick wipedown DULUX stands up under extreme temperatures and rough weather 





t restores its brilliant gloss ...«a washdown makes trucks look like It's the ideal.service station finish...on inside and outside surfaces... 
1S new again! for any climate. 
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| DULUX IS PRE-TESTED .. . under ac- 
‘ tual field conditions . . . to make 
k sure it meets rigid specifications for 
7 toughness, flexibility, and long life. 
7 Make DULUX your standard 
PY finish! Use it on trucks, gas pumps, 
“ service station interiors and exte 
riors— wherever you want long time 
yr protection and sparkling appear 
wt ance at low maintenance cost. 

~ E. I. du Pont de Nemours & Co. 
m Inc.), Finishes Division, Wilming 
un DULUX doesn't pick up surface scratches as DULUX coats gas pumps with a tough, ton 98. Delaware. 

ure -asily as ordinary truck finishes. flexible film that can take hard knocks... 

ms resists chipping or cracking 

on 
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accounts, repeating in effect a report 
made in December at Atlantic City 
when Shell received American Soci- 
ety of Mechanical Engineers Award 
for outstanding progress in petroleum 
distribution (see NPN Dec. 10, 1947, 
p. 53). 

Keeping unprofitable accounts just 
for the sake of having more volum«: 
is not a practice that fits the Ameri- 
can way of doing business. 

Of course, under today’s short sup- 
ply situation, it is not practical to 
do this job as some of these accounts 


may not be able to find new suppliers, 
but it is certainly one of the jobs to 
be earmarked for the future. 


Program of Larger Deliveries 


Along with this elimination of 
small unprofitable accounts came our 
program of larger deliveries to exist- 
ing accounts. We found that by in- 
creasing the storage capacity at serv- 
ice stations we could make full truck 
deliveries to most of our stations and 
effect transportation economies in 
first, by the elimination of 


two ways 


BRUNNER AIR helps you serve better 

































Wemo te Automotive Sewice Operators 


If he lets go a lot can hap- 
pen...and quick. He’s like 
your air supply. That's 
why it’s so important that 
what compressor... what 
size...what type...how 
many...are questions that 
must be answered through 
careful planning, checking 
and comparing. It’s the 
properly distributed and 
dependable air supply be- 
hind the tools you use that 
controls the business vol- 
ume and financial success 
of your operation. Don't 
short change yourself 
by “quickie” selection. 
Brunner’s local representa- 
tive* is experienced in air 
applications. It costs you 
nothing to talk it over 
and kvow the answers be- 
forehand. 





Write us for his name—have 
it handy when you're ready to 
talk about air 


BRUNNER 


MANUFACTURING CO. 
Utica 1, N.Y., U.S.A. 








_ SINCE 1906 





SINGLE STAGE ‘4 HP. TO 10 HP. 
TWO STAGE 1'4 HP. TO 10 HP. 








those costly emergency deliveries, 
and secondly, by being able to route 
our trucks on a beeline from our 
depots. 


This was a teamwork job. Our 
sales people sold our dealers on the 
idea of fewer driveway tie-ups dur- 
ing a month and on less chance of 
being out of merchandise if a sudden 
and unexpected sales surge should 
strike them. Even our credit depart- 
ment joined the team when we found 
certain accounts who were financial- 
ly unable to increase their purchases 
“Since its inauguration, this pro 
gram has produced several excellent 
results. It has decreased the num- 
ber of our trucks considerably; it 
has eliminated many costly emer- 
gency deliveries; it has given us ths 
latitude to schedule our trucks on 
regular beeline routes; and it has 
raised our average delivery of gaso- 
line per customer to four times the 
gallonage today against the averages 
when we began the campaign. 

Now let’s take a look at the sales 
man of the future. He will still have 
his flashy tie and a good wardrobe 
but he will also understand econom- 
ics. He will not insist that the va- 
cant lot across from the cemetery 
ten miles out of town, is a good fu 
ture service station location unless 
he has all the economic facts at hand 
such as directional growth of th« 
city, industrial expansion, highway 
plans, etc. He will not be a fellow 
who thinks that specific gravity is a 
bad situation—but he will be a fel 
low who knows his products, knows 
his customers and knows his eco 
nomics. 

And what about his customers 
the dealers? Well, I have beer 
around in this business for a long 
time and I have found that groups of 
dealers reflect the general enthusiasn 
of the oil salesman or the supplying 
jobber. Generally, when the sales 
man or supplier is a merchandiser 
you will find that the dealers ar 
merchants. In our whole scheme of 
things, dealers have come a long way} 
in the past 10 years to a point wher 
they now stand as respected individ 
uals in their community. We, as 
suppliers, must give them every hel} 
possible to continue this progress 
We can learn a lot from dealers ir 
the way of progressive business meth 
ods. They are always trying new 
ideas, new gadgets, and new equip 
ment. They are our front line witl 
the public and more power to them 





Co-Operate with Dealers 


There is no better time than th 
present to co-operate with the deal 
ers and help them to. continue 
strengthening their operations. I: 
counsel with them, we should tak« 
their individual stations and put 
them under the microscope and whilk 
doing so, we should have a quick 
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iook in the crystal ball and determine 
how best those service stations fit 
into the buyers’ market of the fu- 
ture. 


Then we should expand all of our 
sales energy toward assisting them 
in getting the stations clean, improv- 
ing service, selling TBA, and being 
sure that they are good merchants in 
meeting the public. If the saying 
‘charity begins at home” is true, 
then it is certain that our real pub- 
lic relations begins at the dealer’s 
station which is our home to most of 
the public, and since it is our home, 
it should be treated as such by be- 
ing clean and the dealers should be 
courteous and efficient. 


Now, so much for the dealers and 
our sales people who work with them. 
Now let’s look at ourselves, as ex- 
ecutives of jobbing and supplier com- 
panies. What should we look like in 
the future pattern? 

In order to survive real competi- 
tion in the oil business when prod- 
ucts are abundant, we must know 
human values, dollar values and me- 
chanical values. How do we under- 
stand human values? By treating 
our employes, customers, and the 
people of the community fairly. 

What about dollar values? Unless 
your accounting system is such that 
it will show you detailed costs of 
operation instead of profit and loss 
only, you will not be able to deter- 
mine real dollar values. Operational 
costs must point out soft spots to 
be remedied, or strong spots to be 
emphasized. 

Then there are mechanical values. 
That simply means making the most 
out of present facilities or improving 
those facilities by modernizing. 


The 4 M’s of Business 


All of this summed up means the 
proper use of the four M’s in busi- 
ness —- Money Machinery —— Mate- 
rials—and Men, and since men are 
responsible for handling the first 
three, therein lies our real job of the 
future. If we have the right men, 
they will handle the money proper- 
ly, they will select and use the best 
and most efficient machinery, and 
they will make the most of the ma- 
terials under their care. 

It all adds up to a big job of train- 
ing for the future. In our organiza- 
tion, we trained over 750 men in all 
phases of distribution during the past 
year. We took these men off their 
obs for periods of three weeks and 
longer to train them. At no other 
time in the history of our business 
have we felt that we had time to 
pare to do this needed job. Now, is 
the real time to organize our forces 
tor distribution. The money you 
pend on training is a sound invest- 

ient for the future and will pay big 
ividends if handled properly. 

While our principal aim in train- 
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ing is to develop good salesmen, we 
are constantly emphasizing the fact 
that volume of business alone is an 
old-fashioned mark of sales success 

the secret of real sales success is 
summed up in two little words 
“Profitable Volume.” 

And those two little words bring 
us right back to the fact that the 
real economies of the future will 
come in the field of distribution. And 
how will they come? Through new 
methods and equipment, efficiently 
trained personnel, merchants instead 
of filling station attendants, and an 
aggressive and cost-minded manage- 
ment group. 

If we get our house in order now, 











Rotary s A 
Prevents 


No 
Jumpy 
Action 


No 
Oil-Messed 
Floors 


ws Air pockets cause 75°, of the service expense 
on hydraulic lifts. The Automatic Air Bleeder 
is a trouble-free device on Rotary Lifts which 
positively prevents the forming of air pockets. 
The Bleeder guarantees smooth starts 
stops, even when handling the heaviest loads. 
It eliminates pipe-pound, the danger of blowing 
out packing, bursting oil line connections un- 


derground, and the loss of oil from 
the exhaust valve. 

This famous bleeder has_ been 
thoroughly proved on thousands of 
lifts. It’s one of the many reasons it 
always pays to buy a Rotary Lift. 


* You get the Automatic Air Bleede 
only on Rotary Free-Wheel, Roll-On and 


Truck Lifts with Airdraulic Jack. 


Write for new Catalog 116 


ROTARY LIFT CO. 
1181 Kansas, Memphis 1, Tenn. 
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we will all enjoy good business in the 
future, and if you don’t think this oil 
business is a good business, just look 
at it this way—there is very little 
difference between the new car on 
the showroom floor and the old car in 
the junkyard. The basic difference is 
that the old car has five pounds less 
metal—and during the life of that 
car we were in charge of that five 
pounds of metal. We sold the gaso- 
line to create the friction to wear 
out that five pounds of metal, and 
at the same time, we sold the lubri- 
cants to prevent the wear of that 
metal. So you see, we sell them com- 
ing and going—now I ask you, isn’t 
this a wonderful business to be in? 


C AIR BLEEDER: 


No No 
Scored Bearing 
Plungers Wear 


and 


THE ORIGINAL HYDRAULIC LIFT... AND STILL THE LEADER 





37 





PUMP MORE GALLONS 


AT LESS COST 
WITH GRANCO! 


You’re money ahead every minute a GRANCO 
Pump is on the job! With a GRANCO you get 


LOWER INITIAL COST 
LOWER INSTALLATION COST 
LOWER MAINTENANCE COST 
LOWER OPERATING COST 
LONGER TROUBLE FREE LIFE 


=LOWER COST PER GALLON 


GRANCO Pumps handle all 
petroleum liquids efficiently, 
from gasolines to asphalts. W hat- 
ever your requirements, there is a 
quiet, compact GRANCO Pump 
that will do the job better. 


TRUCK PUMPS 


Model DEE Truck Pumpi(illustrated), 
specifically designed for tank truck 
mounts, gives you smallest size and 
lightest weight per gallon delivered. 
Compact, quiet, leakproof. Easiest 
to install. Reversible action and 
four ports make pump adapt- 
able to any pipe hook-up. You 
fit the pump to the in- 
~. stallation—not the in- 

. stallation to the pump. 
Never needs priming. 


BULK TRANSFER PUMPS 
GRANCO PUMPS give un- 
excelled performance in Bulk 

Plant or Transfer Station work. 

High vacuum, high lift. Never need 

priming at start or finish of load- 

ing operations. No “bleeder” lines 
necessary. Shown at left, Model 

DEES—90 GPM GRANCO Pump 

with gear drive in oil-tight housing. 


HERE’S WHY GRANCO PUMPS ARE BETTER! 


The exclusive, patented ball and 
squeeze action of the GRANCO 
Bri spherical rotor—only moving part— 
provides direct positive expulsion 
ait from pump chamber into line of flow. 
Quiet, friction-free, no contact be- 
tween rotor and housing—for better 

erformance, longer wear. No gears, 
Gaon scoops, valves or dragging 
and sliding parts. 
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THERE’S A GRANCO PUMP 
TO DO YOUR JOB BETTER 


See your distributor, or write for full particulars. Sales 
\ and Service “at your service” throughout the nation. 


t @ | 
GRANBERG CORPORATION bap 


\mi/ { 
Oakland 8, California 















> Also makers of Granco Rotary Positive Displacement Meters 
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Injunction Sought to Halt 
Use of Propane Tanker 


NPN News Bureau 

TULSA—An injunction suit has 
been filed in Federal District Court 
at Wilmington, Del., against War- 
ren Petroleum Corp. and Warren 
Maritime Corp. by the International 
Industries, Inc., of San Francisco, 
seeking to prevent Warren’s further 
use of the propane tanker ‘Natalie 
O. Warren” because of alleged 
“breach of confidence.” 

International, and New York Naval 
Architect George G. Sharp, plaintiff 
alleges, were originators of ideas 
Warren officials had incorporated in 
the design of the ship pressure ves- 
sels. Plaintiffs are petitioning for an 
injunction against further use of the 
tanker, and injunction against ‘fur- 
ther use of plans and trade secrets,” 
and an accounting of past profits 
from operations of the vessel. 

J. A. LaFortune, executive vice- 
president of Warren Petroleum, told 
NPN that George McLaughlin, Inter- 
national president, had called on com- 
pany officials after hearing a vessel 
was to be constructed and discussed 
possible plans. “But,” Mr. LaFortune 
said, “he didn’t have anything we 
could use, although he now says in 
this suit he gave us the idea of us- 
ing the vertical tanks which the 
vessel features.” 

J. H. Poe, Tulsa, one of plaintiff's 
attorneys, told NPN that Interna- 
tional had been formed by Mr 
McLaughlin and others to market the 
particular type of design used in con- 
structing the storage tanks and that 
designs had been shown Warren of- 
ficials “in confidence.” “It was later 
found these or similar plans had been 
used in the ‘Natalie O. Warren’ with- 
out any contract having been negoti- 
ated with International,’ Mr. Poe 
said, adding that under court rulings 
where breach of confidence is found, 
injured party has right to all the 
profits. 

It is estimated by Sharp and 
McLaughlin the ship can carry l,- 
500,000 gals. of propane. 


Socal to Get Five Tankers 


SAN FRANCISCO California 
Standard has decided to build five 
tankers of 28,000 tons deadweight 
capacity and 240,000 bbls. volume ca- 
pacity, at a cost of approximately 
$30,000,000. Tankers, which will be 
among the world’s largest, will be 
built in Quincy (Mass.) yards of the 
Bethlehem Steel shipbuilding division 
and are scheduled for delivery in 
1950 and 1951. 


Public Relations Viewed 


TULSA—FPublic relations division 
of John W. Shaw Advertising, Chi- 
cago, has been appointed by Inde- 
pendent Petroleum Assn. of America 
to make a survey on which the as- 
sociation can base a decision regard- 
ing a possible public relations cam- 
paign. 
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World-Wide Interest Shown in LP-Gas Meeting and Exhibit 


An international scene at the Liquefied 
Petroleum Gas Assn. annual meeting at 
Sacramento June 1-5. Left to right: Paul 
K. Thompson of Standard Oil Co. of 
Brazil: Sven Pyk., research engineer of 
A. Johnson and Co. of Stockholm, Swe- 
den, which has oil refining among its 
interests; Charles N. Howard, Gas Popu- 
lar of Managua, Nicaragua; Howard D. 
White, LPGA executive vice president: 
T. H. Ransome, retiring association 
president. There were also a number of 
representatives from Canada and Mexi- 
co at the meeting. 





ABOVE— 

Eight members of the delegation from 
Mexico to the Liquefied Petroleum Gas 
Assn. meeting at Sacramento June 1-5 
are shown in this picture. Left to right: 
Vicente Garza, Garza Gas; Claude R. 
Hojel, C. R. Hojel & Co.: Mrs. Ernest 
Adams, Los Angeles; T. H. Ransome, of 
Emeryville, Calif., retiring president of 
LPGA; Mrs. A. C. Fink: A. C. Fink, an 
equipment distributor in Mexico; Ar- 
mando de la Torre, Vel-a-Gas; Ilde- 
fonso Garza, Gas Anahuac; J. M. 
Estevez, Gas de Veracruz; Mario Vela. 

Vel-a-Gas 
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W. F. Verkamp 
(left), of Verkamp 
Corp., Cincinnati. 
hears A. C. Kruet- 
zer (center) of the 
association staff, 
explain a commit- 
tee report while 
Lee H. Barker 
(right), City Gas 
Service, Wisconsin 
Rapids, Wis. joins 
the discussion. The 
picture was taken 
at Sacramento 
where the Lique- 
fied Petroleum Gas 
Assn. held its an- 
nual meeting June 


1-5. 

















































8 years... 


OF SUCCESSFUL PERFORMANCE 





Always look for the name “Pittsburgh” on meters in 
gasoline dispensing pumps. It tells you that the pump 
manufacturer has spared no effort to build long life and 
sustained accuracy into his product. For over 18 years 
equipment manufacturers, oil marketers and sealers alike 
have learned to expect super service from Pittsburgh 
metered pumps. And today’s Pittsburgh Piston meters are 
improved over those of the past. Design refinements and 
superior materials have made a good meter even better. 


For the best pump buy, a/ways buy those that use the 
Pittsburgh Piston meter as the measuring element. The 
Pittsburgh name is your assurance of measurement 
engineering at its finest. 


PITTSBURGH EQUITABLE METER DIVISION 
Rockwell Manufacturing Company 
Pittsburgh 8, Pa. 
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Conservation and Need for Selling 
Voiced at New England Oil Heat Expo 


Optimism Prevails at Trade Show as Speakers Urge 
Campaigns to Save Oil and Sell Replacement Burners 


By BRUCE R. QUAYLE 
‘ NPN Staff Writer 


BOSTON A note of optimism 
about the future of oil heating, tinged 
with a warning particularly on fuel 
oil supply for space heaters, was 
voiced by speakers at the New Eng- 
land Biennial Exposition of Oil Heat 
sponsored here June 7-11 by the Oil 
Heat Institute of New England. 

Fred N. Beckwith, secretary-trea- 
surer of the sponsoring group, set the 
exposition keynote in his program 
message: “This is the year for selling 
. We in the oil heating business know 
how good our product is, but we are 
badly out of practice in conveying 
this belief to others. Sales in very 
recent years have been unnaturally 
easy, and we have lost sight of the 
fact that we could not coast on the 
momentum of our past experience. 
This is the year we get back to 
reality—back to selling. The indus- 
try has a brilliant future ahead of it, 
not behind it.” 

At a round-table session, J. L. Min- 
ner, J. L. Minner, Shell Oil fuel oil 
manager east of the Rockies, told 
burner men that there would be an 
approximate increase of 8-9% in dis- 
tillate fuel supplies this year. He did 
not indicate whether he thought -this 
would be enough to cover increased 
lemand. Mr. Minner’s topic for the 
session was fuel oil conservation. He 
told the audience that future con- 
servation campaigns must be based 
nm the economies available through 
il saving rather than on the fear of 
1 cold house if oil is not saved. 


Space Heater Fuel Short 


In a question and answer period 
llowing his prepared paper, Mr. 
linner revealed that he believed the 


etroleum industry faces a greater 


probability of supply difficulties in 
mace heater fuels next winter than 
ith power burner fuels. He _ said 
at he thought the industry might 
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have to come out publicly on the 
probable shortage of space heater 
fuel. 

Trouble lies ahead if space heater 
sales in 1948 match the fast pace 
maintained through 1947, he said. It 
was reported at the discussion that 
power burner sales were down 70% 
compared to last year, while space 
heater sales were down only 13%. 
A 1948 space heater sales maximum 
of 650,000 to 700,000 units was sug- 
gested as a probable safe margin by 
Robert Gray, business manager of 
Fuel Oil and Oil Heat, round table 
moderator. 

Mr. Minner told the session in his 
prepared paper that increased public 
demand, not overzealous selling by 
the oil burner industry, had been re- 
sponsible for the supply difficulties of 
the past winter. He said that dur- 
ing the winter a survey in one dis- 
trict by Shell showed that 89% of 
the fuel oil users were exercising 
some form of conservation. He re- 
ported further that the survey showed 
savings of 9.8¢ in January and ap- 
proximately 13°, in February were 
attributable to conservation. But that 
conservation was brought about by 
fear, he stated. 


Urges Conservation for Economy 


Oil heat users must be happy with 
oil, not scared, he said, in urging that 
future campaigns be based on the 
economies possible through conserva- 
tion steps. The Shell official said that 
dealers should push overhauls and 
tune-ups as conservation measures 
and, further, that home owners should 
be warned against overheating. He 
told dealers that in planning burner 
sales, national supply predictions 
should not be depended upon for 
local sales goals, but that sales should 
be based on amount of fuel that local 
supplier will have available. 

At the round table, W. A. Mathe- 
son, vice president, Oil-O-Matic divi- 
sion, Eureka Williams Co., urged 





dealers to push the sales of replace- 
ment units, pointing out that in 1947 
replacements comprised only 6.65% 
of units sold, while in 1945 replace- 
ment units accounted for 20.5% of 
the total. Mr. Matheson character- 
ized the replacement market as the 
only flexible phase of today’s oil heat 
market, and added “the team is on 
your side. Both the oil and oil heat 
industries are in complete harmony 
on the present and long range values 
of replacement sales to both indus- 
tries and the public we both serve.” 


Replacement sales depend not upon 
the age of the burner, Matheson said, 
but are more closely related to in- 
come level of the owners and the ef- 
ficiency level of the burner. He 
quoted several sources to show that 
U. S. purchasing power is at a high 
level. 

Urges Salesmanship 


Pointing out that a survey has 
shown that most burner owners have 
not been approached on replacements 
and have no idea of the cost, Mr. 
Matheson said ‘‘on every side... 1s 
abundant evidence of the crying need 
for a two-fisted, all-out selling job on 
behalf of oil heat.”” He said further: 


“The challenge of ‘more heat per 
gallon ... fewer gallons per season’ 
must be accepted by both the oil man 
and the oil heat man. Today, there 
is no such thing as a cheap, unim- 
portant product in the 
world. A vast petroleum economy 
is making greater and greater de- 
mands for every drop in that barrel 
of crude. It is up to us to accept 
responsibility that goes with use of 
a valuable natural resource. Fewer 
gallons per season is part of that 
responsibility. We share it together 
teplace! For the good of your cus- 


petrol um 


4 
tomer, as insurance for your future, 
for the good of your industry.” 

The Oil-O-Matic official also urged 
dealers to push increased storage 
facilities for consumers, naming it as 
an “important step in our drive to 
keep oil heat physically fit.” 

In a question and answer exchange 
Mr. Matheson told the oil burnet 
dealers that he believed he had been 
successful in working out a program 
with the Oil Industries Information 
Committee for a co-ordination of the 
two industries’ public education pro- 
grams. 

Other speakers at the round table 
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were Joseph A. Collins, Frontier Oil 
Refining Corp., Buffalo, N. Y. who 
discussed new methods in retail fuel 
oil delivery, and L. H. Hobson, Gen- 
eral Electric Co., who spoke on oil 
heating sales to the speculative 
builder. 


Mr. Collins outlined for the group 
a zone delivery system devised by his 
company to make possible the use 
of 42,000-gal. trailer trucks for con- 
sumer delivery. He is chairman of 
the distribution committee of the Oil 
Heat Institute of America. 


Mr. Hobson, sales manager of GE's 
air conditioning division, discussed 
sales technique necessary to sell oil 
heaters to the speculative, large scale 











housing contractor. He described 
such burner selling operations as 
dependent upon low overhead and 
large volume. 

R. S. Bohn, president of the Oil 
Heat Institute of America, spoke 
briefly at the closing banquet to 
urge replacement of inefficient home 
oil burners and estimated that one 
out of every 10, or 350,000 burners 
in American homes are _ inefficient. 
He said if each replacement was 
responsible for saving only 20% of 
the previous annual consumption, 
total savings would amount to 105,- 
000,000 gals. 

Nearly 100 oil heat equipment 
manufacturers had exhibits at the 
exposition. 


TIDE WATER ASSOCIATED 
USES G&)) INTERNAL 





SAFETY VALVES 


In the petroleum industry, no phase of the business re- 


ceives more careful attention than SAFETY in handling. 


Just how well this policy has paid off is reflected in the 


very small number of accidents in proportion to the tre- 


mendous gallonage handled. 


Tide Water Associated Oil Company is one of the major 


marketers who have equipped much of their delivery 


equipment with S. & J. Internal Safety Valves. They pro- 


tect the product, the equipment, the driver, and the public 


in cases of fire or highway accident. Your inquiries are 


invited. 


SHAND & JURS CO. 


BERKELEY, CALIFORNIA 


NEW YORK CHICAGO 
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HOUSTON 


LOS ANGELES SEATTLE 
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At Least One Monopoly Probe 
On Schedule by Senate Group 
WASHINGTON At least one 
broad monopoly investigation by a 
Senate committee is a certainty. 
The Senate on June 12 approved 
without discussion a resolution call- 
ing for a thorough-going inquiry 
into the extent of economic concen- 
tration, enforcement of the laws 
under which the FTC and ICC func- 
tion, and the effects on business and 
the consumer of the Supreme Court’s 
recent decision against use of basing 
point pricing in the cement industry. 


‘Draft Industry’ Proposal 
Stays in Manpower Bill 
WASHINGTON—-Selective 
bill (S. 2655) as passed by Senate 
retains “draft industry” provisions 
sponsored by Sen. Russell (D., Ga.) 
with amendment by Sen. Wherry (R.., 
Nebr.) insuring small business “fair 
share” of compulsory orders which 
President may place under it for 
critical materials or articles needed 
by military. (May 19, NPN, p. 19) 
Amendment, applying also to or- 
ders on behalf of civilian federal 
agencies, which may be designated 
for coverage, was adopted after Sen 
Wherry, chairman of Senate Small 
Business Committee, vainly tried to 
have entire industry draft section 
stricken from bill, and then failed 
to have inserted a provision that no 
recourse should be had to compul- 
sory orders unless agency head certi- 
fies normal procurement methods have 
been exhausted without result. 


Service 


Supply-Demand to Be Topic 


OKLAHOMA CITY Summet 
meeting of Interstate Oil Compact I 
Commission to be held Aug. 30 


through Sept. 1, in the toosevelt 
Hotel, New York City, will consider 
the problem of providing an adequat 
oil and gas supply without creating 
waste in production. 


DEATH 

Horace P. Allen, 58, H. P. & F. E 
Allen, Pure Oil Jobbers, Murfrees- 
boro, Tenn., died of a heart attack 
last week while attending a meeting 
of State Democratic Executive Com- 
mittte in Nashville. He had been 
chairman of Rutherford County 
Democratic Executive Committe fo! 
more than 10 years. He entered the 
oil business in 1920 and had been a 
Pure Oil jobber for the last 13 years 
Surviving are: his widow; one brother 
and three sisters. 








Photo Credits 


Page 1s Jame H 
Nashville Tenr 

Page 1% Jame Hot 
Nashville, Tenr 

Page 20 B Prestor Birmir 
News, Birminghan \la 

















NATIONAL PETROLEUM NEWS 




















Text of Company 
Answers to Query 


(Continued from p. 15) 


by dealers who own or otherwise con- 
trol their own stations. 

“The Texas Co.'s policy is to lea_e 
ts owned or leased service stations 
for a firm period to Independent, 
small-business men, usually residents 
if the town in which the station is 
located, as the company feels that 
such men can more profitably operate 
these outlets. Many of such men 
have prospered in the operation of 
such stations and have become sub- 
stantial citizens of their respective 
ommunities. The company does not 
xercise any control over the service 
station dealers to whom it leases sta- 
tions owned or controlled by it. How- 
ever, it does, through its merchandis- 
ing service, make suggestions to such 
lealers for improvements in their 
operations and service to the public 
and has spent considerable time and 
money in making available to them 
i training course in service-station op- 
eration which they are free to take 
advantage of, or not, as they see fit.”’ 


Tide Water Associated Oil Co. 


1. “(A) Wholesale Outlets, Eastern 
Division: Our own wholesale outlets 
are bulk distributing plants from 
which deliveries of petroleum _ prod- 
icts and automotive accessories are 
nade to Independent retail dealers. 
\s such, these plants are an integral 
part of our entire sales and distribut- 
ing organization which also includes 
transportation facilities for moving 
products from refineries and terminals 
to distributing points. Prices do not 
enter the picture until the products 
are delivered to resellers. We sell to 
Independent wholesale accounts ( job- 
bers and distributors) at the dealer 
posted price for delivery in tank 
vagon—-tank car-——or barge lots, less 
a margin which is intended to cover 
the jobber’s expense of doing business 
lus reasonable profit. The whole- 
salers set their own resale prices, 
ver which we have no control. There- 
fore no comparison of margins 15S 
ossible 

“(B) Retail Outlets, Eastern Divi- 
sion: With the exception of one New 
York City owned service station, the 
astern division does not operate any 
f its own retail outlets. At this 
tation we post a retail price com- 
etitive with price posted by others 
or products of similar quality. In- 
lependent retail dealers purchase 
rom us at the posted dealer price 
nd resell at retail prices over which 

have no control. Therefore, we 

unable to make a comparison of 
respective retail margins. 


Western Division: This division 
rated only four service stations 
{ 51 bulk plants directly. In addi- 
tion, it owns or leases 1,489 service 
stations and 148 bulk ‘plants which 
a! operated by Independent contrac- 
tors. No comparison is possible be- 
en employe-operated facilities and 
se of Independent’ contractors. 
H wever, the margin afforded the 
pendent contractors operating 
st. tions owned or leased by this com- 
y is generally the same as offered 
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to resellers operating their own facil- 
ities. 


“Midcontinent Division: In _ this 
area, we operate only 11 bulk plants 
and have no company-operated serv- 
ice stations. Approximately 96.3% of 
our total business in the Midconti- 
nent area represents sales to Inde- 
pedendent jobbers and only approxi- 
mately 3.7% of our products are 
marketed through our own bulk 
plants.” 


2. “In addition to its complete line 
of petroleum products, the company 
sells tires, tubes, batteries, automotive 
accessories, and refrigerators. With 
the exception of the brand name 
‘Aero,’ applied to storage batteries 
sold by the western division, the other 
nonpetroleum products are generally 
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STYLE R-43 


TANK TRUCK 


Drivers like ‘““Newtype Cord” because it’s so easy to handle 





sold under the trade or brand names 
vor the manutacturers. Reguiar dealers 
and distributors selling his company’s 
petroleum products are free to pur- 
chase or reject all or part of such line 
or accessories.” 

3. “We do not control the operation 
of any service stations with the ex 
ception of one in the eastern division 
and four in the western division, which 
ace operated by company employes 
All other service stations are operated 
by Independent contractors. It is the 
policy of the company not to direct 
or control the Independent contractor 
in the conduct of his operations. The 
number of stations leased or owned 
has increased over the last two years 
in order to serve increased demand 
and new areas as compared to the 


4 \ 


light, flexible 


easily reeled, free from troublesome kinks. 


Truck owners prefer “Newtype Cord” because of its proven economy 


lower 


distribution costs through quicker and consequently more deliveries per day 


. . . lower hose replacement costs through longer service life. 


Put “Newtype Cord” on the job, now! Contact our nearest branch for details 





GOODALL RUBBER CO., INC. 


THE GOODALL-WHITEHEAD COMPANIES 


MILLS and EXPORT DIVISION, TRENTON, N. J.— ESTABLISHED 1870 


Branches: Philadelphia + New York + Boston «+ Pittsburgh + Chicago + St. Paul « Los Angeles 
San Francisco + Seattle + Salt Lake City + Houston «+ Distributors in Other Principal Cities 
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war years affected by gasoline ration- 
ing and lack of manpower.” 
Union Oil Co. of California 

1. “The company does not calculate 
margins on its own wholesale or re- 
tail outlets.” 

2. “The company markets tires, 
tubes, etc., under the brand name 
of the supplier, and service station 
dealers are free to purchase or to 
reject all or a part of such line of 
aecessories.” 

3. “The company has no prescribed 
policy as to the control of Indepen- 
dent filling stations. The net increase 
in the number or stations owned by 
the company or leased by it from 
others during the period from Jan. 1, 


1946, to Jan. 1, 1948, was 309, of 
which 260 were newly constructed 
units.” 


for.. 


Four West Coast Major Oil Companies Sign 
Agreements on Army Emergency Unit Program 


Special to NPN 
LOS ANGELES—Four West Coast 


major oil companies have signed 
agreements with Army to partici- 
pate in War Department organized 
reserve affiliation plan, according to 
Sixth Army Headquarters. Richfield 
Oil and Union Oil of California signed 
to assist in setting up two quarter- 
master petroleum products labora- 
tories, based in the Los Angeles area. 
California Standard signed to sponsor 
a quartermaster gasoline supply com- 
pany in San Francisco area and Shell 


.. Service Stations 
.. Bulk Plants 
.. Terminal Buildings 


Use ALUMISINE 
IDENTIFICATION LETTERS 





THE K*T OIL 


CORPORATION 


Three Dimension Letters 


ALUMISINE letters have more authority and 
prominence because they are three dimen- 
sional. First cost of these long lasting, cast 
aluminum letters, beautifully finished and 
painted, compares favorably with first cost 
of letters which require upkeep and replace- 
ment. ALUMISINE letters are available in 
popular, commanding, easy to read Gothic 
style in 6 sizes: 6 x %e"', x to. 
x We 16 x 134”, 20 x 134”, 24 x 
134 Standard colors in baked enamel fin 
ish: Red, Green, Blue, White, and Maroon 


Any other color desired on order 


TIRES 
SERVICE 
REPAIRS 
WASHING 
BATTERIES 
LUBRICATION 
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Attractive | 
Long Lasting 


Economical 


For good public relations, en- 
hance the appearance and pres- 
tige of your company name with 
ALUMISINE cast aluminum let- 
ters on your stations and other 
buildings. ALUMISINE letters are 
outstanding, indestructible, and 
economical. 


pAb 6 ately 


Ot iho woven 





Station Service Signs 


ALUMISINE letters are available in standard 
word signs used in oll service stations: TIRES, 


SERVICE, REPAIRS, WASHING, BATTERIES, 
LUBRICATION—size, 6” high by 7%” deep. 
These standard word signs are shipped 


mounted on the non-corrosive aluminum con- 
necting strips all ready to hang. All parts, 
even to brass screws are non-corrosive. Any 
other word or name signs available on order. 


Write today for full details and prices on ALU- 
MISINE letters to fit your specific needs, giving 
full information on type of structure, company 
name and signs you are interested in. 


THE WONDERLY COMPANY, Inc. 
917-20 Plymouth Bldg. 
Minneapolis 2, Minnesota 


Oil to sponsor a quartermaster base 
petroleum supply company also in 
San Francisco. 

Agreements were arranged by Lt. 


Col. S. Gordon Hyde, representing 
Maj. Gen. T. B. Larkin, quarter- 
master general, Washington, D. C. 


Signing for the oil companies were 
W. L. Stewart, executive vice presi- 
dent and R. F. Niven, secretary of 
Union Oil; Stender Sweeney, person- 
nel director of Richfield; Frank E. 
Rehm, vice president and director of 
public relations, Shell; W. W. David- 
son, vice president and director of 
industrial relations, California Stand- 
ard. 

Function of the units, all of which 
will start as Class C (officer person- 
nel only) is to provide a means of 
organizing key service type _ unit 
which, if called during a national 
emergency, can function immediately 
without long periods of technical 
training. Affiliated reserve units may 
be called only in case of a national 
emergency expressly declared by Con- 
gress. 

They enable individual reservist t 
be placed in the same type of military 
organization to perform same duty in 
event of national emergency as hi 
performs in civilian life. The missior 
of a quartermaster petroleum labora 
tory base, as sponsored by Richfield 
and Union, is the testing and ana- 
lyzing of oils, gasolines, and lubri- 
cants for Army use either in th 
United States or overseas. Th 
quartermaster base supply company 
as sponsored by Shell, would be t 
set up a large bulk distribution depot 
for petroleum products. The quarte1 
master gasoline supply company a 
sponsored by California Standard 
would distribute petroleum product 
to mechanized forces. 


Congress Overrides Truman 
Veto on Social Security 


NPN News Bure 

WASHINGTON By whoppin 
votes of 297 to 75 and 65 to 12, th 
House and Senate on June 14 ove! 
rode a presidential veto to write int 
law legislation that effectively block 
extension of social security coverag 
to upwards of 500,000 self-employs 
persons, including bulk plant commi 
sion agents and service station dea 
ers 

“I cannot approve legislation whi 
would deprive many hundreds « 
thousands of employes, as well a 
their families, of social security ben 
fits when the need for expanding ou 
social insurance system is so great 
the President had said in a veto mes 
sage. 

But both Houses, ignoring hi 
views, pushed the bill (H. J. Res. 296 
through to final enactment by far 
more than the two-thirds necesesar’ 
to override. 
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Supervisor Training Is As Important 
As Equipment Upkeep, WPRA Told 


Three Methods Listed for Furnishing Employes 
With Tools of Knowledge Needed to Carry Out Jobs 


By D. P. THORTON, Jr. 
NPN Staff Writer 


WICHITA, Kans. Oil companies 
were urged to spend proportionately 
as much for “man maintenance” and 
supervisory training as they do for 
repair and maintenance of their oper- 
ating equipment. The speaker was 
Willard L. Bassman, supervisor of 
training, Interstate Pipe Line Co., 
Tulsa, appearing before a _ regional 
industrial relations meeting of West- 
ern Petroleum Refiners Assn. here 
June 11. 

Most employers 
trained supervisory employes who 
are hard workers, loyal and _ tech- 
nically expert in the work they super- 
vise. Unfortunately, the supervisor is 
not required to prove he can handle 
men. Employers customarily furnish 
employes the tools of their trade, he 
continued, but generally do not fur- 
nish the supervisor the non-physical 
tools of his trade. 


demand well- 


These non-physical tools are a 
knowledge of company operations, 
authority and responsibilities, train- 
ing in handling men, assistance in 
changing the viewpoint from that 
of a worker to that of a manager of 
work, how to give orders, how to 
maintain discipline and the like. 


3 Training Methods 


There are three general methods of 
supplying supervisory training, the 
speaker brought out, each having 
their advantages and disadvantages. 

The best general approach is the 
‘conference method,’ wherein the 
knowledge of the participants is com- 
bined under the direction of a skilled 
conference leader to pool experience 
in the solving of joint problems. Each 





Gasoline Consumption 


APRIL 

Connecticut—5.9° increase—34,327,895 gals 
1948 compared with 32,247,603 in 1947, 
Maine—10.2% increase—15,095,694 gals. in 
‘48 compared with 13,695,393 in 1947. 
Maryland—9.4% increase—37,485,645 gals. 
1948 compared with 34,258,823 in 1947. 
New Hampshire—18.4% increase—$346,418 
lected in 1948 compared with $292,533 in 
47 
New York — 11.2% increase—165,175,400 

in 1948 compared with 148,508,526 in 
17 
Ohio—11.0% increase—155,408,914 gals in 
tS compared with 139,982,215 in 1947 
Oregon—6.9°% increase—36,427,077 gals. in 
's compared with 34,165,410 in 1947 
Pennsylvania — 10.3% increase—162,028,607 

in 1948 compared with 146,950,539 in 


MAY 
Indiana—11.5°% increase—S85,742,282 gals. in 
Ss compared with 76,885,524 in 1947 
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can think and speak for himself, a 
questioning attitude is developed, con- 
ference leadership ability is acquired 
and improved, and it helps the new 
supervisor “get his feet wet.” If prop- 
erly applied, carefully planned, and 
objectives and conclusions determined 
in advance, the conference won't de- 
velop into a glorified ‘‘bull session,” 
the speaker asserted. 

The second approach is the “in- 
structional method,”’ which teaches by 
doing. It is excellent for small groups 
(to assure individual participation) 
studying processes, policies, proce- 
dures and similar ‘“‘new” subjects. A 
trained leader is a ‘“‘must.” 

The third is the “informational” or 
“lecture method.” This also is ex- 
cellent for definite subject studies, 
but has the serious objection that the 
leader does not know whether or rot 
he is securing the desired response. 

The supervisor's job today is too 
complex to depend on expenence 
alone in previous work; the duties 
and responsibilities must be prvsented 
in an organized program in which the 
leader is the hub. Instructors can be 
obtained through state and national 
educational departments tv train a 
company’s own conference leaders, or 
to actually conduct sessions. Similar- 
ly, vocational subjects can be taught 
by these sources. A lot of our :ndus- 
trial ills can be at least mitigated if 
not minimized by intelligent ‘“‘man 
maintenance” and adequate training 
of supervisors, the speaker’ con- 
cluded. 


Discusses Oil Burner Adjustment 


Two papers were presented in a 
jointly-held technical session. Hugh 
Wiant, Chanute, Kans., representing 
Combustion Research & Development, 
Inc., Jersey City, N. J., discussed the 
principles required for efficient com- 
bustion and described common er- 
rors and troubles. When you see long 
flames from a burner, he said, you 
can be sure the combustion is not 
efficient, the proper mixture is not 
being obtained, combustion is being 
delayed through improper mixture or 
there is not enough air present for 
proper combustion. 

Most burners are not efficient, he 
stated, declaring very little money 


has been spent in developing better 


burners in comparison to other items 
used in a furnace and furnace design 
itself. 

Today the demand for fuel oils and 
gases has become as great or greater 
than the supply, he reminded his audi- 
ence. The first and most rapid relief, 


he said, would be for the consumers 
themselves to increase efficiencies in 
using them. 

It happens, he continued, that pro- 
ducers are one of the largest con- 
sumers of fuels and therefore there 
is a ready market for all they can 
save. A 5% saving would mean a 
large volume of fuel for new con- 
sumers, and the cost of obtaining 
this increase efficiency would pay for 
itself in fuel savings alone, plus lower 
maintenance and operating costs and 
longer stream time for units, he con- 
cluded. 

The second paper was presented by 
George Ellerton, Jr., Chicago, rep- 
resenting the American Arch Co., 
New York. It dealt with the funda- 
mental principles of design of sus- 
pended arches and sectionally sup- 
ported walls in lining furnaces with 
refractory materials. 


Catalytic Construction 
Gets Argentine Contracts 
Special to NPN 

PHILADELPHIA T. Ellwood 
Webster, president of Catalytic Con- 
struction Co., said June 10 that con- 
tracts totaling $2,500,000 to supply 
petroleum refinery equipment for the 
Argentine company known as YPF 
(Yacimientos Petroliferos Fiscales de 
la Argentine). 

Licensed by OIT, the contracts call 
for the engineering and procurement 
of materials for two 25,000 b/d crude 
topping units with auxiliary facilities, 
Mr. Webster stated. 


Begin ‘Stanosyn Plant’ 
NPN News Bureau 
TULSA—Stone & Webster Engi- 
neering Corp. crews will start July 
1 on work of clearing site five miles 
east of Garden City, Kans., for 
Stanolind Oil & Gas Co.’s hydrocar- 
bon synthesis plant, J. E. Rouse, 
Stanolind vice president in charge of 
operations said June 14. Construc- 
tion schedule of the three major 
plant units will be set shortly. These 
include the oxygen plant, synthesis 
unit and chemical refining plant. 
Project will be known as the “Stano 
syn Plant.” 


ASPB Division Chiefs Are 
Named in Reorganization 
NPN News Bureau 

WASHINGTON reorganized 
Armed Services Petroleum Board now 
has three, instead of four, divisions 
headed by following officers: 

Policy—-Col. S. C. Lombard; Capt. 
P. P. Blackburn, USN, deputy direc- 
tor. 

Plans—-Capt. R. E. Wilson, USN; 
Col. O. F. Kotick, deputy. 

Technical—-Cmdr. Cyril Fox 

Operations Division, transferred to 
Armed Services Petroleum Purchas- 
ing Agency, is headed by Cmdr. 
Thomas Fuller. Administrative Divi- 
sion has been made branch of ASPB 
Executive Officer's Office. (Policy and 
plans formerly were on division.) 
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NEW YORK ° 


Where petroleum products must be stored under 
the higher pressures, Graver spheres or bullet- 
shaped vessels are proving their value to refin- 
eries, marketing facilities and processing plants 
everywhere. 

Available in a full range of capacities and 
working pressures, Graver pressure vessels are 
built in strict compliance with all codes which 
apply and according to the latest techniques for 
the manufacture of either shop built or field 
erected tanks. Where stress-relieving, x-raying 
or radiographing is necessary, Graver maintains 
the latestin modern facilities to efficiently handle 
each specific requirement. 

It’s this close attention to details together with 
the most complete manufacturing facilities... 
backed by over three-quarters of a century of 
experience in steel plate fabricating... that 
makes Graver pressure vessels dependable. 


PHILADELPHIA ° CHICAGO ° 


WHERE PRESSURE PLAYS 


Why not 


plays a part? 


i 


FABRICATED PLATE DIVISION 


GRAVER TANK & MFG.CO..[NC. 


East Chicago, Indiana 





Graver offers a complete service to the petroleum industry 
including Expansion Roof Tanks, Floating Roof Tanks and 
pressure vessels. In addition, Graver is prepared to furnish 
specialized steel plate work such as fracti 
and class one vessels as well as stainless and dlloy fabri- 








cation; water conditioning equipment of all types; and 
through the Graver Construction Co., is prepared to handle 


all types of petroleum and chemical construction work. 


SC RAW ER 


CATASAUQUA, PA. + 


HOUSTON . 


NATIONAL PETROLEUM 


specify Graver the next time you 
plan petroleum storage facilities where pressure 
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‘Gas’ Supplies Show ‘Unseasonable’ Rise in Some Areas; 
Gulf Cargo Offerings Still Scarce, Buyers Say 


Refiners and marketers on East Coast, in Western 
Penna., Central Michigan, and some points in inland 
Texas reported supplies of gasoline “turned a little 
easier” during the past week. On other hand, at 
the Gulf, several large buyers said they had ‘‘can- 
vassed the coast” for offerings of all products at 
competitive prices without success. New York Harbor 
and other East Coast suppliers for most part reported 
they were continuing their policy of not making of- 
ferings of heating oils. 

Posted prices of major refiners and terminal oper- 
ators east of the Rockies were reported unchanged. 
Most prices were firm, according to trade advice. 
However, reports persisted of “under the market” 
sales of scale and refined wax for export, and some 
Penna.-grade lubes. While open market prices for 
cargoes of bunker “C’’ fuel currently were reported 
firm, several large utilities recently in market for 
cargoes as hedge against another coal strike were 
said to have completed their needs until fall. 


Refiners and marketers explained the recent less- 





GULF COAST 


Buyers Report Offerings Extremely Scarce 


Gulf suppliers generally reported they were receiving 
active inquiry for all products, but majority said they 
still were not offering. Their reports of not offering were 
confirmed by several buyers who said they had ‘“can- 
vassed the Gulf" for gasoline, No. 2 and bunker “‘C”’ fuels 
without finding product at a price they were willing to 
pay. Postings of suppliers were for most part unchanged 

On other hand, large Independent supplier disclosed that 
he had sold cargo of 43-47 d.i. gas oil at 12.5c per gal 
for June lifting. Other suppliers reported postings for 
that grade of gas oil ranging down to 8.25c. 

Two buyers reported they had taken 10-day trips look- 

g for products, and one said cargo market appeared to 
m as tight as he had ever seen it. He added he had 
en willing to pay 10.5c for cargo of No. 2 fuel and 
50 per bbl. for bunker “C” fuel, but had found none 
ailable. Only gasoline offered to him, he said, was car- 
of “no-jump” regular grade at 14.5c. Another potential 
yer said only No. 2 fuel he could find was 16,000 bbls 
priced at 12c; he added he was unwilling to pay that 
price 


According to some buyers, ability to obtain open mar- 
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than-expected gasoline consumption by the large 
amount of rainfall during May and first two weeks 
in June. 

Some large eastern and Midwest traders who 
watched API stock statistics for signs of future trends 
in asking prices for open market material pointed 
out that supply of four major products— gasoline, 
kerosine, gas oil and distillates, and residual fuels, 
as published on June 5—showed a weekly increas 
of “almost double what they normally should hav 
declined” for this season. The nation’s stocks of 
gasoline, they added, showed a typical increase during 
latest reporting week. 

Large Gulf Independent, in disclosing the only re- 
ported cargo sale of the week, said he had sold 43-47 
d.i. gas oil cargo for June lifting at 12.5¢ per bbl.: 
other Gulf sellers reported postings for that product 
ranging down to 8.25c. According to some cargo 
buyers, ability to obtain open market offerings is 
increasingly contingent on obtaining crude oil as a 
bartering wedge. 





ket products in cargoes was increasingly contingent on 
ability to obtain crude for bartering purposes 


ATLANTIC COAST 
Wyatt Allows 0.7c Discount on Fuel Oils 


Wyatt, Inc., New Haven Independent, announced du 
ing past week that it was allowing 0.7c summer discount 
on heating oil sales up until August 31. However, fron 
Maine to Florida, suppliers for most part reported prices 
unchanged. In general, supply of products’ continued 
tight, according to trade advice, with heating oils still 
heavily sought on open market. Some sellers said that re 
cent long spell of rainy weather was tending to cut gaso 
line gallonage below expectations and also to bring out o¢ 
casional barge offerings 

Wyatt was third primary supplier along coast to an 
nounce a summer discount on heating oil sales. On March 
29, Esso Standard Oil Co., in an announcement March 
29, was first seller to extend the much mooted 0.7c¢ di 
count, and on April 1, Shell Oil Co. followed suit 


At New York Harbor, large Independent supplier re 
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PROOF OF THE SUCCESS OF THE U. O. P. 
IMPROVED FLUID CATALYTIC CRACKING 
UNIT FROM A STANDPOINT OF 


=" |OPERATION, MAINTENANCE, QUICK TURNAROUND 








©1176 DAYS ON STREAM Placed in operation in June of last year, the U. O. P. designed 


fluid catalytic cracking unit at the Aurora Gasoline Company’s 


@ 10 DAYS TURNAROUND netroit refinery was shut down for turnaround after 176 days 


e 4,508 MAN HOURS on stream. Normal operating and maintenance personnel 
REQUIRED FOR accomplished the turnaround in only ten days... 4,508 man hours, 
TURNAROUND which included thorough inspection and repairs of the cat 


cracker and all auxiliary equipment. Repairs and 
© 93% OPERATING 


replacements were minor. And operating efficiency of 
EFFICIENCY 


the unit was calculated at 93 percent. 


UNIVERSAL OIL PRODUCTS COMPANY 


General Offices: 310 S. MICHIGAN AVE. oP CHICAGO 4, ILLINOIS, U.S.A, 


LABORATORIES: RIVERSIDE, ILLINOIS 


Universal Service Protects Your Refinery 
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Summary of Daily Gasoline 


OiL MARKETS 





Prices (June 8 through June 14) 





L. S. Motor (ASTM octane) Monday Friday Thursday Wednesda) Tuesday 
78-78.5 octane (Premium): dune 14 dune Il dune 10 dune 9 June 8 
Oklahoma (Group 3) oneaeenee (1)11.25-13.5(1) (1)11.25-13.5(1) (1)11.25-13.5(1) (1)11.25-13.5¢1) 1)11.25-13.5¢1) 
Mid-Western (Group 3 basis) wre ev vor (1)11.25—12(1) (1)11.25-1261) (1)11.25-12(1) (1)11.25-12(1) (1)11.25-1201 
N. Tex. (For shpt. to Tex. & N.M. dest’ns) (1)11.8-13.301) (1)11.8-13.301) (1)11.8-13.301) (1)11.8-13.301 1)11.8-13 l 
W. Tex, (For shpt. to Tex. & N.M. dest’ns) (3)11.5-11.75(1) (3)11.5-11.7501) (3)11.5-11.75(1) (3)11.5-11.75¢1 11 11.7 l 
E. Tex. (Truck Tnsp.) phew tee hens (1)11.5-12(1) (1)11.5-12(1) (1)11.5-12(1) (1)11.5-12(1) (1)11 1241 
Cent. W. Tex. (Truck Tnsp.). 11.5(3) 11.5(3) 11.5(3) 11.543) 11 
73-75 octane (Regular): 
Oklahoma (Group 3) (4)10.5-12.875(1) (4)10.5-12.875(1) (4)10.5-12.87! (4)10.5-12.875(1 ) 12.5 1) 
Mid-Western (Group 3 basis) . : ~ (3)10.5-10.75(1) (3)10.5-10.7542) (3)10.5-10.75(2 (3)10.5-10.75¢2) ) 
N. Tex. (For shpt. to Tex. & N.M. dest’ns) (1)10.75-12(1) (1)10.75-12(1) (1)10.75-12(1) (1)10.75-12(1) l l 
W. Tex, (For shpt. to Tex. & N.M. dest’ns) (3)10.5-10.75(1) (3)10.5-10.75(1) (3)10.5-10.75(1) (3)10.5-10.75(1 | 0 l 
E. Tex. (Truck Tnsp.) ; as Rs (1)10.5-11(1) (1)10.5-11(1) (1)10.5-11(1) (1)10.5-11¢1) It lil 
Cent. W. Tex. (Truck Tnsp.).. ne ' 10.5(3) 20.5(3) 10.5(3) 10.5(¢3) 10 
63-66 octane: 
Oklahoma (Group 3).. se TTT TTT coe 
Mid-Western (Group 3 basis) , 10.1254) 10.125(1 10.125(1) 10.125(1) 10. 12001 
N. Tex. (For shpt. to Tex. & N.M. dest’ns) = 
W. Tex, (For shpt. to Tex. & N.M. dest’ns) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1 (1)10-10,25(1) 1)1 10.2501 
E. Tex. (Truck Tnsp.) sen Sabena . 
Cent. W. Tex. (Truck Tnsp.). iL) 10(1) 10(1) 10(1) 101 
60 octane & below: 
Oklahoma (Group 3) , (1)9.75—10.125(3) (1)9.75-10.125(3) (1)9.75-10.125(3) (1)9.75-10.125 (1 7-10.12 ) 
Mid-Western (Group 3 basis). (1)9.75-10.375(1) (1)9.75-10.375(1) (1)9.75-10.375(1 (1)9.75-10.375(1 (1 15-10. 375(1) 
N. Tex. (For shpt. to Tex. & N.M. dest’ns) (1)10-10.5(1) (1)10—-10.5(1) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.501 
W. Tex. (For shpt. to Tex. & N.M. dest’ns) (1)9.75-10(2) (1)9.75-10(2) (1)9.75-10(2) (1)9.75-10¢2) 1 1042 
E. Tex (Truck Tnsp.) (1)9.75-10.501) (1)9.75-10.501) (1)9.75—-10.5(1) (1)9.75-10.501) (1 7>-10 1 
Cent. W. Tex. (Truck Tnsp.) (1)9.75-10.4(1) (1)9.75-10.4(1) (1)9.75-10.4(1) (1)9.75-10.4(1) 1 10.4 
Motor Gasoline, 78-78.5 oct, (Premium) (b) 
New York harbor ‘ ° (1)11.5-13.4(1) (1)11.5-13.4(1) (1)11.5-13.4(1) (1)11.5-13.4(01) (1)11 13.401 
New York harbor, barges (1)11.4-12.1(2) (1)11.4-12.1(2) (1)11.4-12.1(2) (1)11.4-12.1(2) (1)11.4-12.1(2 
Philadelphia — ‘ 4 (1)12.15—-13.65(1) (1)12.15-13.65(1) (1)12.15-13.65(1) (1)12.15-13.65(1) (1)12.15-13.65(1 
Philadelphia, barges (1)12.05—-12.8(1) (1)12.05-12.8(1) (1)12.05-12.8(1) (1)12.05-12.8(1 (1)12.05-12.841 
3altimore ‘ ee ‘ (1)11-13.05(1) (1)11-13.05(1) (1)11-13.05(1) (1)11-13.05¢1) (1)11-13.0541 
3Zaltimore, barges 10.9(1) 10.9(1) 10.9(1) 10.9(1) 10.9¢1 
Motor Gasoline 78-78.5 oct. (Premium) (c) 
New York harbor ‘ 
New York harbor, barges 
Philadelphia ‘ , ve ‘ . (1)12.15-12.4(1) (1)12.15~-12.4(1) (1)12.15—12.4(1) (1)12.15-12.4(1 (1)12.15-12.4(1) 
Philadelphia, barges ‘ 12.05(1) 12.051) 12.05(1) 12.0511) 12.05(1) 
3altimore — : ve ‘ 7 (1)11.75—12.2(1) (1)11.75-12.2(1) (1)11.75-12.2(1 (1)11.75-—-12.2(1) (1)11.75-12.2(1) 
3altimore, barges . 11.65(1) 11.65(1) 11.65(1) 11.65(1) 11.65(1) 
Motor Gasoline 74-76 oct. (Regular) (b) 
New York harbor ‘ eu (1)10.5-12(1) (1)10.5-12(1) (1)10.5-12(1) (1)10.5-12(1) (1)10.5-12(1) 
New York harbor, barges (1)10.4-11.9(1) (1)10.4-11.9(1) (1)10.4—-11.9(1) (1)10.4-11.9(1) (1)10.4-11.9(1) 
Philadelphia wide (1)10.9-12.4(1) (1)10.9-12.4(1) (1)10.9-12.4(1) (1)10.9-12.4(1) (1)10.9-12.441 
Philadelphia, barges (1)10.8-11.8(1) (1)10.8-11.8(1) (1)10.8-11.8(1) (1)10.8-11.841) (1)10.8-11.8(1) 
3altimore idee (1)10-11.8(1) (1)10-11.8/1) (1)10-11.8(1) (1)10-11.8(1) (1)10-11.8¢1) 
Baltimore, barges (1)9.9-10.4(1) (1)9.9-10.401) (1)9.9-10.401) (1)9.9-10.401) (1)9.9-10.401 
Motor Gasoline: 
Western Penna., Bradford-Warren: (1)11.75-12(1) (1)11.75-12(1) (1)11.75-12(1) (1)11.75-1201 (1)11.75-1201) 
74-76 Oct. (Regular) 
Western Penna., Other Districts: (2)11.75-13(1) (2)11.75-13(1 (2)11.75-13(1) (2)11.75-1341) (2)11.75-1301) 
Note: Gasoline prices are reported in each day’s Platt’s OILGRAM Daily Price Service Figures shown in parentheses indicate number of 
companies quoting the low & highs of the ranges 
(b) Research octane rating is minimum of 5 points above Motor Method rating 
(c) Research octane rating is minimum of 10 points above Motor Method rating 





ported advancing his barge price 
fuel 25c per bbl. to $4.00; his tank 
bbl. from The only open market 
sale reported at New York Harbor during week involved 
50,000 bbls. of 0-10 pour No. 5 fuel. Buyer, who was or- 
dinarily a seller of that product, said he was short and 
had obtained it from 
part $4.00 per bbl. 


for 0-10 pour No. 5 
car price was boosted 
sizeable 


15¢e per $3.85. 


several sources with price for most 


Major supplier reported that he had advanced his tank 
ir price for No. 6 fuel at Philadelphia 10c per bbl. to 
$5.27; as result, for No. 6 fuel at 
Philadelphia ranged slightly higher, from $3.03 to $3.27 
r bbl. 


quotations reported 


MIDWESTERN (Chicago-E. St. Louis Area) 
Large No. 6 Order Opens Quarterly Buying 


lank car marketer’s purchase of 2.5 million gallons of 

6 fuel oil at cost of 8c, FOB Central Illinois was the 
feature spot transaction reported in the Midwest during 
week ended June 11. Other marketers were anticipating 
a ilurry of buying orders for 3rd quarter requirements of 


yA 


steel mills and other large industrial plants in the Mid- 
west. 

In spite of fact that marketer said refiner’s offer of 
No. 6 fuel at 8.5c, Chicago refining district, was “too 
high,”’ and another marketer's report that residuals wert 
“sloppy” in the Midcontinent area, No. 6 fuel appeared 
stronger than in weeks past 

While Midwest refiners’ posted price:, for No. 6 fuel 
continued to range from $2.50 to $2.65 bbl., marketer re- 
ported his “best” selling price was $2.55 bbl., Group 3. 

Considerable interest revolved around open market of 
ferings of Diesel fuel in Chicago district where some 
railroad requirements were reported as yet unmet. One 
refiner, ordinarily a seller, said he had made a “good- 
sized” purchase of 58 and above Diesel fuel at 9.125c 
East Texas, and, on following day, 10 cars at 9c, Houston 

tefiner reported he had “rounded out” his storage of 
light fuel with purchase of 15,000 bbls. of range oil at 


9.375c, Group 3. Other buyers, however, report almost no 
market 


to “walt 


spot activity in light 


prices.” 


fuels as jobbers continued 


for lower 


Trading in gasoline on open market was reported at a 


standstill. Jobbers continued to show a definite lack of 
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OiL MARKETS 


interest in what few offerings were available, and re- 
finer-buyers continued to hold off buying what’ they 
described as “high-priced” material. 





Trading in gasoline was reported at a standstill. Job- 
bers continued to show a definite lack of interest in scanty 
offerings, while refiners continued to hold off buying 
“high priced” material. Shortage of gasoline at terminal 
points along the upper Mississippi River was reaching 
the “critical” stage as suppliers at lower Mississippi River 
points were reported “dry or sold up.”’ One large refiner 
said it was “only because of frantic efforts being made 
by refiners that shortage has not reached the con- 
sumer level, but it can’t be held off much longer.” Huge 
wheat harvest in Texas and ERP were seen by many trade 
sources to be basis for present supplies of gasoline in the 
Midwest. 


WESTERN PENNA. 
One Refiner Reduces Bright Stock Price 


Refiner in Western Penna. reported reducing his bright 
stock quotation 2c during past week, and reports from 
other refining and exporting sources indicated that lube 
prices generally had “softened somewhat” while awaiting 
ERP money approval. Supplies of gasoline and light fuels 
were still described as tight by most refiners. Demand for 
petrolatums continued good, they said. 


Refiner who reduced his 25 p.t. bright stock quotation 
2c to 46c, added that he had earlier sold 3,200 bbls. of 
product to foreign buyer at 45c. Several small inter-re- 
finery sales of bright stock and neutral, involving from 
one truck transport up to two tank cars, were reported at 
prices ranging 1 to 2c below refiners quotations. 


Gasoline supply continued tight, refiners said. There 
were some reports of refiners’ attempts to bolster short 
gasoline stocks by importing product from East and 
Southwest. 

Lower field refiner, normally a seller, but now seeking 
supplementary supplies, said he’d declined offering of No. 
2 fuel “from the Southwest” which would “figure 14.5c 
FOB Pittsburgh.” Another lower field refiner, similarly 
a buyer, reported he was paying 13c for 45 w.w. kerosine, 
and 12.5c for Nos. 1 and 2 fuel. Lower field postings for 
each product ranged up to 13c. 

Several refiners reported awakened interest on part 
of potential buyers of petrolatums who were said to be 
anxious to see orders filled ‘before summer increase in 
ocean rates.” 


MIDCONTINENT 


Harvest Demand for Gasoline Rises 


For the most part prices were reported unchanged in 
Midcontinent during the past week. Gasoline demand con- 
tinued to climb as harvest got underway, according to 
trade sources. Several refiners expressed concern over 
how rapidly some of their jobber customers were taking 
their June gasoline allocations, saying they feared some 
would be completely out by middle of the month. Buyers 
continued to show ‘little interest in light and heavy fuels, 
refiners said. 

North Texas refiner said he had been offered 2.5¢ over 
his 12¢ posting for regular by another refiner who wanted 
up to 20 cars for shipment this month to Minnesota in 
buyer's cars. He added he had none to offer and was ap- 
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proximately two weeks behind on shipments to regular 
customers. 


Third grade gasoline was up on high of price range ir 
Central West Texas when refiner reported 0.4c advanc 
in his posting to 10.4c. One other Central West Texas 
refiner continued to post 9.75c for 60 oct. and below. 

Several grades of light fuel went down on highs of pric: 
ranges in Oklahoma when refiner withdrew his postings 
Resulting new price ranges were 9.5-9.875c for 42-44 
kerosine, 9.375-9.5c for range oil, and 9.125-9.25c for No.1 
PW. 

Demand for lubes was reported steady, and South Texa 
refiner disclosed the following sales: One car 2,000 vis 
pale at 21c to grease manufacturer, one car 750 red a 
17.25c and one mixed car 500 vis. at 16.5c and 750 vis. re 
at 17.25c to jobbers. 


CENTRAL MICHIGAN 
Gasoline Offers Reported Increasing 


Open market offerings of gasoline were more numerou 
during the first half of June than at any time for a year 
or more, according to reports received from many sources 
While prices for spot material originating in Detroit and 
Toledo generally represented top postings by Central Mich 
igan refiners, both premium and regular-grade gasolin« 
were available at “considerably” less than: material avail 
able in the Southwest plus freight. 


Some buying sources reported regular gasoline avail 
able in Detroit from 15 to 15.5¢c and in Toledo at 13.5: 
but added that there was “resistance” at those prices 
Jobbers generally said they were “satisfied” with Jun: 
allocations and material offered was ‘too close to, o1 
slightly above the local tank wagon price.” 

Trading in light and heavy fuels continued to drag 
Early in the week, marketer trying to resell 500,000 gals 
of w.w. No. 1 fuel above his cost of 12.5c, Detroit, said 
“sales were slow.” 

Some jobbers, particularly those handling major con 
pany products, reported they were “well along’ wit! 
summer fills and opinion among them was strong that 
their open market buying next winter would be “far less 
than last heating season. 

One jobber reported his accounts were 95% filled and 
his own storage was full. Another said his retail accounts 
were about 80% filled and his own storage would be full 
by the end of June. Both jobbers said their suppliers 
were taking “good care” of them. 





Crude Oil Prices 


Gulf Refining Co.—posted Schedule D for 
Tippet, Tex. crude; effective May 1. 

Pan American—posted Schedule J for Holly, 
Tex. crude, effective June 1. Withdrew Below 
20 gravity postings (Schedule K) in Manziel and 
Merigale-Paul, Tex. fields. 

Shell—Retroactive to May 1, increased its flat 
price posting 18c to $2.83 per bbl. for crude pur- 
chased in Mercy, Livingston, Schwab, McCoy, 
and Shepherd fields (Gulf Coast Texas area). 

See May 26th NPN, P. 48 & 49, for above 
schedule references and complete crude price 
schedules. 
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yns of con- 
sumers, ranchers, factory owners, 
storekeepers — to everyone who uses petroleum in any form, this man 
is the petroleum industry. He represents years of scientific study and 
advancement...hundreds of invaluable products...millions of dollars in 
capital investment dedicated to better living through the petroleum 
industry. His advice saves money, saves time, saves automobiles or live- 
stock or machinery. He studies individual problems...turns them over to 
a highly trained army of technical experts...returns with their solutions. 
He is everywhere... helping people use the multitude of human and 
technical benefits that flow from petroleum. 
















SPECIAL NOTICE 
0 | L P R | C E 5 & C T | 0 N Owing to present short supply of many products, some sellers are withholding 
public quotations or the posting of firm prices on some products but are giving 
sabia pen iii laa ila aa ULLGRAM the prices they otherwise would quote to trade in general and whicu 
today they confine mostly to their regular customers only. 


At Refineries and Prices in Effect June 14 June 7 Prices in Effect dune 14 dune 7 














OHwW (3S. O. Ohio quotations for statewide de- 46-49 W.w. 
T } livery and subject to exceptions for local price kero, ....(1)11.875-13.5(2) (1)11.875-13.5(2 
erminals and by dictaxtonsen} PW. 
13-75 Oct 14.75 14.75 distillate ..(2)12.25-14(1) (2)12.25-14(1) 
’ No. 2 light 
Tank Wagon a straw (1)11.125-12.5(1) (1)11.125-12.5(1 
“ $0-82 Oct No, 3 straw. (1)10.875-12.5(1) (1)10.875-12.5(1 
Prices herewith are reproduced from Platt’'s (Prem.).(1)13.9-14.65¢1) (1)13.9-14.65(1) U.G.1. gas oi1(1)10.5-11(2) (1)10.5-11(2 
OILGRAM Daily Vil Price Service, associated 74-76 Oct. No. 5 tuel...(1)9.8-11(1) (1)9.8—-11(1) 
with National retroleum News, whose repre- (Reg. ) (1)11.4-13.6(1) (1)11.4-13.6(1) No. 6 fuel. (1)9-10.25(1) (1)9-10,25(¢1) 
sentatives In a NPN-OILGRAM offices de- San Fran. dist OHIO (Ss. O. Ohio quotations for statewide 
vote their time exclusively to reporting oil in S0-S2 Oct delivery) 
dustry prices everywhere (Prem.) (1)14.4-15.15(1) (1)14.4-15.15(1) Kerosine . 12.9 12.9 
Prices hown in tables are sales prices Or 74-76 Oct CALIFORNIA 
quotations or general offers or posted prices by (Reg. ) (1)11.9-13.65(1) (1)11.9-13.65(1) San Joaquin Valley 
refiners, by pipeline terminal operators, and by San Joaquin Valley 10-43 W.w 12.411) 12.441) 
tanker terminal operators; for current sales S0-82 Oct ? Heavy fuel. . $2.2011) $2.20¢01 
and shipments; for the business day or period (Prem. ) 15.15(1) 15.15(1) Light fuel 
tated; except Tank Wagon prices, prices are 74-16 Oct ‘PS 300) 2.4001) 2.4011) 
for bulk lots such as tank car, truck trans- (Reg.) 13.65(1) 13.65(1) Diesel fuel 
port, barge; prices applying to barges or ear (PS 200) 4.311) 9.341) 
goes or truck transport lots only, so desig- ; F | Oil Stove dist 
nated FOB refineries or terminals; in cent S Oo) O81) O.8 ) 
per gal except per bbl where 3 sign is Kerosine, Gas & ata - .. Peni ; ; 
hown; wax and petrolatums in cents per OKLAHOMA (Group 3) 10-43 W.Ww (1)11.15-12.913 1)11.15-12 
pound; ex all fees and taxes; for crude oi 41-43 w.w. Heavy fuel 
and its products lawfully produced and trans Kero ..(1)9.5-9.62513) (1)9.5—9.625(3) (PS 400). .(1)$2.10-2.15¢4 (1)8$2.10-2.15(4 
ported; reported as received by OILGRAM and 12-44 wow (2)9.5-9.875(2) (2)9.5-1001) Light fue 
National Petroleum News but not guaranteed Range oil (1)9.375-9.5(3) (1)9.375-9.75(1) (PS 300) $2.35(5D) $2.35(5) 
for subscribers’ private use only and not for DS & above Diesel Fuel ; 
resale or distribution or publication Octane D.1. diesel(1)9.25-10.125(1) (1)99,25-10.125(1) (PS 200) (1)7.85-9.141 (1)7.85-9.1061 
ratings are ASTM unless otherwise noted. Par No. 1 p.w (1)9.125—-9.25(2) (1)9.125-9.625(1) Stove dist 
enthetical figures before and after prices indi- No. 1 straw. 9.375(2) 2) (PS 100) (1)8.85-10.6(1) (1)S.85-10.6(1 
ite number of companies quoting the lows No. 2 straw.(2)9-10(1) « San Francisco 
ind highs of the ranges For further details No. 3. 9.125(2) 2) 10-43 W.w (1)12.4-13.4¢1) (1)12.4—-13.4(1 
of price conditions apply to any NPN-—OIL- No. 6 (2)$2.50—-2.75(1) (2)$2.50-2.75(1) Heavy fuel 
GRAM office or see back of any OILGRAM 14-16 gravy (PS 400) $2. 20(2) $2. 2012 
Price Service invoice ; _ fuel $2.62¢(1) $2.62¢1) Light fuel 
For complete price service deliverec daily ’ “ ; (PS 300) $2.40(2) $2.40(2) 
from nearest OILGRAM publishing office, New ger Fe oe FA A 275.9 625/13) ned fuel site 
York, Cleveland and Houston, address Platt’s 12 ‘4 ais (9 Ao ee arn, ~ oo kh & GFRta) (PS 200). .(1)9.3-9.6(1) (1)9.3-9.601 
= hes Fen “ - ~ a 2- 2)9.5-9.875¢1) (2)9.5-9.S7501) 
Price Service, Inc 1213 West 3rd St., Cleve- Penge oil (1)9.375-9.5(2)  (1)9.375-9.5(2) Stove dist 
and (13), Ohio. Annual subscription rate in op gel a — _— (PS 100)..(1)10.8-11.1(1) (1)10.8-11.101 
u. s $125 per year, payable in advance o D "i diesel .(1)9.5-10.125(1) (1)9.5-10.125(1) 
No. 1 p.w..(2)9.125-9.375(2) (2)9.125-9.375(2) i i i 
° } 4 4 No. 2 straw (2)9-9.25(1) (2)9-9.25(1) Lubricating Oils 
Refinery & Terminal Prices No. 3 ......(1)8.75-9.125(1) (1)8.75-9.125(1) WESTERN PENNA. 
No. 6 . .(1)$2.50-2.65(1) (1)$2.50-—-2.65(1) Prices are for sales made, or offers reliably 


Gasoline CHICAGO—(FOB Chicago district refineries & 
Prices in Effect 


reported, to jobbers & compounders only 


p.l, terminals; all fuel oil prices in ent. per ee NEUTRALS—No. 3 col. Vis. at 7 





June 14 dune 7 ap above 200 Vis. (180 at 100°) 420-425 fl. _ 
OKLAHOMA (Group 3) D.I. diesel 11.05(1) 11.05(1) O p.t. . i 47(1) 17(1) 
78-78.5 Oct No. 5 fuel 5 aA 10 mt. 46(1) $661) 
(Prem.) ..(1)11.25-13.5(1) (1)11.25—-13.5(1) No. 6 fuel 7.4(1) 7.4(1) 15 p.t. .. 15(1) 15(1) 
‘ N. TEX. (For shpt. to Tex. & N.M. dest’ns.) 2d p.t. ......(1)40-43(2) _ (1)40-43(2) 
ieee o 41-43 w.w...(1)9.6-9.625(1) (1)9.6-9.625(1) 150 Vis. (143 at 100°) 400-405 fi 
60 Oct. & 42-44 ww 10(2) 10(2) 0 p.t $5(1) $511) 
below ..€1)9.75-10.125(3) (1)9.75-10.125°(3) 58 D.I (1)9.6-1001) (1)9.6-10(1) 10 p.t. 44(1) $4(1) 
MID-WESTERN (Group 3 basis) No. 2 straw er ation 15 p.t. 43(1) $#3(1) 
78-78.5 Oct. No. 6 fuel. ..(1)$2.50-2.62(1) (1)$2.50-2.62(1) eet ao 2c.s* (2 S6-42(1) (2)38-41(1) 
(Prem.) ..(1)11.25—12(1) (1)11.25—12(1) W. TEX. (For shpt. to Tex. & N.M. dest’ns.) CYLINDER STOCKS: 











73-75 Oct. Reg. (3)10.5-10.75(2) (3)10.5-10.75(2) 41-43 w.w 9.511) 9.541) Brt. stk., 145-155 vis. at 210°, 540-550 fi., Ni 
63-66 Oct... 10.125(1) 10.125(1) 42-44 Ww 10.5(1) 10.5(1) 8 col. 
60 Oct. & No. 1 straw 9.25(1) 9.25(1) 10 p.t. ... 49(1) 
below ....(1)9.75-10.375(1) (1)9.75-10.375(1) No. 2 straw. (2)9_9.25(2) (2)9-9.25(2) 15 p.t. . 48(1) 
CHICAGO—(FOB Chicago district refineries & No. 3........ 8.75(1) 8.75(1) 25 p.t. --.--.(1)44-49(1) 
p.l. terminals) No. 6 fuel... 2.9012) $2.90(2) 600 8 R on of 
78-78.5 Oct. E. TEX. (Truck trnspt.) wariter bi. . .(3)36-37 (1) 
(Prem.) .. 41-43 w.w. .(2)9.25-9.5(2) (2) 9.25-9.5(2) 650 S.R. ....(3)37-38(1) 
74-76 Oct 12-44 wW.w (2)9.5-9.7501) (2)9.5-9.75(1) 600 A. .. . 39(4) 
N. TEX. (For shpt. to Tex & N.M. dest’ns.) 58 & above 630 fl. .. (2)41-42(1) 
78-78.5 Oct D.1. diesel. (1)9-10(1) (1)9-10(1) MID-€ ONTINENT 
(Prem. ) (1)11.8-13.3(1) (1) 11.8-13.3(1) U.G.I. gas oil 8.251) 8.25(1) Neutral Oils (Vis. at 100° F. 0 to 10 P.P 
73-75 Oct. (Reg) (1)10.75-12(1) (1)10.75-12(1) No. 2 fuel 9_25(1) 9.2511) Pale Oils 
63-66 Oct No. 6 fuel (2)$2.50-2.85(1) (2)$2.50-2.85(1) Vis. Color 
60 Oct.& below(1)10-10.5(1) (1)10-10.541 CENT. W. TEX. (Truck trnspt.) . 60-59 No 2.(1)12.5-13(1) (1)12.5-1341) 
W. TEX. (For shpt. to Tex. & N.M. dest’ns.) 41-43 w.w (1)9.375-9.5(1) (1)9.375-9.5(1) 86-110—No. 2(1)13-13.25(2) = (1)13-13.25(2 
78-78.5 Oct 52 & bel. D.I 150—No 3. .(2)20-20.5(1) (2) 
(Prem. ) (3)11.5-11.75(1) (3)11.5-11.751) Diesel (1)9--9.25(1) (1)9-9.25(1) 1S0—No (1)20.5-21(3 ( 
73-75 Oct. Reg. (3)10.5-10.75¢1) (3)10.5-10.75(1) 58 & abv. D.] 200—No 3 (3)21-21.5(1) ( 
63-66 Oct (1)10-10.2512) (1)10-10.2512) Diese} 911) 9(1) 250—No 3. .(2)22-22.5(2) ( 
60 Oct.& below(1)9.75-10(2) (1) 9.751012 U.G.1. gas oil 8.5(1) $.5(1) 280—No, 3. . (2)23-23.54 
BE. TEX. (Truck tnspt.) No. 1 fuel G4 9511) 9.95(1) }00—No 3 24(3) 
78-78.5 Oct. .(1)11,5-12(1) (1)11.5-1201) No. 2 fuel 9(2) 9(2) Red Oils: 
73-75 Oct (1)10.5-1141) (19105-1141 N 3 fuel 8.75(1) 8 7501) 200—No. 5 91(2) 9112 
60 Oct.& below(2)9.75-10.5(1) (2)9.75-10.541 No. 6 fuel (1)$2.50-2.67(1) (1)$2.50-2.67(1 300—No. 5 <4(1) 41 
CENT. W. TEX, (Truck Transpt.) KANSAS (For Kansas destinations only) Bright Stock—Vis. at 210° (FOB 1 . 
S-iS.0 Oct 12-44 w.w (1)9.8-10.5/41) (1)9.8-10.511) 200 Vis. D sa C1) l 
(Prem. ) 11.5(3) 11.54 8 & abv. DI 150-160 Vis. D 
73-75 Oct. (Reg.) 10.513) 10.513) Diesel ....(1)9.75-10.25(1) (1)9.75-10.25/1) 0 to 10 p.I (4 , 
63-66 Oct 10(1) 10(1) No. 1 fuel (2)9.5-10.25(1) (2)9.5-10.25(1) 10-25 p.} 2.901 2.901 
60 Oct.& below(1)9.75-10.4(1) (1)9.75-10.4(1 No. 2 fuel... (2)9.25-10(2) (2)9.25-1012) 29-40 DP.p. . 
KANSAS (For Kansas destinations only) No. 6 fuel...(1)$2.65-2.96(1) (1)$2.65-2.96(1 150-160 Vis. E 321) - 
S-«S.0 Oct ARK. (For shipment to Ark. and La.) 120 Vis. D 
(Prem. ) (1)11.8-12.5(2) (1)11.8-12.5(2 12-44 ww 9.62511) 1.62511) 0 to 10 p.p 324 214 
73-75 Oct.Reg.(2)10.8-11.5(2) (2)10.8-11.5(2) Tractor fuel 1011) 10(1) 600 S.R 
63-66 Oct . Diesel fuel 52 (Olive Greer 9 9 9 9 
60 Oct.& below(1)10.1-10.75(1) (1)10.1-10.75(1 & below ..  9.25(1) ).25(1) Black Oil 18.5(1) Is 
ARK. (For shipment to Ark, & La.) Diesel fuel 58 SOUTH TEXAS (Neutral Oils) 
78-78.5 Oct & above 9.5(1) 9.541) Pale Oils (Vis. at 100° F, FOB refinerie 
__(Prem.) 11.75(1) 11.75(1) No, 2 fuel.. 9.1251 1.1251) domest hpt 
73 75 Oct. Reg 10.75(1) 10.751) No. 3 fuel 8 87541) S 87511 Vis. Color 
60 Oct.& below WESTERN PENNA, 100 1 2 (1)9.5-12(1) (1)9.5-12(1) 
unleaded 10(1) 10(1) Bradford-Warren: 200 No, 2-3. .(2)12-14.5(1) (2)12-14.5(1 
WESTERN PENNA. ih w.w (1)11.25-12.25(1) (1)11.25-12.25(1 300 No. 2-3. .(2)13-15.25(1) (2) 13-15. 25(1 
Bradford-Warren: N 1 fuel 11.95(1 11.95(1) 500 No - - - > 1.25 
74-76 Oct. Reg. (1)11.75-12(1) (1)11.75-12(1 Nx 2 fuel (1)11-11.95(1 (1)11-11.95¢ 2 ) (2)14—1f 1 6.0 
Other districts: iS , No. 3 fuel 1141 1104} THO Ne 4 2)15-17.2501 (2 13 7 2 3 
74-76 Oct. Reg. (2)11.75-13(1) (2) 11.75-1341 6-40 gravity 11.95(1) 11.95(1) 1200 No. 3-4.(2)16-17.75(1 16-17.75(1 
CENTRAL MICHIGAN (FOB Central M Other districts: 2000 No. 4..(1)17-2101 1)17-2101) | 
ar nepneeies ) 15 ww - -(1)21,.25-13(1) (1)11.25-13(1) Red Oils: Z 
tpg 47 i (1 7 , aace (1)12.5-13(2) 100 »-6 (1)9.5-12(1 (1)9.5-12(1 
‘ ‘ ’ ct No fuel (2) 25 ( (2) 25-13(1) 200 No. 5-6..(2 2 541) (2 9 4 (1) 
= _{Prem.) (1)13.55 16(1) (1)13.55-1641 No. 2 fuel (2)11~—13(1) hig Thy 300 No. 5-6 tt eit (2 = +e a 
73-75 Oct. Reg. (1)12.8-15(1) (1)12.8-15(1 No. 3 fuel. . .(1)11-12.5(1) (1)11-12.541 500 No. 5-6. .(2)14-16.5(1) (2)14-16.5(1 
Str. run gas 36 10 gravity(2)11 1341) (2)11-13(1) 750 No. 5-6. .(2)15-17.25(1) (2)15-17.25(1 
Dae, ones CENTRAL MICHIGAN (FOB Central Mic! 1200 No, 5-6. (2)16-17.75(1) (2)16-17.75(1 
Det eee —P gan refinerie 2000 No. 5-6.(2)17-21(1 (2)17-21¢ 
shp (1)11.625-12.75(1) (1)11.625-12.75¢1 Range o (1)11.625-13(2) (1)11.625-13(2) (Continued on next page 
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Oil Price Section 


Refinery & Terminal Prices (Cont.) 
Prices in Litect dune 14 dune 7 
CHICAGO (From Mid-Continent p.l, crude) 
Neutral .oils vis, at 100° F. 0 to 10 p.p. 
Pale Oils: 

Vis. Color 





60-S5> jo. 2 13.7541) 13.75¢1) 
36-100 No. 2 14.2561) 14.25(¢1) 
150—No. Bee 21.561) 21.501) 
1IsSO—No,  3.. 2241) 22(1) 
200—No. 3.. 22(1) 22(1) 
250-—No 2 231) 23(1) 
Red Oils: 

1I8S0—No, 5 22(1) 22(1) 
200— No. ) 2211) 2241) 
250—No. ) 2361) 23(1) 
250——-No > 24(1) 24(1) 
00—No. ) 24.511) 24.5(1 


Note: Viscous oils, 15 to 30 p.p. are quoted 

0.5¢ lower; 60-85 and 86-110 No. 2 non-viscous 
ls, 15 to 30 p.p. 0.25¢ lower! 

Unfiltered Steam Refined (Viscosity at 210°) 


10 ° 22.5(1) 22.541) 
16U ° e° 23.9(1) 23.5(1) 
00 24.511) 24.501) 
Bright ‘Stocks, 160 vis, at 210° N S color 
oO te 10 p.p s401) 3461) 
15 to 25 p.p 33.511) 53.501) 
0 to 40 p.p. (1) s3 C1) 
> filtered 
Cyl. Stock 24.5¢1) 24.501) 
Note: To obtain price delivered in Chicago 


id U.bc per gal 


Natural Gasoline 
oup 3 & Breckenridge prices are to blend- 
rs ¢ freight Basis shown below Shipments 
nay originate in any Mid-Continent manufac- 
ing district.) 
FOB GROU r 3 


rrade 26 S ite s.5( Quote) 
FOB BREC ‘KE NKIDGE. 
irade 26-70 (Quote S( Quote) 


LPG Prices 


Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 


Com- In- Com- Indus- 
mercial dustrial mercial trial 
District Propane Propane Butane Butane 
Y. Harbor... 9(2) 9(1 sq] S(1) 
hiladelphia.. 9(2) . 
saltimore (1) 
istings, W.Va.8.25(1 7.5¢1 
eM gaeaa .. 680 
edo 91 2501) 
T: ink car 
Naphthos and Solvents 
FOB Group 3) 
ddard 
Nivent(3)10.875-11.625¢1) (3) 10. 875-11.62501) 
eaner 
npth ( 11.375-12.125(1) (3)11.375-12.125¢1) 
M. &tI 
Nptt (5911.375-12.125¢1)(5)11.375-12.12501) 
lineral 
Spirits. (4)10.375-11.125(1)¢4)10.375-11.125(1) 
»yber 
solv 1)10.875-11.375(4)(1)10.875-11.375(4) 
juer 
dil (3)11.625-12.625(1)(3)11.625-12.625(1) 
senzol di 1. (2)12.125-12.55¢1)¢2)12.125-12.55¢1) 
WESTERN PENNA. 
Bradford-Warren 
Stoddard solv 
ther Districts: 
ntreated Npth. 12.5(1 12.541) 
Stoddard Solv.(4)13-1441) (4)13-1401) 
OHIO (S oO quotatior for statewide de 


very); V.M.&P. naphtha D.C. naphtha, Var- 
jene & 


Sohio solvent 16.0 16.0 
Ruber solvent 15.5 15.5 
bE. TEXAS (Truck Trnspt.) 
Stoddard 
Solv (1)10.75-11.25¢1) €1)10.75-11.25¢1) 
KANSAS (For Kan, Dest’n. only) 
toddard 
Solv ..€1)11.375-11.501) (1)11.375-11.5(1) 
WAX 


WESTERN PENNA, (Bblis. C.L.) 

White Crude Scale: 

122-124 A.m.p.(1)7.25-—9 ap ; ) (1)7.25-9.75(1) 
124-126 A.m.p.(1)7.25 1.75 (1)7.25-9.75(1) 
MID-CONTINENT (C.L. FOB Re finery) 

se mi- Refined: 


-134 AMP, 
‘bbls , 

CHIC AGO (FOB Chicago district refinery of 
ne refiner, in bags, carload Carloads, slabs 
ose, 0.75¢e less Melting points are EMP 

STM) methods idd ; to convert into 
MP.) 
Fully refined: 

—w nly }S.00 8.05 

25-12 ‘ 8.35 . 3 

27- 29 ‘ Ss S.6 

$0-132 Ss 5.9 

ao 4 9.1 1 

-137 1S 
Petrolatums 

WESTERN PENNA, (Bb! carloads tank 

r, 0.5¢ less.) 

w White.(2)7.25-S(1) (2)7.25-S(1) 

y White . .(2)6.25-7.25(2 (2)6.25-—7.25(2) 
ream White(2)6—6.75(2) (2)6—6.75(2) 
ght Amber(2)4.5—5.5(1) (2)4.5-5.501) 
mber , . .(2)4.25—5.25(1) (2)4.25—5.25(1) 
ed (1)4.5-5.125(1 (1)4.5-5.125(1) 


ine 16, 1948 



















if you want to BE SURE of 
QUICK UNLOADING of your 
transportation tanks specify 


WARREN MANIFOLD VALVES 


(PAT. PENDING) 







































ALL THESE FEATURES 
AT NO EXTRA COST 


MUCH LESS WEIGHT 

LOWER MAINTENANCE 

cosTs f 
\ 


TROUBLE FREE OPERATION 







































The demand today is for speedy unloading of transportation 
tanks. The new scientifically designed WARREN MANIFOLD VALVE 
has already won wide-spread acceptance by the transportation 
tank manufacturer and the fieet operator. It does its job well. 
You are assured of top performance from the WARREN MANIFOLD 
VALVE because it is rigidly tested under submerged conditions 


before shipment. 


The WARREN MANIFOLD VALVE is shipped to you ready 
for installation; no assembly or testing period required. Every 
manifold is tailored to meet your requirements. Write today for 
technical information and catalog. We would like to know what 


your requirements may be. Please address your requests to 
WARREN MANIFOLD VALVE: 


MANUFACTURERS OF CUSTOM BUILT MACHINERY SINCE 1901 


MACHINE CO. 


WARREN, PENNSYLVANIA 
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Refinery & 
Terminal 
Prices 

































































Owing t 


or the 


posting of 


SPECIAL 
products 


oO present short supply of many 


NOTICE 


would quote to trade in general and which today they confine mostly to their regular customers only 





Atlantic & Gulf Coasts 














some sellers are withholding public quotations 


firm prices on some products but are giving OILGRAM the prices they otherwise 


Oil Price’ Section 











NPN Gasoline Index 


Dealer Tank 
T.W. Car 
Cents Per Gal. 

June 8S . 14.55 11 | 

Month ago 14.55 11 2t 

Year ago 12.43 8.71 

Dealer index is an average of un 

divided dealer prices, ex-tax n of 
cities 

Tank car index is weighted average 

of following wholesale markets for 


regular-grade 


refineries 
VW 


FOB 
Mid-Western 


gasoline 
Okla 

























Prices are of refiners, FOB their refineries & tanker terminals, and of tanker terminal operators, 
FOB their terminals Ships’ bunkers prices are exclusive of lighterage. Prices in euxect June 14. 
78-738.5 Oct. 78-78.5 Oct. 78-78.5 Oct. 74-76 Oct. 74-76 Oct. 
rem. Prem. Vrem. Reg. Keg. 
District Gasoline Gasolinet+ Gasolinett+ Gasoline** Gasolinet 
N. Y. Harbor (1)11.5-13.4¢1) (1)10.5-12¢1) 
do barges (1)11.4-12.1¢2) (1)10.4-11.9¢1) 
Albany (1)13-13.85¢1) 13.5¢1) (5)12-12.3¢(1) 
Baltimore (1)11-13.05¢1) (1)11.75-12.201) (1)10-11.8(1) 
do barges 10.901) (1)11.65 (1)9.9-10.4¢1) 
Jaton liouge 10.81) 4 S(1) P 
do barges 10.8¢1) 9.8501) 
3oston (1)11.5-13.8¢2) 13.5¢1) (1)10.5-12.3(2) 
Charleston (1)11.1-11.601) 11.6561) (2)10.1-10.6(2) 
Corpus Christi (1)12-1301) 11(2) 
do barges ° 
Houston (1912-i301) (1)12.5-13.1511) (2)11-11.501 (2)11-11.5(01) 
do barges 12.6201) 12.875(1) 11.875(1) 
Jacksonville (3)12.3-13.7501) 12.3¢1) (6)11.3-12.25(1) 
Miami (3)12.3-12.75(1) 12.3(1) (4)11.3-11.75(1) 
Mobile 12.3¢2) 12.341) 11.3¢3) 
New Haver 13.7¢2) 13.741) 12.2(3) 
New Orleans (1)11-11.2501) 12(1) (1)10-10.501) 11(1) 
do barges (Ldd-11.2o01) 12¢1) (1)10-10.5¢1) 11(1) 
Norfolk (1)11.3-12.25(1) 11.8¢1) (1)10.3-11(1) 
Pensacola 12.4(1) 11.4(1) 
Philadelphia (1)12.15-13.65(1) (1)12.15-12.4¢1) (1)10.9-12.4¢1) 
do barges (1')12.05-12.8¢1) 12.05(1) (1)10.8-11.8¢1) 
Port Everglades (3)12.3-12.75¢1) 12.3(1) (4)11.3-11.75¢1) 
Portland (1)913.25-13.501) 13.501) 2(4) 
Providence (1)13.25-13.55(01) 13.541) (4)12-12.1(1) 
Savannah (2)12.3-12.75(2) 12.3¢1) (5)11.3-11.75461) 
Tampa (3)32.3-12.75(2) 12.341) (5)11.3-11.75¢61) 
Wilmington 
N. C (2)11.35-12.2541) 11.85¢1) (1)10.35-1141) 
Kerosine— Gas-House No. 5 Fuel No. 5 Fuel 
No. 1 Fuel No. 2 Fuel Gas Oil (0-10 p.t.) (15-60 p.t.) 
N.Y Harbor(6)10.3-11.6¢1) (13)9.4-10.1¢1) (1)9.5-9.8¢1) (3 38-4.25(1) $3.20(1) 
do barges .(5)10.2-11.541) (12)9.3-1001) « 25-4.25(1) 3.1701) 
*Albany (1)10.4-10.75(1) (1)9.4-9.S5¢1) 10.241) 4.1241) 
Baltimore (9)10.3-10.5¢2) 9.4¢12) 9.501) (1)3.20-3.4241) 
do barges 10.243) 9.314) 3.17(1) 
Saton Rouge 71) S.7¢1) 
do barges 9.7¢1) S.7¢1) 
3oston (1)10.4-10.6(13) (1)9.5-9.6¢12) 1041) (1)3.65-3.655(¢1) 3.58901) 
‘Charleston 10.2(4) (1)9.4-9.5(3) 
Corpus Christi 
do barges 
Houston (1)9.5-10.25(2) (4)9-9,25(1) 
do barges 11.125(1) 10.125¢1) $3.50(1) 
Jacksonville (7)10.7-11.37501) (5)10.3-10.8¢1) 
Miami (6)10.7-10.85¢1) 10.3(4) 
Mobile 10.7(4) 10.341) 
New Haven. .(1)10.4-10.5(7) (1)9.5-9.6(5) 
‘New Orleans(1)9%.7-10.1(2) (1)8.85-9(4) 
do barges (1)9.7-10.101) 9(2) 
*Norfolk (5)10.3-10.601) (4)9.3-9.8(1) 9.401) (1)3.14 17«1) 
Pensacola (1)10.5-10.8¢1) 
*Philadelphia .(8)10.3-10.5(1) (8)9.4-9.6(¢1) 9.8¢1) (2)3.29-3.52(2 
do barges 10.2(5) 9.305) 
Pt. Everglades(6)10.7-10.85(1) 10.314) 
Portland (2)10.4-10.7(6) (2)9.5-9.7(5) 10.141) 
Providence (2)10.4-10.6(7) (2)9.4-9.6(6) 1001) (1)3.475-3.55911) 
Savannah (6)10.7-10.8501) 10.344) 
Tampa (7)10.7-10.8501) 10.347) 
Wilmington 
_. < (6)10.2-10.641) (6)9.5-9.8(1) 
"Some suppliers at points marked with asterisk offer 0.7« summer fill-up discount fron 
their posted prices for kerosine and No. 2 fuel 
This price correct on and since Feb. 17 
No. 6 Fuel Bunker C Fuel, Diesel oil, Diesel Oil 
No. 6 Fuel Barges Ships’ Bunkers Ships’ Bunkers Shore Plants 
_. Harbor. (3)$3.03-3.52(1) (3)$3.00-3.27(2) (2)83.00-3.05(1) (1)$3.91-4.10(1) (1)9.7-9.8(3) 
Albany 3.24901) 3.249(1) 3.249(1) (1)9.7-10.2(2) 
saltimore (3)3.038-3.17¢1) (3)3.00-3.1701 (2)3.00-3.04(1 4.0412) (1)9.6-9.8(2) 
3aton Rouge 2.54061) 2.5141) 3.6501) 9.141) 
Boston (1)93.055-3.31501) (1)3.025 095(1) 4.0811) (1)9.9-10(4) 
Charlestor 2.96¢2) 3(2) 3.9511) (1)9.4-9.5(1 
Corpus Christi 2.5601) (1)2.53-2.55(1) (1)2.90-3.15(1) 
Houston (1)2.50-2.58(2) (1)2.50-2.53(1) 3.65(1) (2)9-10.75(4) 
Jacksonville (3)2.99-3.03¢1 (3)2.96-3.; 1) 4$.32(1) 10.3(5) 
Miami 
Mobile 
New Haver ,.035¢(2 3.03542) (2)9.9-10(2) 
New Orleans (3)2,.54-2.58(1) (3)2.51-2.55(1) (1)3.40-3.89(1) (1)9.1-9.4¢2) 
Norfolk (2)3.00-3.0401) (2)2.97-3.01(1) +.06(1) (2)9.6-9.7(1 
Pensacola 
Philadelphia (2)3.03-3.27¢1) (2)3.00-3.17¢1) (1)3.78-4.10¢5 (2)9.7-9.8(5 
Port Everglades 2.94(1) 2.9141) $.32(1) 
Portland (1)3.095-3.115¢1) (1)3.085-3.095¢1) (1)3.085-3.005(1) (1)9.8-10.141 
Providence (1)3.045-3.085(1) (1)3.055-3.06511) (1)2.995-3.065(1) 1012) 
Savannah (1)2.99-3.0301) (1)2.96 2001 (1)2.96-3.2001) 4.4511) 10.343) 
Tampa ° . (2)2.89-2.93(1) (2)2.86 28 (1 (2)2.86-3.28(1) 4.32(2 10.3¢5) 
Wilmingtor 
Cc 3.9611) 
Motor Method & Research octane ratings are approximately same Research octane rating 
minimum of 5 points above Motor Method rating Research octane rating is minimum of 10 
points above Motor Method rating 
(Additional Gulf Coast prices on page 55) 
Lake Port Terminal Prices 
Prices in Effect June 4 
ols Buffalo Cleveland Detroit Toledo 
” ™ ) f t 
74-76 Oct (2)12.8-13.1(1 
Kerosine (2)11.9-12.8(1 12.4(1 
Diese Fue 1141 12(1) (1)11 1? ) 
Ne 1 Fue 12.75(1) 11.8(1) (1)11.7-1: 2 
No. 2 Fue (1)10.9-12.2501 11.3561 11.541 
Ni 3 Fue 12(1) 11.141 (1)10.7-12(2) 
No » Fue 10.1541 10.4501 9 .5(2) 
No. 6 Fuel (1)S.7-10.701 9.7501) 9.61) 9 .25(3) 























or terminals 
Penna., Calif N. Y. Harbor, Philad 
pl Jacksonv.lle 3ostor und = G 
Coast 
Mid-Continent Lubes 
‘At Gulf in packages, FAS, New 01 ! 
in bulk, FOB terminals) 
Prices in Effect June 14 
Bright Stock Steel Drums Bulb 
D color, Vis. at 210° 
1D0 vis 0-10 p.p (1)50-5341) (1:42 41 
Wax 
(Melting points are AMP } gher tl 
EMP Prices a refinery irloads 
scale in bags or refined ibs loose 
Prices in Effect June 14 
New Orleans N.%. NX.’ 
Crude Scale Export Domestic Export 
124-6 Yellow S.7h01 
122-4 White 7.25(2 
124-6 
White 8.80(1)(2)7.2 
Fully Refined 
123-5 (1)7.05 
1 (1) (1)7.15-7.! 
l - 9.5561) (1)7.25-7 
130-2 »8¢1) (1)7.55-8 
133-5 10.05(1)(1)7.55-8.2¢1) 1012 
1 7 10.55¢1)(1)8.3-8.45¢1) 10.561 
Naphtha 
Prices in Effect June 14 
V.M.AP. Mineral 
Naphtha Spirits 
New York 
Harbor 1544) 1415 
Philadelphia 1514) 1445 
s3altimore 13.5¢4 
Boston 15.544) 144.515 
Providence 14 


Prices in 


Export Prices 


June 14 


Mexican Gulf Ports 
U.S. Dollars per Bbi 


Effect 











Bunker (¢ Diesel 
(Ships’ (Ships’ 
Bunkers) Bunkers) 
Tampico $2.65 $3.75 
Veracruz 9 65 
Minatitlan 2.65 3.7 
Pacific Coast 
Guaymas $3.16 $3 
Manzanilk 3.16 6t 
Salina Cruz 3.16 t 
Pacific Coast 
Prices in Effect June 14 
(In Ship's Bunkers, Diesel Fuel Bunker C Fuel 
or Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro 
Calif $3.1814 $2.10(4) 
San Francisco S414 (3)2.15-2. 2¢ 
Portland, Ore 6014 2.4014 
Seattle, Was! 60(4) 2.4014 
Tanker Rates 
Following are USMC rates, ¢ per bbl, 
Gulf-N, Atlantic not east of N.Y., for 
vessels 14,000 dwt or over; USMC rates 
for vessels 9,000 13,999 dwt are 15% 
higher. 
Heavy cr & fue 10-19.9 gra 1 S 
Light cruc 0 gray or ghter 
Gasoline 2 
Kerosine st 
Jo. 2 fue . 
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Oil Price Section 








Refinery & Terminal Prices (Cont.) 


Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbls and are by refiners only to 
ther refiners, export agents, or tanker terminal operators The figure in parentheses after each 
rice indicates the number of companies quoting that price Prices in Effect June 14. 


Aviation Gasoline 
Grade 115/145 (AN-F-4s) 
Grade 100/130 (AN-F-4s) 
Grade 91/98 (AN-F-4s) 
Grade 80 (AN-F-48) 


Motor Gasoline, Leaded 
*78-78.5 Oct. (Premium) 
78-78.5 Oct. (Premium) 
78-78.5 Oct. (Premium) 
*74-76 Oct. (Regular) 
74-76 Oct. (Regular) 
70-72 Oct. 


1sd1) 

16.2512) 

14.75(1)-15.2501) 

14.2511) 
11¢1)-11.25(1)—-11.75¢1)-12.501 
11.75¢1)-12¢1)-12.7501) 

1241) 
9¢1)-10.5¢2)—-11(1)—-12(01) 
9(1)-11(2)-11.75(1)-1201) 


S.5¢€1)—-10.5(1)-11.25¢1)-1211)-14.542) 


* Motor Method & Research octane ratings are approximately same 
Research octane rating is minimum of 5 points above Motor Method rating 
Research octane rating is minimum of 10 points above Motor Method rating 


Kerosine & Light Fuels 
41-43 kerosine 
No. 2 Fuel 

Diesel & Gas Oils 
43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index 


Heavy Fuels—Cargoes 
No. 5 Fuel, 0-10 p.t 
Bunker C Fuel 


Heavy Fuels—Ships’ Bunkers (ex lighterage) 
Below 2S grav. heavy Diesel 
28 grav. & above Diesel 
Bunker C Fuel 


9(3)-9 


5¢1)-10.1¢1)-1101) 


7 
S¢3)-0(2)-10(1)-12.501) 


S.25(1)-—10(2)-12.5(1) 
S.25¢1)-1001)-10.25¢1)-12¢1)-12.5101) 


S.375(2)-10.5101) 


$3.4501) 
$2.46(2)-2.50(2)-3.30(01)-3.5001)-3.6001) 
$3 .40(2)-8$3.9001) 

$3 .55(1)-—3 .65(3)—3 .89(2)-4.1011) 

$2 .50(1)-—2.51(5)-2.53(2)-—2.55(3)-3 .35141) 


Aviation Gasoline & Jet Propulsion Fuel 


Prices in Effect June 14 


Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN 
F-48, unless otherwise noted, jet fuel meets AN-F-32.) 





District Grade 115/145 Grade 100/130 


New York, N. Y 19.85(1) 18.1(3) 
Boston, Mass 18.2(2) 
Portland, Me 

Pn. Bi «ox 18.1¢1) 
Baltimore, Md. .. 18.1(2) 
Norfolk, Va 18.1(2) 
Charleston, S. C 18(2) 
New Orleans, La. 18.7541) 17(2) 


(Baton Rouge) 
Houston, 


18.75¢2) 17(3) 


Aviation Gasoline 





Grade 91/98 Grade 80 
(2)16.6-16.7(1) (1)15.7-15.85¢1) 
16.7(2) 15.9541) 


17.841) 


det Fuel(JP-1-2) 


16.641) 

(2)16.6-16.7(1) (1)15.7-15.85(1) 
16.6(2) 15.8501) 
16.5(2) 15.7541) 
15.5¢2) 14.75¢1) 


10.4541) 


1h 


5(3) 14.7512) 


10.541) 


CORRECTION: All prices in June 9 NPN were in effect June 7, except those with special notations 


Stanolind Employes Win 
7 of 25 Safety Awards 


TULSA—Stanolind Oil and Gas Co. 
employe groups, reports the company, 
have won seven out of 26 safety 
awards being given this year in the 
petroleum industry by the Joseph A. 
Holmes Safety Assn. Total of 669 
employes shared the honors and al- 
most equaled achievement of last 
year when Stanolind employes won 
10 of 34 awards given. 


The safety association is composed 
of 26 national organizations in min- 
ing, metallurgical, petroleum and 
allied industries along with the Na- 
tional Safety Council, American Red 
Cross, and American Petroleum In- 
stitute. 

In 1947, Stanolind had about five 
st-time accidents for each million 
1an-hours worked, compared to the 
ational industry average of 14, ac- 
ording to the company. (It takes 
00 men working a year to total a 

lillion man-hours. ) 


Stanolind says that savings in hos- 
tal and medical bilis, compensation 
aims, working time lost and prop- 
rty damage pay for the half-hour 
ifety meetings conducted weekly on 


ine 16, 1948 





company time for field employes and 
for other special safety training that 
is part of the company policy. 


Product Offers to ASPPA 
Are Wide of Mark and Slow 
NPN News Bureau 

WASHINGTON-—Six weeks after 
invitations to bid went out, Armed 
Services Petroleum Purchasing Agen- 
cy’s record of coverage of unfilled 
fuel oil requirements for fiscal year 
beginning July 1 shows some sizable 
gaps between offers and needs for 
first half of year. 

For second half, ASPPA has drawn 
blank on West Coast, and Gulf-East 
Coast-Caribbean area has come up 
only with Navy Special fuel oil. 

Several companies from whom of- 
fers are expected have yet to declare 
themselves, however. 


21 Tankers to Get Radar 


PHILADELPHIA—Atlantic Refin- 
ing is equipping all of its 21 tankers 
with latest radar equipment as a 
safety measure and to speed running 
time under adverse weather condi- 
tions. Company says move, which 
will take about a year, will increase 
amount of oil it can transport to its 
marketing area. 


Foo THROWER 


PROTECTS, ECONOMICALLY 


Here is the economical answer to 
your need for common sense fire 
protection. 


The Bowser Fog 
Thrower provides 
an unlimited sup- 
ply of water fog 
from normal water 
supply. UL ap- 
proved for Class A, 
B and C hazards. 
Especially effective 





for petroleum fires. 


Bowser equipment supplies water 
fog in endless supply. 
WATER FOG AT CITY PRESSURES 
APPROVED, CLASS A, B and C FIRES 
NO RECHARGING or SERVICE COSTS 
THE FIRST COST IS THE LAST 
SERVES AREA OF 7,855 Sq. Ft. 
UNLIMITED SUPPLY OF 
EXTINGUISHING AGENT 
Write For Literature and Prices 


BOWSER, INC. 
FIRE EQUIPMENT DIVISION 
€. CREIGHTON AVE., FORT WAYNE 2, IND 





Products for 
MODERN 


EQUIPMENT 





WITHOUT UP-TO-DATE KNOWLEDGE 
OF FUNDAMENTALS AND APPLICA 
T:'ON OF FUELS AND LUBRICANTS 
SALESMEN ARE HANDICAPPED WHEN 
SELLING FUELS AND _ LUBRICANTS 
FOR USE IN MODERN EQUIPMENT 
Without | this 
cannot talk intelligently or interestingly 


knowledge salesmen 
about additives and many other new 
developments. 


A newly revised and enlarged home 
study course designed to give salesmen 
a practical training in the fundamentcals 
and application of fuels and lubricants 
is now ready for enrollments 

Write for information 


TOp, PETROLEUM EDUCATIONAL 
oO INSTITUTE 


= 

Fa Drawer 6330 

= los Angeles 55, Calif 
SI 




















NEW 
GROUND CHAIN 
FOR 
TANK TRUCKS 


Insures Effective Grounding Re- 
duces Tank Truck Fire Hazards 


Just clip onto your old dangling 


chain—as ground links wear off, 
move clip down to next chain link. 


$$ —___ 


\_ 











Made with round, freely rotating 
links of special high alloy steel 20 
times more resistant to abrasion 
than ordinary steel. 


This special steel cannot be ma- 
chined, drilled, or even filed. Under 
abrasion, it simply polishes. 


Order for your truck fleet today— 


Quantities Price 


1—4 $3.50 ea. 
5-9 $3.25 ea. 
10 or more $3.00 ea. 


Downtown Co. 
1836 Euclid Avenue 
Cleveland 15, Ohio 
Please send me 


Check Enclosed 


ground chains. 
Send C.O.D. 

Name 

Company 

Address 











56 





Commercial or 


Tank tank car, tank wagon, dealer 


consumer 


and service station prices for 
gasoline do not include taxes; 
they do, however, include in- 
spection fees as shown below. 


Wagon 
. 
Prices Gasoline taxes, shown in sepa- 
rate column, include 1.5c fed- 


eral, and state taxes; also city and county 
taxes as indicated in footnotes. Kerosine tank 
wagon prices also do not include taxes; kero- 
sine taxes where levied are indicated in foot- 
notes. Dealer discounts are shown in foot- 
notes. These prices in effect June 14, 1948, as 
posted by principal marketing companies at 
their headquarters offices, but subject to later 
correction 

Inspection fees per gal., included in both 
gasoline and kerosine prices, unless otherwise 
specified, are as follows 

Ala 1/40c on gasoline; Ark 1/20c; Fla. 


1/Sc; Ill. 3/100c; Ind. 2/25c; Kans. 1/50c; La 
1/32c; Minn. 5/200c; Neb. 2/100c; Nev. 1/20c; 
N. C. 1/4c; N. D. 1/20c; Okla. 2/25c; 8S. C 
1/s« S. D. 1/40c; Tenn, 2/5c; and Wisc 
3/100¢ 

Kerosine inspection fees only: Ala 1/2c; 


lowa 1/50c; Mich. 1/5¢ 


Atlantic White Flash 
(Regular Grade) 
Commer- Gaso- Kero- 
cial Dealer line’ sine 
T.W T.W. Taxes T.W. 


ATLANTIC 
REFINING 








Philadelphia, Pa 12.9 i2.9 5.5 13.5 
Pittsburg! 13.8 13 5.5 14.4 
Allentown 13.5 13. 5.5 14.1 
Erie 13.5 13.5 0.0 14.4 
Scranton 13.5 13.5 5.5 14.4 
Altoona 13.5 13.8 5.0 14.4 
Emporium 1 s 13.5 2.0 14.4 
indiana 13.8 13.5 5.95 14.4 
Uniontown 13.8 13.58 5.5 14.4 
Harrisburg 13.5 13.5 5.5 14.1 
Williamsport 13.8 13.8 5.5 14.4 
Dover De 13.5 13.5 .oD 14.1 
Wilmingtor 12.9 12.9 5.5 13.5 
s0stor Ma 13.2 13.2 1.5 
Springfield ] , 13.0 ..d 
Worcester 1 1 l } :.o 
Fall Rive l 2 1 2 £.5 
Hartford, ¢ I 13.5 13. oD 
New Haver l , 1 , ) 
Providence, } I 13.2 13.2 oO 
Atlantic City N. J 12.4 1.5 13.1 
Camden 12.4 1.9 13.1 
Trenton 12.4 1.5 13.1 
Zaltimore, Md 12.4 6.5 13.1 
Hagerstowr i3.2 6.5 13 
tichmond, Va 12.5 7.5 3.9 
Wilmington, N. ¢ 12.7 7.5 13 
Brunswick, Ga 14.5 7.5 14 
Jacksonville, Fla 13.! S.5 13.7 
Mineral Spirits V.M.&P. 
T.W. T.W. 
Philadelphia, Pa, . 15.00 16.5 
Lancaster, Pa. . 16.0 17.5 
Pittsburgh, Pa 17.5 18.5 
Fuel Oils—T.W. 
l 2 5 6 
Phila Pa 13.5 12.0 S89 8.12 
Pittsburgh 12.9 
Allentown 14.1 12.6 
Wilmington, Del, 13.5 12.0 
Dover ee 12.6 
Springfield, Mass. 13.0 
Worcester. 12.5 
Hartford, Conn 12.4 


Taxes: 

Brunswick, Ga 
clude lc state tax 
Notes: 

Kerosine—Thru Penna, & Del add 2c per 
gal. for t.w. deliveries of less than 25 gals 
ut one time, 

Mineral Spirits prices also apply to Stoddard 
Solvent; V.M.&P. prices also apply to Light 
Cleaners Naphtha 


Kerosine price does not in 


STANDARD Sase. iy 


Crown Gaso- 


KENTUCKY Net line sine Net 


Dealer Taxes T.W. T.W. 


Covington, Ky 15.5 S.5 15.5 15.1 
Lexington 15.7 8.5 15.5 15.1 
Louisville 15.0 8.5 14.8 14.4 
Paducah 14.8 8.5 14.6 14.2 
Jackson, Miss 14.4 7.5 14.2 13.8 
Vicksburg 13.9 7.5 13.7 13.3 
Birmingham, Ala 14.4 8.5 14.7 13.8 
Mobile . ‘ 13.9 9.5 14.2 13.3 
Montgomery 14.5 9.5 14.8 13.9 
Atlanta, Ga 14.6 7.5 14.4 14.0 
\ugusta 15.1 7.5 14.9 14.5 
Macon 14.6 7.5 14.4 14.0 
Savannah 13.9 7.5 13.7 13.3 
Jacksonville, Fla 13.9 8.5 13.7 13.3 
Miami 13.9 8.5 13.7 13.3 
Pensacola 14.0 9.5 13.8 13.4 
Tampa 13.9 8.5 13.7 13.3 


Taxes: 

Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, Ic 
county; Montgomery, lic city & 1c county; Pen- 
sacola, le city. Other taxes not included in 
prices: Georgia kerosine, 1c; Montgomery, 
kerosine & diesel, 1c; Mississippi, kerosine & 
diesel, 0.5e 


Notes: 
Consumer t.w. prices are same as net dealer 
prices 





CHEVRON 


CALIFORNIA (Regular) Av. Gaso- Kero- 
STANDARD Re- 80 line sine 


T.T. tail T.T. Taxes T.T. 


San Fran., Cal 13.9 17.9 17.4 6.0 15 


Los Angeles .. 13.4 17.4 16.9 6.0 14 
Fresno .......-.. 14.9 18.9 18.4 6.0 16.4 
Phoenix, Ariz. .. 16.5 20.5 20.0 6.5 18 
teno, Nev. .. 16.1 20.1 19.6 7.0 17 
Portland, Ore 14.5 i8.5 18.0 6.5 17 
Seattle, Wash 14.5 18.5 18.0 6.5 17 
Spokane Sree + a © oe 7 a> oe 
Tacoma . - 14.5 18.5 18.0 6.5 17 
Boise, Idaho 17.8 21.3 7.5 Zi 
Salt Lake, U 16.4 19.4 5.5 16 
Honolulu, T. H 14.9 19.4 1i8.4 7.5 16 
Fairbanks 

Alaska . 26.2 30.2 29.7 3.5 33 
Juneau .. 1I5.9 19.9 19.4 3.5 18 


Taxes: 

30ise 7.5c tax applies to motor fuel only 
avgas taxes are 1.5c federal, 2.5c state. Iter 
7c tax includes 1.5c county tax. Honolulu 7 
tax applies to motor fuel only; avgas taxe 
are 1.5c federal, 5c territorial: Hawaiian gro 
income tax also is excluded as follows: fror 
retail price 0.6c per gal., & from TT price 
1¢ ~ 


to resellers, 2.5 to consumers 
Notes: 
Resale & Commercial Gasoline: T.C. price 
for Chevron (regular) are 0.25c per gal. bel 
posted net tank truck prices; Pearl Oil (ker 


sine) T.C. prices, 3c per gal. below posted ne 
tank truck prices 


Prices for Chevron Supreme (Ethyl) are 1 
above Chevron (regular), except at Honol 
where spread is 2c Retail prices for Chevr 


Supreme are 4.5c above Chevron Supreme tar 
truck prices except at Honolulu where spre 
is 5.1 Prices for Chevron Aviation 91 are 


above Chevron Aviation SO: for Chevron Av 
tion 100, Se above Chevron Aviation SO f 
Chevron Aviation 115, Se above Chevror \ 
tior so 


Blue Crown (3rd Grade) 
Ked Crown (Reg. Grade) 
Red Red Blue 
Cr’n. Cr’n. Cr’n, Gaso- Kero 
Cons. Dir. Dir. line — sine 


INDIANA 
STANDARD 


T.W. T.W. T.W. Taxes T.W 
Chicag li! 17.7 15.7 15.2 1.5 ] 
Decatul 17.5 16.0 15.5 hw 2 
Joliet 17.7 16.2 15.7 1.3. l 
Peoria 17.5 16.0 15.5 } l 
Evansville, Ind i7.7 16.2 158.7 5 1 
Indianapolis 17.9 16.4 oO If 
South Bend Is.3 16.8 ».o lf 
Detroit, Mic! 16.9 15.4 t.5 1 
Grand Rapids 16.9 15.4 15 1 
Saginaw 16.4 15.4 1.5 14 
Green Bay, W 18.1 16.6 16.1 90 If 
Milwaukee 17 16.4 15.9 ) lt 
La Crosse cece 16.3 1.5 lt 
Duluth, Minn IS.0 16.5 bo Ie 
Mpls.-St. Paul i7.7 16.2 15.7 Fy 
Mankato 17.7 16.2 15.7 5.5 15 
Des Moines la i7.2 15.7 15.2 5.5 15 
Mason City 17.6 16.1 15.6 5.5 15 
St. Louis, Mo 17.1 15.6 15.1 t.5 15 
Kansas City 16.4 14.9 14.4 0.0 14 
St. Joseph 16.4 14.9 4.5 14 
Fargo, N. D i8.7 17.2 16.7 »5 16 
Huron, 8S. D i8.2 16.7 16.2 5.5 16 
Wichita, Kans 144.9 14.1 i3.6 5.5 13 
Omaha, Neb 17.1 15.6 6.5 15 


Stanavo Aviation Number 80 
Cons. T.W. Taxes 


Detroit, Mich 22.0 t.5 
Fargo, N,. D 21.7 5.5 
Huron, S. D 21.2 5.5 
Indianapolis, Ind 20.9 5.5 
Kansas City, Mo 19.4 5.0 


Oleum V.M.&P, Stani- 
Spirits Naphtha _ sol Taxes 
(Prices are base prices before discount 


Chicago 140.5 20.5 20.0 4 
Detroit 21.1 22.1 21.6 i 
x. ©... Me. » 18.2 19.2 18.7 1 
St Louis 18.9 19.9 19.4 1 
Milwaukee 19.7 20.7 20.2 5 
Minneap'ls 19.5 20.5 20.0 1 


Fuel Oils T. W. 
Chicago 


Standard Stanolex 
Heater Oil Furnace Oi! 
1-99 gals 15.5 14.8 
100-149 gals 14.5 13.8 
150 gals. & over 14.0 
150-399 gals : 13.8 
100 gals. & over 13.3 
Stanolex Stanolex 
Fuel A Fuel ¢ 
1-749 gals 10.55 9.8 
750 gals. & over 9.8 9.05 


Stanolex Furnace Oil 
100 gals. 


1-99 gals. & over 
Indianapolis 14.9 13.9 
Detroit 14.3 13.3 
Milwaukee 14.9 13.9 
Minneapolis : 14.6 13.6 
St. Louis 14.0 13.0 
Kansas City 13.4 12.4 
Taxes: 
Gasoline tax column includes these city 
taxes: Kansas City, 1.5c; St. Joseph, & St 


Louis, le. Naphtha tax column includes 1.5 
federal & state taxes, Iowa kerosine prices d 
not include 4c state tax State sales, occupa 
tion, consumer & use taxes to be added where 
ipplicable 
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SOCONY 
VACUUM 


Mobilgas Mobilgas (Regular Grade) = \ = \ 
Grade Aircratt Grade Cons. Dir. Mobil Kerosine Diesel (No, 2 Fuel) buel Fuel 
Gasoline 80 Grade 91 100 Com. Mobilfuel MOBILHEAT No. 5 No. 6 
Taxes T.W. T.W. T.W. T.C. > oe 2 T.. Yard T.W. r.¢ TN. TA. Yard T.W. rw. rw 
w York City 
Manhattan 5 19.5 12.8 13.3 14.2 12.7 12 11 S.1 
Bronx ».5 19.5 12.8 13.3 14.2 12.7 i2Z 11 S.1 
,ings 3.5 19.5 12.8 13.3 oaod 14.2 12.7 9.5 1.9 12 11 
Queens 5 19.5 12.8 13.3 14.2 12.7 12 11 sii 
Richmond 5.5 1s.% 21.2 12.5 13.0 10.4 10.7 13.6 12.5 +4 is 12.1 
bany, N ».— 14.1 20.1 22.35 12.0 12.6 13.1 10.7 10.4 13.7 1.2 12.6 ¥.8 10.0 12 lt st 
ghamton &.5 13.7 14.1 1 6 12.7 12.9 15.7 14 11.7 11.4 1 
ftalo 5 20.0 21.0 23 .25 12.8 13.3 13.8 11.9 12 15.1 11 14.1 10.4% 11 13 
nestown »o 20.1 13.3 13.5 14.0 11.4 14.4 14.9 12.1 14.5 
Verngn 5 13.0 13.5 11.4 14 12.8 10.0 12.4 11 
ittsburg 5 13.7 14.2 11.7 11.4 14.5 10.7 10.7 12.9 
hester »— 14.9 20.4 13.3 13.8 14.3 12.1 2.3 15 l t 10.4 10.4 13.2 
acuse 0.0 14.6 20.6 1 “ 13.4 13.9 12.1 12.5 15.3 11.0 13.4 10.6 10. 13.0 
dgeport, Conn 5.5 12.8 13.3 10.5 10.7 9.5 9.7 12.0 
nbury o.5 13.5 14.0 11.9 11.0 13.0 
rtford o.0 12.4 13.2 13.7 11.2 13.2 10.5 12.8 10.1 10.1 12.4 
vy Haven 5.5 IS.S 12.2 12.9 13.4 10.5 10.7 10.0 12 6 9.8 12.1 
ngor, Me 7.5 14.9 12.5 13.95 14.0 11.4 14.7 10. 12.8 10.4 12.4 
rtland 7.5 19.0 20.0 12.0 12.7 13.2 10.7 14.0 10.1 12 4.7 12.1 
ston, Mass 1.5 i<.2 18.2 20.45 12.0 12.6 13.1 10.6 14.1 10.0 i. 2 4.6 12 $4 0S < 31 
Coneord, N. H b.5 13.8 14.3 12.5 15.7 13.6 11.2 13.2 
neaster 5 15.0 15.5 13.0 16.0 14.5 12.0 14.1 
\ chester 5.5 13.5 14.0 12.0 15.1 13.3 10 12.9 
Providence, R. | 5.5 18,2 19.2 12.0 12.6 13.1 10.6 11.2 13.9 10 12.4 16 10.0 12.0 $4.1 s ‘ 
lington, Vt 6.0 19.5 13.0 13.6 14.1 11.6 11.8 ca.8 13 10.7 10.4 12 
tland 6.0 14.0 14.5 12.2 13.4% 11.2 13.3 
Tank Wagon Prices: Buffalo N. ¥. Cats Rochester Syracuse Boston Hartford Providence 
Mineral Spirits 16.5 15.0 17.5 IS.9 16.0 r 16 
M.&P. Naphtha 18.5 16.5 19.0 23.0 17.5 1“ 1s 
Taxes: N.Y.C. prices do not include 2 city sales tax applicable to price of gasoline (eX .ax) 
Discounts: Diesel—0.5c per gal. for single delivery of S00 gals. or more 
Notes: Syracuse V.M.&P. price is in steel barrels Jamestown t.c. prices are delivered prices ill other t.c. prices are FOB bulk tern 
No. 5 fuel prices at Boston & Providence are for 15-60 p.t. oil; at other points, for 0-10 p.t. oil 
Esso (Regular Grade) Sohio X-70 Gasoline ‘ (N. B. Price ire Contine ‘ 
ESSO Consumer Gaso- Kero- OHIO (Regular Grade) CONT L norma price ( rer 
Tank Dealer line sine Con- Re- Giaso- Kero ing prices may be we t! 
STANDARD Wagon T.W. Taxes T.W. STANDARD sumers sell- line sine Olt norma because 
intic City, N. J. 12.3 12.8 1.5 13.1 T. ers S.S. Taxes T.W. petition 
Newark 12.3 12.8 1.5 13.1 Ohio, Statewide. 18.5 15.00 19.0 5.5 14.9 Conoco Demand 
Baltimore, Md 2.3 123.7 65 1.1 \kron 8.5 15.00 19.0 5.5 14.9 N-tane (3rd Giaso- Kero 
Cumberland 13.4 13.9 6.5 14.4 Canton I8.5 15.00 19.0 5.5 14.9 (regular) Grade) line sine 
Vashington, D. C 12.6 13.1 5 13.5 Cincinnati 8.5 15.00 19.0 5.5 14.5 Tank Wagon Taxes T.W 
Danville, Va 3.2 13.2 7.5 14.4 Cleveland 8.5 15.00 19.0 5.5 14.5 Denver ; 
Petersburg 12.8 12's 75 14.0 Columbus 18.5 15.00 19.0 5.5 14.5 nts iby ; Co 14.s 13.% 
Norfolk 12.1 12.1 75 13.4 Dayton Is_5 15.00 14.0 5 14.5 ~tehpe-er Jum 16 l bis 
Richmond 12.5 125 7 & 2 9 Lima 18.5 15.00 19.0 5.5 14.5 Pueblo bo. 4 14 Ee) 
t ci 2.3 2.0 i. 13.7 : » 7 
Roanoke 14.0 40 75 15.2 Mansfield 18.5 15.00 19.0 5.5 14.5 Casper Wyo 19.4 14.4 14 
Charleston. W Va 13.9 1 ‘ ‘ 15 9 Marion 18.5 15.00 19.0 5 14.5 Cheyenne 15.8 14.8 t lt 
sora : : a ; es + Portsmouth 18.5 15.00 19.0 5.5 14.5 Billings, Mont 17.0 16. . ‘ 
F nont 13.8 13.8 6.5 15.2 i Pree . 
Parkersburg 13 13.8 6.5 13.7 Toledo 15.5 15.00 19.0 5.5 14.5 Bu te ; 1s.0) 17.0 ‘ r 
eeling 1: 13.5 65 15.9 Youngstown 18.5 15.00 19.0 , 5 14.5 Sepa Falls 17 0 16.0 ‘ 17 
Charlotte. N.C 1: 13.7 75 14] Zanesville IS.5 15.00 19.0 5.5 14.5 we) “Ehee + ; 16 ‘ Ii 
KOry 13.9 13.9 7.5 14.3 Aviation Gasoline—statewlde Twin ‘Fall Ida. 1 l 18 l ) 9 
Mt. Airy 14.1 14.1 7.5 14.5 Consumer Gasoline Albucuer oe a ¢ : . ¥ 
= > ‘ pos pad a I yuer ) ro lt ‘ l4 
Raleigh 14.3 14.3 £9 14.7% Tw. Taxes Roswell 4s 1 re a 14 
Sa sbury . : 13 i 13 1 7.5 13.8 \viation Gasoline Santa Fe 15.8 14.8 7 15 
Charleston, S. ¢ 12.6 12.6 7.5 Octane (Clear) 20.0 ».5 Muskogee. Okla 4.0 3 4 12 
Columbia 14.0 14.0 7.5 (Clear) Avia. Grade S80. 22.0 ) Oklahoma City 40 ' ‘ 2 
Spartanburg i3.2 13.2 7.5 Aviation Grade %1 ;0 5 Tulsa : M0 , ‘ . 
New Orleans, La 12.4 2.4 °30.3 12.9 \viation Grade 100 26.0 5.5 2 
Baton Rouge 12.1 12.1 °10.5 12.5 Naphtha—T.W. Taxes: 
exandria 13.3 1 3 °10.5 13.8 Statewide Gasoline tax co im nelude ese y 
ike Charles 12.2 12.2 °10.58 13.3 S.R. Solvent 200 taxes Albuquerque & R ve 0 Santa Fe 
Shreveport 13.4 13.4 °10.5 12.7 D. C. Naphtha 20.5 lc; Cheyenne, 1 
New Iberia 12.5 12.5 10.5 12.4 V.M.&P Naphtha 20 5 Notes: 
xville, Tenn 13.5 14.0 S 5 13.9 Varnolene 20.5 T.W price ire to & dealer 
Me mphis 13.2 13.7 S.5 13.7 Sohio Solvent 20.5 
ni — ~ ~ S 8.5 ” 7 Fuel Oils—T.W. No. 1 No. 2 No. 3 matin 
shville 3.8 4 SD 3 t St: ride ) ) 3.5 
Bristol 14+ 15.1 R.5 15.0 Snans — ” tes = HUMBLE — (3rd Grade) 
ttle Rock Ark 13.6 13.6 0 14.1 Sof on » 942 hanes operators can (Regular) (aso 
Effective June 7 Fag 2 saan tees oy a oa OlL Tank Ke Tank Ke , line 
State Road Tax by supporting purchase wit} = Wagon tail W ~ oe tail Taxes 
Mineral Spirits V.M.A&P. State Tax Exemption Form A-10 to supplier Da las, Tex 13.0 17 - 12.9 + 4 . 
T. r.W. Discounts: Ft. Worth 13.0 ¢ le + 
Newark, N. J 15.0 16.5 Esso aviation—on contract to hangar opera Houston 13.0 7 12 : 1o.0 
Baltimore, Md 17.5 tors and resellers, 2c off consumer t.w San Antonio. 13.0 i 12.5 1 
shington, Db. C 17.5 Fuel oils—Statewide prices are for t.w. & le Kerosine 
drum deliveries of 50 gals. or more; prices for rt Tank Wagon Retail 
Fuel Oil—T.W. No, 1 No. 2 deliveries of less than 50 gals. are 0.5¢ higher Da las Tex 11.8 1o. 7 
\tlantie City, N. J 13.1 11.8 Naphthas—to contract consumers off t.w Ft. Wort! 11.8 1.05 
Newark : 13.1 11.8 prices—Statewide: 300 to 999 gals., 0.5¢; 1000 Houston 11. 1.4 
Baltimore, Md 13.1 11.9 to 2499 gals 0.75¢c; 2500 to 4999 gals lc Sar Antonio 11.80 4 
shington, D. C 13.5 12.3 5000 or more gals 1.5¢ Lucas County: Less Notes: 
N rfolk, Va 13.4 11.4 than 50 gals tank wagon price, 50 to 244% T.W. prices are to al iSSseé ealer 
Petersburg 14.0 12.1 gals.. 0.50c; 250 to 499 gals., lc; 500 gals. o1 consumers 
Richmond 13.7 11.8 ver 1.5¢ 
‘harlotte, N. Cc 14.1 12.4 Notes: 
kory 4.3 2 6 Renown (third-grade) gasoline prices are sasoline 
Raleigh 47 ; 1 same as X-70 unless otherwise noted 3.8 IMPERIAL ene ome A 
( rleston. S. C 11.8 prices are at company-operated stations. State OIL Kero 
( imbia 12.4 wide prices are subject to exceptions other Gasoline Gasoline sine 
Spartanburg 12.3 than those shown r.W. Taxes T.W 
Taxes: Louisiana kerosine prices 4d not it TEXAS . aioe — Kerosine Hl imilton, Ont 21 0 11.0 2 } ° 
te le state tax co Decter Gasoline Dealer Toronto 21 4 -- 4 on 9 
° TW. Taxes TW. Brandon Man at. 0 e 
Discounts: Dallas, Tex 13.0 5.5 11.85 Winnipeg 2.4 ~<e- if 
Kerosine, Nos. 1 & 2 Fuels O.7e in all Fort Worth 13.0 5.5 11.85 Regina, Sask 26 0 10.0 28.0) 
es except Ark Wichita Falls 13.0 5.5 11.85 Saskatoon a5. 19.9 + pe 
Amarillo 13.0 5.5 11.85 Edmonton, Alta 23.6 +0 25. 
Naphtha—Newark t.w. prices are for de Tyler 13.0 aa 11.85 Calgary 22 2 9.0 24.2 
es of 200 gals. or more less than 200 KE] Been 15.0 55 12.85 Vancouver, B. C 14.5 10.0 a4. 
g 0.5¢ over posted t.w. prices; steel barrel San Angelo 13.0 5 5 11.85 Montreal, Que 21.0 11.4 2 
eries, 2c over posted t.w ces 3altimore Waro 13.0 5 5 11.85 St Jonn N.B 18.0 1 ) ae. 
x Vashington prices are Ww deliveries Austin 13.0 55 11.85 Halifax, N Ss Is_0 1 0 22. 
25-99 gals no discounts omston 13.0 5 5 11.85 Taxes: 
Notes: San Antonio 13.0 5.5 11.85 Gasoline taxes are pr : axe 
Peer Port Arthur 13.0 5.5 11.85 Notes: 
fective Dec 22 ninimum reta resale Notes: Prices are per nperia l 
of 16.3% for Esso Gasoline posted Dealer t.w prices apply also t i U.S. gals T.W I x 
ighout New Jersey of consumer with minimum deliver f divided dealer 
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CRUDE PRODUCTION AND RUNS TO STILLS 
(MILLIONS OF BARRELS DAILY) 
6.0 
| 
5.9 
58 
57 
56 
55 | 
| 
54 
53 
52 
51 
$0 
49 
48 
47 
46 
45 
44 oe es bes aad | 
aS FMAMJIJASONDJFMAMIJSASOND JFMAMJJASOND 31017241 81582229512 |1926 
1946 1947 1948 APRIL MAY JUNE 
RESIDUAL FUEL OIL STOCKS 
(MILLIONS OF BARRELS) , 
75 Daily Average Penna. Crude 
‘; Runs to Stills 
70 
Compiled by National Petroleum Assn., f 
reports of all companies refining Pennsylvar 
65 crude Figures in bbls 
60 Week Ended Week Ended Week Ended 
June 5, 1948 May 29, 1948 June 7, 1945 
55) 58.475 63,27 53,204 
50 
45 
40 Crude Oil Stocks 
(Bureau of Mines figures in thousands 
35 of barrels) 
Chang: 
30 from 
May 29 June 5 May 29 
25 PFE Eee ae ee at Se SOR ae ee insctiiainiliaiad Pennsylvania Grade 2,634 2,623 
JF MAMJSJSAS ON D 3 10 1724 | 8 1522295 l2 19 26 Other Appalachian S09 S&S 
APRIL MAY JUNE Lima-Michigan 944 914 
Illinois-Indiana 9,019 9,227 2 
Arkansas 3,030 2,955 
CRUDE OIL STOCKS meena 8394 81253 14 
MILLIONS OF BARRELS) I — 
] uisiana 
North 2 
Gulf 2 
Mississippi D5 
New Mexico 5,221 
Oklahoma 25,416 1 
Texas: 113,211 113,020 
East Texas 16,749 16,597 1 
West Texas 42.714 43,102 
Gulf Texas 29,026 28,628 
Other Texas 24,722 24,693 
Panhandle 3,504 3,645 
North 6,687 6,744 
South 5,278 1.880 
Other 9,253 9,424 
Rocky Mounta 9,328 9,255 
California 23.563 22.994 
Foreign 5,411 5,259 
Total gas ne bea 
nl Ss 221.703 220.402 1 
i : Ds Heavy in California 7,276 7,136 
rc *, . is SSS “3 - — Te } .« > , >, 
“I * WARE TST SAS Sea 3 1017 241 8 1822295 Il2 1926 Total located in Bu- 
APRIL MAY JUNE moe at Sens Ea lie vi a ; 
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Statistics 
REFINERY OPERATIONS 
American Petroleum Institute figures in 
} iousands of barrels of 42 gallon each. Gasoline 
| igures include reported totals plus es- Production at Gas OU & 
nate of unreported amounts and are Crude Runs to Stills Refineries Inc. Kerosine Dist. Fuel Ol 
erefore on a Bureau of Mines basis.) Daily Average > Operated Natural Blended Production Production 
Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts June 5 May 29 June 5 May 29 June 5 May 29 June 5 May 29 June 5 May 29 
ist Coast . ‘se os S96 907 108.0 1090 2 186 2 139 ne 41 1.044 1,198 
ppalachian (Dist. 1) 111 106 90.2 86.2 2¢ 17 oh 7 | 
ppalachian (Dist. 2) 63 58 42.6 w5 0 170 10 1 
d., Ill, Ky. 921 G09 94.0 92.8 274 235 OF 7 st 
j kla., Kans., Mo 166 158 o8.3 6.6 1.53 205 if ~ 
| land Texas we , 239 251 80.5 &4 IS6 77 1 
| exas Gulf Coast .. 1.448 1.442 107 106 ¢ 1.64 61 1 ' oor 
lisiana Gulf Coast ‘ , 4128 447 117.3 122.5 1.435 64 is t 1 
La. & Arkansas . R7 S6 71.9 71.1 211 62 10 
tky Mt. (Dist. 3) . 13 13 6.7 86.7 } 7 l l 
cky Mt. (Dist. 4) 156 160 89.1 91.4 937 2s i 180 184 
slifornia . are GOS S78 87.2 S4 2 He { 1.0 1.005 
tal U. S B. of M. Basis 5,736 715 S 17 7,827 24 i4 1 
S B. of M sasis June 7 1947 »,150 2,27 
Residual Total Total Stocks Total Stocks Stocks of Per Cent Daily 
Fuel Oil Stocks Gas Oil and Kesidual Finished and Un Refining Ca 
Production Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts June 5 May 29 June 5 May 29 June 5 May 29 June 5 May 29 June 5 May 29 June 5 
t Coast ecee6e ° 1,692 1,747 6,50 6,624 10,943 10,67 +319 9, O25 20, 2 
palaehian (Dist. 1) . 91 ao 309 208 146 417 0 344 2,12 ( 
ppalachian (Dist. 2) ° 109 102 1190 122 149 167 176 186 1.081 71 ao 
1., Ill, Ky. ...-.-. 1,128 1,142 2,853 2,621 », 012 1,641 1,359 $.105 21,646 
sla.. Kans., Mo. ... 498 530 1.01 R&2 9 S18 2 630 1 1.794 oO 054 ’ 
ind Texas : i 420 418 633 617 131 12 . S01 ih \ 
Texas Gulf Coast . 2,063 2,124 1,44 1,375 6,138 152 178 17,342 1 
lisiana Gulf Coast 536 576 1,252 1,090 9 725 ? 620 1.570 1,4 >», OOS 1 
N. La. & Arkansas 2s 134 100 s4 $29 t 20) 175 1,900 
| Rocky Mt, (Dist. 3) . 27 27 25 25 32 30 2 10s 
' Rocky Mt. (Dist. 4) 247 234 160 149 S12 75S 1,005 46 
| fornia ae 9 415 2 376 978 1.062 11,128 10.786 1.008 0,62 17.017 if 
| Total U. S.—B. of M. Basis 9354 9 508 15.783 15.250 41.06 < 641 6.030 , 146 *107.27 107.1 
- | Ss B. of M. Basis, June 7, 1947 8.974 13,054 135 47,17 04,26 
— Unfinished gasoline stocks included are: *8,955,000 bbls &.625,000 bbls 
MILLIONS OF BARRELS 
U. S. Crude Oil Production 70 
‘(American Petroleum Institute figures) 65 
led WEEK ENDED 
47 June 5 May 29 ; 
60) 
Barrels Barrels 
(Daily Average) | 
ae ew York-Penna 13.700 48.150 | 5 
rida TOO 7oo | 
Vest Virginia 7.100 7.800 | : 
rginia 200 200 | SOF. 
Ohio Southeast 6.900 7.950 | 
ie Other 2 100 2 150 | 45) 
ndiana 21,450 500 4 he « Cow * 
Illinois 173,400 . oe ie * £ ~ he we & e. 
Kentucky 26,300 40I ong : Bye Po 
Michigar 16,150 % & i. * ¥ ¢ 
nge Nebraska 150 me 3 ; 7 ‘ ee 
m Kansas 305.300 303 35 “=. } 3 ; 
0 Oklahoma 126.000 $25,000 ie 2 we 9 % a 
re aot 
Texas ; ; 
. : : 30 _- 
District 1 2s 150 x50 . eS 
District 2 173,150 ont ae : « 
9 District ; 196.600 2 S50 25 _ | 
District 4 256,400 255,650 JI FMAM™MJSJIAS ON D 3 10 17 241 8 15 2229 5 I2 19 26 } 
District 5 16.750 350 APRIL MAY JUNE | 
East Texas 309,450 ;.000 a — a | 
: Other District 6 122.750 21.900 
District. 7-B 7,450 45,000 GASOLINE STOCKS 
yp 7-C », OM a 
: oa oe 15 — MILLIONS OF BARRELS 
I 94.80 S87. 850 i" 
District 9 139,450 138,450 S a s Se te oe oa = 
1 District 10 85.650 S4.500 & : * ik ¢ * 
Total Texas 2,446,500 2,419,350 
’ th Louisiana 111,400 111.150 - 
tt Louisiana 5,650 354.700 ae es 
tal Louisiana 167,050 165,S50 ‘ ’ 
P 4 
rkansas 2,450 82,150 a. 
sSissippi 126,750 126,050 Z . Gein 
ibama 1.450 1.350 a 
X Mexico—Southeas 127,650 126,000 90 m 
Ww Mexico Other 100 Oo + 
ming 144,950 147.700 (sie % 
ur 23.000 23.900 ? 4 
» 
rad 15.850 $8,550 
f i 949,700 947,500 a bey . 
a —b— - - 
Se ¥ a] ” bi 
U.8 175.800 151.650 2 ; 
na Grade ude ir 7M 64,100 : meet he . + fi 
ee FMAMJ JASON D 3 10 1724 | 8 1522295 12 926 
Oxi nsas, Nel i € ire r week APRIL MAY JUNE 
dq 7 a.m. June 3, 1948 
June 16, 1948 
at - 59 
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For Sale For Sale For Sale 

































































FOR SALE: 1—New 2000 gallon Semi-Trailer 
2 compt, $700.00. T. M. MILES OIL COM- STEEL STORAGE TANKS FOR SALE 
PANY, Milton, Pa STEEL STORAGE TANKS 
1 , 1 1—1,250,000 GAL. TANK ON TOWER 
0,000 ¢t 20,000 gz , 
FOR SALE: 1936 Dodge with 600 gallon 3 a acenaiag 1— 55,000 BBL. CAPACITY 
compartment tank, pump, Print-O-Meter, and Horizontal or Vertical—New eas 35.000 BBL. CAPACITY 
hose reel In operating condition $650.00 ‘ rs a “ . , . 
Late model 835 gallon, 4 compartment truck W. H. DYER CO., INC. 5—1,000,000 GAL. CAPACITY 
a we ® a. Drum compartments 1859-P Railway Exchange Bldg. 3— 10,000 BBL. CAPACITY 
aC Ul eee St, Louis 1, Mo. WE OWN THE TANKS WE OFFER ’ 
Have available various others 
We welcome all inquiries 
FOR SALE 
FOR SALE "ANTE 
1—-2,600 gallon, 7 compartment, fully WANTED 
skirted stream-lined Fruehauf  semi- One five to six ton G.M.C. 1946 model > , ~g 
be i 5 smantling at any location 
trailer, in good operating condition tractor truck driven 25.000 miles Plants for dismantling a y loc o 
booster brakes, 9.00 x 20 tires. Will a EMPIRE TANK & SALVAGE Co. : 
sell guaranteed No reasonable offer Or Dorse 32 ff > wee t » 
rejected — a 2 Tn Oe eee See 1451 Broadway, New York 18, N. Y. 
semi-trailer with canopy top Driven 
= rn . ‘ Tel. La, 4-5760 
Will sell unit with or without pumping less than 5000 miles. Cost $3000.00. 
equipment Price $2250.00. 
PETROLEUM SOLVENT CO. OF PA. One 1946 ton and a half Chevrolet FOR SALE 
7 tractor truck with saddle tanks and 
410 Savings & Trust Building fifth wheel. Driven less than 26,000 DIESELS and PUMPS f 
Butler P sylvani:z miles 1500.00 % 7 
; eee — Six new 1947 unused 475 BHP 5 cyl- 
Two 3100 gallon compartment tank inder Baldwin Model VG Diesel En- 
trailers. Good rubber. $1500.00 each gines, four connected to Ingersoll-Rand 
FOR SALE Multi-stage Centrifugal Pumps _ with I 
0 SALE BILTMORE OIL, COMPANY Farrel-Birmingham Step-up Gears and t 
4,000 gallon—single compartment, used P.O. Box 957, Telephone 2722 two connected to Worthington Hori- \ 
gasoline Transport, with 1945 White Tallahassee, Florida zontal Triplex Double Acting Pumps 
WA-22 Tractor—equipped with air all units complete with Falk Couplings, 
brakes Lummus Coolers, other accessories. 
1,560 gallon-—-6 compartment Fruehauf Location Ohio, immediate delivery 
Trailer Tank electric brakes —- with Direct inquiries to: 
1947 1% ton Dodge—2 : ax ' SPOR’ *GAIN ; . 
—, vo sal cae a Saar THE BUCKEYE PIPE LINE 
COMPANY 
OLYMPIC HI-SPEED CORPORATION 20 —-New 2000 gallon, Heil Semi-Trailers, Joseph Steele, Purchasing Agent, 
14002 Lake Shore Boulevard 2 compartment t , Room 2200, 30 Broad Street, ‘ 
2 i J ~quipped with pum . 
KE 2727 ot — — New York 4, N. Y. 
Cleveland Ohio and reel, air brakes, 9.00 x 20 \ 
tires. $850.00 f.o.b. Cleveland i 
, FOR SALE 
STORAGE TANKS 3—Model U70 1942 Autocars, refuelers 
3 5’ x 8’ Welded 1650 gallons equipped with 3 —- STEEL STORAGE TANKS 
2 -12’ x 20’ Riveted partments pump, meter and 2 3--9800-Gallon, Horizontal, 8’ x 26’ 
1 10° x 34’ Riveted reels 10—8000-Gallon, Tank Car Tanks 
1—3’'6" x 5 Coiled and Non-Coiled 
1 5’ x 12’ Welded UDELSON TRUCK SALES, INC. 2 _10000-Gallon Tank ‘Car Tanks 
with steel saddles Coiled and Non-Coiled 
2—43” x 85”—Copper—Welded 3218 Woodland Ave., Cleveland 15, Ohio 1—-12000-Gallon, Tank Car Tank 
4—-24” x 74”—jacketed | Coiled 
1—94’ x 30’ 3-—10000-Gallon Tank Car Tanks 
1-—-9’ x 10’ x %” Riveted Horizontal 
WEINSTEIN CO. 4--12000-Gallon Tank Car Tanks 
610 W. 8th St., Jamestown, N. Y. STEEL TANKS IN STOCK Horizontal F 
Telephone 6-154 1-—15000-Gallon Tank Car Tank 
9 9 STURT Horizontal 
2— 74,000 BBL. RIVETED 1—5500-Barrel, Vertical Zolted Type 
6—1000 & 100 BBL. BOLTED OTHER TANKS TOO! 
FOR SALE 6—-20,000 GAL. 10’ 34’ HORIZ 
, « wi 4 x 34’ 4 ° . - ae ol TomTa 
3 ; r IRON & STEEL PRODUCTS, 
— oe. > sees, Teepe 110,000 GAL. 8’ x 27’6” HORIZ 
semi 165 Chevrolet COE, low mileage INC 
vacuum brakes, power take off. $3250 6--12,000 GAIT 10° x 20’'6” HORIZ ; . 
9 - . , orran , 43 years" experience 
300 gallon, 3 compartment, Fruehauf 2--15,000 GAL. 10’ x 25’6” dORIZ 2 : 
with 16 Dodge WHA 45, air brakes 6—-10,000 GAL. 10’ x 17'6” HORIZ 13456A S. Brainard Ave., 
low mileage. $3950 Chicago 33, Illinois 
— ‘ , DARIEN CORP. 
one mw 4 ag oe en a ANYTHING containing IRON 
rately ire or phone . 9 . 
60 FE. 42nd St. or STEEL” 
KENDALL OIL CO, 








New York 17, New York 


Chattanooga, Tenn, Wanted to Buy 























PRICES REDUCED : OIL REFINERY WANTED FOR 
ALL NEW PUMPS, 30 gpm @ 1900 rpm, 1%” PURCHASE | 
1%” NEOPRENE GASOLINE HOSE openings, built-in bypass, manual | 
volume control, Yale (& Towne) 20,000 to 30,000 barrels per day ca- 
Rubber Covered, semi-rigid construc- Model 20-DV, new ..............$35. pacity. Send full particulars including | 
tion with static wire coupled male and photographs } 
female: NEOPRENE HOSE, 1%” size, 30 foot | 
length circular woven wire inserted BOX 421 
25 ft. lengths............. $11.50 semi-rigid construction, estimated to 
50 ft. lengths..........:.. 16.00 stand 250 Ibs. p.s.i. pressure, com- 
plete with male and female couplings, 
F.O.B. MEMPHIS, TENNESSEE OF cewsrsas rere rererr rere: ) -s 


TERMS CASH WITH ORDER WANTED FOR CASH 


GASOLINE ENGINES, 1% HP, Briggs 


. —— , | 
OR C.0.D & Stratton, 1900 rpm, ball bearing OIL REFINERY | 

speed reducer Model NPR, with all 5,000 to 20,000 barrels per 
CRUZEN OIL EQUIPMENT CO., INC. standard equipment, new........$45 day capacity | 
344 Madison Ave. J. A, POSTELL Mail full data, prints and photograp! | 
Memphis, Tenn. 936 West Peachtree St., N.W., BOX 426 


Atlanta 3, Ga. 
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About Oil People ('t 








Young Jobbers 


The Hopson Oil Co., an Independent 
il company at Waukesha, Wis., is a 
three-way partnership between Olin 
Hopson and two young war veterans 

his son, Robert, 30, and George 
Kastenholz, 29. 

Robert became a partner in the 
firm following his discharge from the 
Army two year ago as a warrant of- 
ficer after serving 56 months in the 
Air Corps. George has been a partner 
in the firm since 1939, rejoining the 
business in April, 1946, after separa- 
tion from the Army at Camp McCoy, 
Wis., with rank of captain of Coast 
Artillery. 

Bob, who generally handles _ the 
firm’s advertising and merchandising, 
is married and has two young 
daughters. He spent almost five 
years in the Army in the United 
States and a great part of it in Texas 
where he was base classification of- 
ficer at Childress Army Airfield. 

George, married and father of a 





Mr. Kastenholz 


CLASSIFIED 





Situations Open 


WANTED: Manager for oil burner sales and 
ervice department connected with well estab- 
hed fuel oil company in Florida Must have 
experienced sales and oil burner engineering 
bility BOX 427 ‘ 


ASSISTANT SALES MANAGER with practi- 
il experience in European or other Foreign 
Markets either through travel or direction 

foreign sales correspondence Position of- 


ers good prospects to right party BOX 433 


ACCOUNTANT WANTED: Opportunity for 
ung man with accounting experience in both 
rude procurement and wpipe-line operations 
insas City headquarters State full qualifi 
itions and salary required Replies held con- 
lential BOX 432 





ASSOCIATION EXECUTIVE 


Newly formed National Associatior s 
nterested in contacting a man for the 


position of Executive Secretary Please 


give background and references 


BOX 430 








ESTIMATOR— 
GRADUATE ENGINEER 
Experienced on erected costs of chemi 
il plants and gas and oil refineries 
\ble to work from process sheets and 
flow diagrams Will take charge of 

estimating dept Excellent salary 
GENERAL EMPLOYMENT SERVICE 
440 The Arcade Cleveland, Ohio 
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Positions Wanted 


OIL REFINERY MANAGER, available July 
1, age 39, employed past 12 years as Manager 
and Superintendent of Integrated lefining Co., 
experienced in marketing plant operation, 
crude gathering and procurement BOX 424 

SALES ENGINEER, age 31, college graduate 
in petroleum desires to headquarter neal 
home in Chicago area Not adverse to travel 
Wide acquaintance in petroleum and allied 
fields Experienced in refinery, jobber and re 


tail sales and operation Now employed ir 
exc capacity as industrial consultant and 
sales advisor Lack of housing in area of 
recent transfer reason for changing BOX 
31 


Business Opportunities 


SEALED BIDS for supplying Liquefied Petr« 
leum Gas requirements for War Housing 
Project VA-44051, Phoebus, Virginia, consist 


ng of approximately 90 dwelling units using 
xas for cooking water heating and space 
heating purposes will be received ir Room 
914 Georgia Savings Bank Building Atlanta 
3. Georgia, until 11:00 A.M. (EST), June 2s 
1948 3id form and documents upon whict 
bids must be made may be obtained without 
charge from A R Hanson, at the above 


address JOHN P. BROOME, Director Re 
gion IV, Public Housing Administratior 


SEALED BIDS for supplying Liquefied Petr« 
leum Gas requirements for War Housing 
Project Va-44041, Hampton, Virginia, consist 
ing of approximately 350 dwelling units using 
gas for cooking water heating and space 
heating purposes, will be received in Room 
414 Georgia Savings Bank Building Atlanta 
$. Georgia, until 11:00 A.M. (EST), June 2s 


1948 3id form and documents upon which 
bids must be made may be obtained without 
charge from A R Hanson, at the above 
address JOHN P BROOME Director 
Region IV, Public Housing Administration 


Mr. Hopson 


boy, resumed handling the company’s 
wholesale and retail operations after 
four years of service which took him 
to Japan, where he was adjutant for 
18 companies of men operating the 
port of Yokohama Before going 
overseas he was an instructor at 
officer candidate school at Ft sen- 
ning, Ga 





Wayne R. Sphar was named to suc- 
ceed A. J. Kilgariff as advertising 
manager of Freedom-Valvoline Oil 
Co., Freedom, Pa. Mr. Kilgariff, com 
pany says, will now work on develop- 
ment of a line of consumer products 
to be marketed in the near futur 
Mr. Sphar comes to Freedom-Valvo 
line from Jessop Steel Co., Waching 
ton. 


R. M. Morrison, manager of the 
purchasing department, The Texas 
Co., is vice chairman of the com 
pany’s Trade Relations Committee 

Rex Livingston, petroleum en 
gineer in Texaco’s Oklahoma division 
of the producing department, has 
been appointed head of the Kansas 
Society for Petroleum Engineers 

S. Z. Park, superintendent of 
sales training in Texaco’s Dallas di 
vision, is author of an article, “Credit 
Men Should Study Selling’, which 
appeared in an issue of Credit and 
Financial Management. 
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Tose: is a $1,500,000,00( 
road program for 1948 —the greatest in construction hist« ry. 














as This stupendous figure represents the largest appropriation 
oe ever made for construction of highways and airports. B) 
~) at, Qe Road Show seeing this machinery exhibited at the Road Show you hay 
| “Enea CHICAGO the opportunity to get ready for your part in this greates 
| yuu cinta construction program of all time. If for no other reason 

Over 5000 than this, you should attend the Road Show. 
pieces of State, county and municipal governments will require ap. 
equipment! proximately $240,000,000 for equipment for maintenance 
work in 1948. Another $265,000,000 worth of equipmen 
Imagine over 30 acres—a will be needed for new construction. It is conservatively 
small farm—filled with con- estimated that an additional $150,000,000 for new equip. 


struction machinery...some 
of it operating ... some of it 
never before shown. Here is 


ment will be required to bring construction equipment in. 
ventories up to normal. 


a practical picture backed TECHNICAL SESSIONS YOU CAN’T AFFORD TO MISS 
with new information, new There will be discussions on highway engineering, grade separa- 
data, that shows the way to tions, airport construction, concrete and bituminous highway 
better performance and in- construction, soil compaction, highway terminals, the contract 
creased efficiency. system and day labor, tar soil stabilization, cement soil stabil- 


ization, highway safety, control of city pavements, snow 
removal, highway maintenance, elevated and depressed high- 


* 
IT IS THE MOST 


ways, express highways, radio communications in highway 





DRAMATIC SPECTACLE IN control, weights and sizes of vehicles, bridge construction 
CONSTRUCTION HISTORY practice, property assessment for highways, public relations, 
—A MUST FOR EVERY legal affairs, highway finance, gross weights on highways and 
CONSTRUCTION MAN. on many other topics that are so much a part of your daily 


work. Bring yourself up-to-date on the latest phases of these 
important subjects. 


EVERY DAY AN OUTSTANDING DAY! 





Friday, July 16 Distributors Day 

Saturday, July 17 International Day 

Sunday, July 18 Educators and ARBA Student Chapters Day 
Monday, July 19 Associated General Contractors Day 
Tuesday, July 20 ARBA Contractors Day 

Wednesday, July 21 County Day 

Thursday, July 22 Municipal and Airport Day 

Friday, July 23 All States Day 





Saturday, July 24 Chicago Day 


ANNUAL CONVENTION AND 
INTERNATIONAL ROAD SHOW 
SOLDIER FIELD « JULY 16-24, 194% 

AMERICAN ROAD BUILDERS ASSOCIATI( 
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William Goar, Goars Service & 
Supply, Warren, Ariz., conducts his 
gasoline and fuel oil distributorship 
with four railroad tank cars having 
1 total capacity of 36,000 gals., three 
Diesel trucks of 17,655-gal. capacity, 
julk plant storage of 75,000 gals. and 
wo service stations. 


Roger V. Duke, chief of the priori- 


ies and allocations section, General 
Petroleum Corp., is now assistant to 
the manager of the accounting de- 
vartment. 

* ¥ 


E. C. Perkins, general superintend- 

ent of the terminal division of The 
rexas Co. since 1944, has become as- 
sistant general manager of the com- 
pany’s marine department, and has 
been succeeded by Joseph T. Froeh- 
lich. Mr. Perkins joined Texaco 
in 1920 as a stenographer in the Port 
Arthur, Tex., refinery and moved to 
the terminal division in 1931. 
Mr. Froehlich began as a draftsman 
with Texaco in 1921 and became as- 
sistant general superintendent of ter- 
mina!s in 1944. 


* 


J. E. Chandler, manager of Sov- 
ereign Service, Inc., Wichita, Kans., 
association of Independent refiners, 


has left Sovereign to become repre- 
sentative of the Fred Eldean Organi- 
zation in the Kansas City office. 





{ une 16, 1948 





Mr. Breene 


When the Pennsylvania Grade 
Crude Oil Assn. celebrates its silver 
anniversary at the annual meetirg in 
Pittsburgh June 17, three oil men 
who helped organize the association, 
will also be on hand to mark 25 years 


of service with the group. They are: 
E. C. Breene, Oil City, now a mem- 
ber of the board, who served as first 


president of the association from 1923 
to 1926. In addition to being an oil 
producer, he is also president of the 
First National Bank of Oil City and 
a member of the law firm of Breene 
and Jobson. Samuel Messer, Oil 
City, executive vice president of the 
Quaker State Oil Refining Corp., has 


served as treasurer and member of 
the board of the association since its 
formation in 1923. . ,_ & LL. Sar, 













These six men were among those attending the sixth joint technical meeting of 
Standard Oil Co. (Indiana) and four subsidiaries—Pan American Petroleum Corp.. 
Pan American Refining Corp., Stanolind Oil & Gas Co., and Utah Oil Refining Co.— 
it French Lick, Ind., May 24-28. Sitting (left to right) are: F. H. Blunck, S. A. Mont- 
jomery, and C. E. Evans, all of the manufacturing department, Indiana Standard. 
Standing (left to right) are: D. A. Monro, engineering department, Indiana Stand- 
ird; J. E. Swearingen, manufacturing department, Stanolind Oil & Gas; and R. J. 
Diwoky, manufacturing department, Indiana Standard 


Mr. Messer 


ABOUT OIL PEOPLE 








Mr. Suhr 
Oil City, also a 25-year director of 
the association, has served as assist- 


ant treasurer. Chairman of the board 
of Pennzoil Co., he was recently des- 
ignated by the International Petro 
leum Exposition as the “Pioneer in 
Refining.” 


Isaac Arnold, secrelary-treasuret 
of the Quintana Petroleum Corp., 
Houston, will deliver special lectures 


this fall to geophysics students at the 
Rensselaer Polytechnic Institute, 
Troy, N. Y. Mr. Arnold, a 1927 grad- 
uate of will present ac- 
tual field records and other oil 
neering. data. 


Rensselaer, 


engi- 


Dick Tyler, owner and operator of 
Tyler’s Service and Gas Station, Con 
neaut, Ohio, is aided in the 
by his two sons, John A. and 
Company been organized 
1916 


business 
Hal B. 


has since 


R. YD. Harrison, distributor of Sir 


clair products in Norfolk, Nebr., 
general chairman of the local Farm 
er-Businessman Banquet that is a 
town feature each yea 


Dr. Frank W. Jessen, « 
chemical engineer 
former chief engineer for 
National Petroleurn Co. and 
engineer for Humble Oil & 
Co., will head engineering research 
for the Austin, 'Tex., areca of the Eco 
nomic Development Foundation 


onsulting 
from Houston and 
Mexican 
research 


Refining 

















David G. Gustafson has joined his 
uncle, F. E. Gustavson, and Donald 


F. Shefte to form the Gustafson Oil 


Co., Chicago, petroleum marketing 
firm David is the son of the late 
Fred Gustafson and the nephew of 


the late Charles A. Gustafson, found- 
ers in 1915 of Anderson & Gustafson, 
wholesale marketers 
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Mr. Wolf 


been made 


the president 
War II, Mr. 


dan, named 
reporting to 
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Four executive promotions 
Standard Oil 
with Sohio 


controller since 1941, 


(Ohio): Hugh L. 
since 1931 and 
was named vice president 
of accounting. 
Controller's Institute 
Patch is now chairman of the Finance 
and Accounting 
gion II of American Petroleum 
tute. ... A. E. Wolf, now vice pre-si- 
dent in charge of finance, first joined 
Sohio in 1940 and became assistant to 
1941. During World 
as a lieutenant 
in anti-cubma- 


2atch, 


commander engaged 
rine work with the U.S. Navy, earned 
a citation from 
service in moving 
across the Atlantic. 


(see NPN May 
with Sohio since 





Five oil men get together at the spring meeting of the North Carolina Oil Jobbers 
Assn. in Charlotte, N. C., May 19. Seated (left to right) are: E. M. Thompson, Thomp- 
son-Wooten Oil Co., Goldsboro; G. E. Maultsby., Pure Oil Co. distributor, Jackson- 
ville; and C. B. Myers, Myers Oil Co., Statesville. Standing are: Forest C. Roberts. 
Sr., (left) Acme Petroleum & Fuel Co., Gastonia, and S. D. Bryan, Bryan-Cooper Oil 


Co., Raleigh, association treasurer 





Mr. Patch 


Committee for 


Admiral King 
convoys safely 
. Carl F. Jor- 
vice president 
recently-elected 
tive vice president Clyde T. Foster 
p. 60), has been 
and headed the 


have 


in charge 
member of the 
since 1936, Mr. 


Insti- 


execu- 


budget department from 1936 to 
1943. He is secretary of the Finance 
Committee and Space Committee and 
@ member of the Accounting Ad- 
visory Committee for Sohio. ; 
Ralph A. Martin replaced Mr. Patch 
as Sohio controller. He joined Sohio 
in 1931 when Refiners, Inc. was con- 
solidated with Sohio. In 1943 he re- 
placed Mr. Jordan as head of the 
budget department and became as- 
sistant controller in 1945. 





Mr. Jordan 


Mr. Martin 


Irving and Milton Schultz operate 
Irving Schultz & Co., Kendall Refin- 
ing Co. distributor of Worcester, 
Mass. They have been handling Ken- 
dall products since 1927 and hav. 
Warehouses in Worcester, Lowell, 
Salem and Sprinzfield. Milton Schultz 
is general sales manager for western 
Massachusetts, which was added to 
the company’s marketing territory 
last August. 


Leslie C. Beard, Jr., chemist and 
assistant director of laboratories 
Socony-Vacuum Oil Co., Ine., has 
been named to serve for three years 
on the board of the American So 
ciety for Testing Materials. 


Three appointments have bee 

made to the Lubrication Committe: 
cf the American Petroleum Institut« 
T. B. Fitzgerald, Mid-Continent P: 
troleum Corp., replaced KR. W. Me 
Dowell of the same company. 
H. F. Jones, Cities Service Oil Co 
succeeded O. J. Tuttle of the sam 
company. And G. T. Dougherty, 
Standard Oil Co. (Indiana) replaccd 
Dwight F. Benton of the saine com 
pany. Appointees will serve for bal 
ance of 1948. 


J. B. Lawson, assistant general su 
perintendent of Great Lakes Pips 
Line Co., has been appointed general 
superintendent of operations to suc- 
ceed E. H. Skinner, operations vic: 
president and general superintendent, 
who resigned. Mr. Lawson has been 
with the company since its founding 
in 1930 and served as district, di 
vision, and field superintendent b¢ 
fore becoming assistant general su 
perintendent in January, 1947. Be 
fore joining Great Lakes, he was 
with Continental Oil Co.’s pipe lin« 
department, Standard Oil Co. (In- 
diana), and Illinois Pipe Line Co. 





ADVERTISERS’ INDEX 


This index is published as a convenience to the 
reader. Every care is taken is make it accurate 
but National Petroleum News assumes n¢ 
responsibility for errors or omissions. 





American Road Builders Association 

Betts Machine Co 

Bowser, Inc 

Brodie Co Ine Ralph N..Inside Front Cove 
Brunner Mfg. Co 

Butler Mfg. Co 32 
Continental Can Co 

Downtown Co 


DuPont deNemours & Co. Ine E. I 


DuPont deNemours & Co Ine F I 

Ethyl Corp 

Frazier Tandem Systems 

Goodall Rubber Co i 
Granberg Corp 

Graver Tank & Mfg. Co In ' 
Gulf O11 Corp 

Mack Mfg. Co 

McDonald Mfg. C« i = 

National Pumps, In Inside Back Cove 
Petroleum Educationa Institute 

Philadelphia Valve C« 

Pittsburgh Equitable Meter Co 

Rohm & Haas Cx 

Rotary Lift C« 

Shand & Jurs Co 

Standard Oil Co. of California 

Standard Steel Works 
Universal Oil Products Co 
Wheaton Brass Works 


Wonderly Co In 
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The New 


SE RI ES” 
LOW MODELS 


No. 60 No. 64 
No. 62. No. 66 





: | 


YOUR BRAND 
TRADE MARK 


As Companions to the Popular A-38 Pumps 


The National “60 Series’” low model pumps are 
companions in appearance and exterior design to 
the widely known National A-38 and B-38 pumps. 
They will harmonize perfectly in appearance with 
either of these pumps already on your islands. 
Inside they are entirely different! All component 
parts and major assemblies used in the new “60 
Series” have been proven in years of faultless 
service. They will give you superb performance! 
FOUR MODELS 

Anticipated delivery date—Late June 

Model 62 (Nylon Cable Type Hose Extension) 

Model 66 (Hose Reel) 
Anticipated delivery date —Late August 

Model 60 (To be announced) 

Model 64 (To be announced) 








Additional Sales Representatives 


in several important cities and 
states. Write, wire or phone. 




























The ‘60 Series” pumps are only 61!” high, 
including the two large illuminated curved glass 
panels above the dials for maximum display of 
your name and trade mark. This is a standard 
National feature which no other low type pump 
offers. Either or all of the four new low models 
can be used alone or in perfect combination with 
our standard A-38 pumps, which have always had 
their dials at low pump “eye-level” height. Add 
“60 Series” pumps and give your station the smart- 
est “new look” in town. 

Place your order now for preferred delivery. 


A Yo d nani 
a gor d fi vodiucl 
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NATIONAL PUMPS, Inc. 


General Offices: CINCINNATI 23, OHIO 
Factory. 1600 Wabash St Fort Wayne 1. Ind 
Pacific Coast Division Office: 1190 28th St., OAKLAND, CAL 
Branch Office. 3605 East Olympic Boulevard, Los Angeles 23, Ca 

Export Office: 8 So. Michigan Ave., Chicago, II! 
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Wee have available for IMMEDIATE 
DELIVERY both tandem and single axle 
semi-trailer units—built with the same qual- 
ity workmanship long associated with only 
custom built units. These are all latest model 
hi-tensile steel units built to ICC and state 
regulations and laws. No costly time is lost 
between time of purchase and time these units 
are hauling products for you. Painting and 
special piping completed in minimum time. 
Write, wire or call collect at the factory, 
NORCLAY 3200, NORTH KANSAS CITY, 
MISSOURI. 





TO OPERATE IN THESE STATES: 


Alabama *Michigan *South Dakota 
Arizona Minnesota “Tennessee 
California * Mississippi *Texas 
Colorado Missouri Utah 
Connecticut Montana “Vermont 
“Delaware Nebraska Washington 
Georgia *Nevada West Virginia 
Florida *New Hampshire Wisconsin 
Idaho New Jersey Wyoming 
Illinois New Mexico 
*Indiana New York 





5200 GALLON 
TANDEM 

oie 4200 GALLON 
a7 SINGLE 


Direct from Lot to 
Your Operation 


-—* 


cM ROCCE TRANSPORT CO. 
we KANSAS CTY.MQ. GASOLINE 


Thm 
=. 


3 compartments — double bulkheads — 3” lines 
and 3” gate valves — 3” emergency valves with 
ICC operator— 2 hose tubes — trim skirting and 
tail fenders—12"” x 15” manholes with 10” quick 
opening fill plugs—ICC top flashing —lights and 
reflectors to meet state and ICC regulations. 
Upper fifth wheel with skid plate under nose of 
tank. 18,000 pound axles—16% x 6 brakes with 
Westinghouse air actuation. Rubber bushed 
radius rods—20” Dayton or Erie Wheels— 10.00 
x 20 12 ply tires (4200 gallon has 11.00 x 20 
ply tires). Unit in prime paint. Hooked up and 
mounted free of charge at factory. 





lowa North Dakota 


Kansas Ohio 
*Kentucky *Oklahoma 

Louisiana Oregon 

Maine *Pennsylvania 

Maryland *Rhode Island 

Massachusetts *South Carolina 
*4200 Gal. only 


OTHER PRODUCTS: 
ASPHALT DISTRIBUTORS*TAR 


e 
Bul 6 Mk Thahec 
KETTLES * MAINTENANCE 
DISTRIBUTORS * BURNERS 
STREET FLUSHERS * SPRAY + 
UNITS «© SUPPLY TANKS 


* SURFACE HEATERS 
SHOULDER ROLLERS... 
ond Agricultural Equipment. 


Standard Steel Works 
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NORTH KANSAS CITY, MO., U.S.A. 





